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duction shares in the third quarter 


8,952,868 at the expense of Chrysler Corp. 










gate. GM had an even 49 percesit 
at the end of the first half. 


Ford Motor lifted:its slice from 





4.65 169,753 4.12 
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GM and Ford Regaining 
Lost Production Shares 


































9 Months, Pct.of 9%Months, Pct.of Gain 
1955, 9-Month 1954, 9-Month oF 
Output Total Output Total Loss 
CHRYSLER CORP. ............... 993,115 16.57 460,953 11.18 5.39 
Chrysler .............. » 2.17 773 1.62 0.55 
Defiote - a 1.58 ‘nan 111 Tear ° Dodge, 1.74; Hudson, ; Mercury,| compared with 95.88 percent dur- 
IND asses saccbs.cassosseaese 228,930 3.82 85,867 2.08 -+-1.74 Chr sler Slips 0.20; Nash, 0.25; Oldsmobile, 0.31;| ing 1954. 
Plymouth . POV S 589,711 9.00 262,430 6.37 +2.63 Packard, 0.28; Plym6uth, 2.63; Pon-| The Little Three copped 4.65 per- 
FORD MOTOR | 1 631,600 27.23 1,840,925 32.53 5.30 tiac, 1.14, and Stydebaker, 0.17. cent of total industry output during 
F 1295.374 2145 1100119 26.69 _ 524 In 3rd uarter * * the first three quarters of this 
‘p~ — dis Wein as sdtenbeeasuelll 27398 “48 ’ 29708 72 0.26 -month totals, 5,- year, as compared with 4.12 per- 
ee eee z e , f i were assembled by | Cemt gained on 169,753 cars a year 
Mercury .... 318,828 5.32 211,103 5.12 +0.20 9-Month Total Tops war -, aye. 
Spock MOTORS Mase att “Ales foie Feat || Record by 20 Pet. aie swe 
nvenssectsbivconpssesocnsecnees . i . . °3 M ACCOUNTED for 3,088,992 
SI 8 obi pesbcesninnccessatinart 113,709 190 94,114 2.28 —0.38 : : aunetiblies during the Seat'aine 
Chevrolet . 1,405,505 23.46 1,053,785 25.56 —2.10 a Shere _ months of “this year ‘and Ford, 
Oldsmobile ............... . 502,945 839 333,133 8.08 -+0.31 ENERAL MOTORS and Ford 1,631,600. 
INNES Sis UisiidkaséiliacbessecdisteBvcstnted 437,179 7.30 253,955 6.16 +1.14 Motor boosted their car-pro- Both established new nine-month 


totals, GM erasing its old 1950 
high of 2,305,803 and Ford surpass- 


and the smaller builders, whose ing its previous 1954 high of 1,- 

AMERICAN MOTORS .......... mo = aaaee i To00 efforts were slowed by changeovers 340,925. 
Nash jiiineddintaibine ctawcsooeevseoense +s 87,577 146 50,042 121 +0.25 and strikes. Chrysler’s nine - month output 
aii. iaone ase no no | 6 As a result, output totals for of.993,115 cars was 115% percent 
pennton ets: L021 “o2 5.818 14 the first three quarters again of the comparable 1954 
RRR sem oo e274 = gave GM more than half (51 and only 90,000 shy of the 
BE iticdhovcctsss d . percent) of the industry aggr ion’s alltime high in 1950. 


ugh both Chevrolet and 
Ford} set ‘new alltime output marks 
—Ford_erasing its old 1954 high of 
1,100, and Chevrolet smashing 
its o 1950 mark of 1,179,065— 















_—_—- AN radoxically lost a combined 

Total Cars, U.S. ................5,992,659 100.00 4,122,621 100.00 \ > a roy = jn ete Of 7:34 percentage points from 

= cae Nes" In comparison with the 44.91 per- 

‘ 28,348 cent of total industry output grab- 

[ ] C St k C l : b A : \ a ey} ow 24 anes bed by Ford and Chevrolet during 

« © oc $s um &' ain, ‘ 16— 21,414 Lincoln 25,583—15 | ‘he first nine months of this year, 

; 1i— 5,287 Will 13,136—17 the two makers during the same 

T. 3 0 D * S 9 L ° it 13— 354 ee a 6430—18 | Petiod of last year took a 52.25 per- 
op %. ay a e um 31,892 Mise. 18,712 cent slice of total production. 

Total All Makes LYMOUTH, which prod 9 

Li the fattest suppl March , ch produced 
ay Ses De Daenatt : + wepely aimee mm 5 and AMC 0.34 4,817,320 3,731,428 P percent of total industry output 


Associate Editor 


SOLD used cars in the hands 
of new-car dealers have passed 









when the year’s high of 39.8 days’ 
supply was counted. 
Other tabulation dates when 


ap? levels, Further details on Page 48. 








during the first three quarters of 
(Continued on Page 4, Col. 3) 


30 days’ supply for the first time/ stocks ranged below 30 days’ sup- 
since last spring, field reports to| ply were Sept. 1, 29.7 days; June 1, 
Automotive News indicated last/291 days, and July 1, 27.4 days. 





week. 

Most used-car managers have 
a tendency to sleep fitfully when 
stocks range above 30 days, so 
increased emphasis on moving 
used cars can be expected as soon 
as the first crush of new-model 
showings eases off. 

The consensus, however, is that 
things are going to get worse be- 
fore they get better. 

- - * 
As OF Oct. 1, the average used- 

car inventory consisted of a 
35.3-day supply, according to an 
Automotive News compilation. Only 
two months ago, on Aug. 1, used- 
car inventories hit the year’s low 
point of 24.8 days’ supply. Thus, in 
60 days, stocks have increased 42 
percent. 


The Oct. 1 count represented 


Inside 
Auto News 


@ Ford plans to add more 
dealers, but will keep 
Lincoln-Mercury combines. 
Page 6. 


Case Histories of an Auto 
Salesman—a new series be- 
ginning on Page 2. 


Confidential! Diary of a 
big-city dealer. Page 3. 


Tire industry conquers 
blowouts. Page 2. 


New -car registrations and new - car 








Last of 55 Models Roll 





They ranged above the theoreti- 
cal “safe” maximum of 30 days, in 
addition to March 1, on Jan. 1, 
when the count was 34.1; Feb. 1, 
36.2 days; Apr. 1, 31.9 days, and 
May 1, 33.6 days. 

” 













ed up percent-of- 
total \\increfses over year-ago 






Only four makes, however, man- 
aged to increase their shares over 
the first six months of this year. 
They were: Buick, up 0.53 to 10.51; 
Chevrolet, up 1.41 to 23.46; Ford, up 
0.43 to 21.45, and Oldsmobile, up 
0.68 to 8.39. 

The dozen makes ahead of nine- 
month 1954 results were: Buick, 
up 0.41; Chrysler, 0.55; DeSoto, 0.47; 


By Martin L. Whitmyer 
Staff Writer 






* * 


[pPALzRs are in general agree- 
ment that the used-car trend 
is still downward. The wholesale 
price trend also has been down- 
ward in the past four weeks. The 
percentage of sales to offerings at 
(Continued on Page 4, Col. 1) 








to enter the changeover period. 
Although the industry’s car 
output is expected to remain be- 
low the 100,000 unit-a-week level 
for at least another week, it is 












Dodge's Four-Door Hardtop— 


Pace Quickens Over Last Week’s Output of 84,920 
As More Makers Shift to High 


Ru today becomes the last of 
the major auto manufacturers 








doubtful that Buick’s idleness 
will send this week’s assemblies 
below last week’s 84,920 units— 
the second lowest of the year. 

Continued high: production at 
Ford Motor Co., plus rapidly in- 
creasing Plymouth projections and 
gradually stepped-up schedules at 
eight other makers, should hold in- 
dustrywide output above last week’s 
pace. 

* * * 


a continued idleness of assem- 
bly lines at Oldsmobile and 
Chevrolet, coupled with Buick’s 
cessation of activities, however, 
most likely will keep GM in third 
place in weekly output for at least 
another week. 


Last week’s output of 84,920 
cars was 20.2 percent under the 
average week for the last three 
years, while the previous week’s 
115,723 cars was 113.3 percent of 
Automotive News’ three-year in- 
dex of auto production. 

Halting of Chevrolet’s truck oper- 
ations last week also cut into com- 
mercial-car output. Last week’s 
truck output was 16,820, as com- 
pared with the previous week’s 
22,973 units, a drop of 33 percent 
from the previous week. 

* * ~ 
[parire the slowdown of pro- 
duction machinery brought on 
by the changeover period, 1955 pro- 
duction is still running nearly 45 
percent ahead of the same period 


Newcomers to the 1956 Dodge line are four-door Lancer hardtops in the Custom Royal, Royal and Coronet series. Three two-|of last year. As of Saturday, the 
door hardtops and seven station wagons also are included among Dodge's 21 models. Tail fins mark the redesigned rear fenders.| industry had produced 6,086,000 


(Story and other pictures are on Page 25). 


(Continued on Page 61, Col, 3) 
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Meeting the Practical Problems . 
Case Histories of Auto Salesman 


Eprror’s Nore: This is one of a 
series of letters on practical prob- 
lems encountered in auto selling. 
It is written by a veteran sales- 
man, Bert Simons, who is active 
in today’s auto market. 

° * * ~ 


Dear Ed: 

| he easy to jump to conclusions 
in this business of selling cars, 

and sometimes I guess the sales- 

man jumps to the wrong one. 
Which makes me think of this 

Mr. 


Evans, who, after I went 


prospect. 


story: 
This Mr. 





badly he could 
Bert Simons 


through the 
usual routine of 
qualification, 
looked more like 
a dead duck than 
a live new-car 


But here’s the 


wanted a car so 


taste it. He was 


so ready he was 


panting. But there was one big 
catch to it. 

It seems that about a month 
before this, Mr. E. had been 
turned down by the finance 
company and right at the pres- 
ent time he wasn’t so hot finan- 
cially because he was laid off 
from the factory. 

Then, too, he had no money to 
go along with his old 1949 cars to 
sugar-coat the deal. 

Now, ordinarily these complica- 
tions would be enough to make- 
me give up, but for some reasen 
I didn’t. . 

Anyway, I kept right on pitch- 
ing. 

+ * - 2 
Mr. E. had been work- 

' ing at the factory fer 12 
years, he was buying his*.own 
home and had been paying on it 
for oo years and he seemed to 
~ , regular sort of a 


a0 I scratched my ‘head a mo- 
ment and picked up the phone 
and called the finance company. 

“Why,” I asked the guy who 
—e “don’t you like Mr. 

“Well,” he said after a few 
minutes of rifflng through 
some papers, “there’s nothing 
wreng with him that a little 
cash can’t cure.” 

So he told me that if I and 
Mr. E. could rustle up some 
money—just enough for a “re- 
spectable”’ down payment — 
they’d go along with Mr. E. 

Well, that was a relief. Now all 
I had to do was to get some 
money out of the guy. We worked 
up some figures on a car in stock. 

* * *” 
OOK,” I said, “I'll lay it on 
the line. Mr. Evans, I can 
get you fixed up OK with the 
finance company and out of our 
door with a new car if you come 
up with $500.” 

You see, Ed, I knew I had to 
make it blunt. I figured to make 
it or break it right there. 

“Mr. S.,” he said, “that wife of 


mine has the money all right, but 
she just won’t cut loose of it be- 
cause she says we don’t need a 
new car right now any more than 
we need a hole in the head.” 

I looked at him. “Well,” I 
said, “you mean that with ev- 
erything else we’ve got against 
us in this deal, we’ve got your 
wife against us, too?” 

“Wait a minute, Mr. S.,” he re- 
plies, “I didn’t say she won’t let 
me buy one. I said she doesn’t 
want one, not with her money 
she doesn’t. The last thing she 


Makers Report 
Sales Records 
For September 





E Buick dealers delivered a record 


78,503 cars in September breaking 
all previous monthly sales marks, 
Ivan L. Wiles, Buick genera] man- 
ager, has reported. 

The previous record was 73,132 
cars in April of this year. 

Wiles said retail deliveries for 
the last 10 days of the month 
amounted to 34,580 cars, exceeding 
the old record of 28,136 the last 10 
days of March. 


Chevrolet 


September was the second largest 
retail sales month in history for 
Chevrolet, T. H. Keating, general 
manager, said last week. 

Keating said dealers delivered 


*|:202,386 cars and trucks during the 


mnonth, a figure exceeded only by 


last June, 

A tional” showing in the 
final 10-day period was credited by 
Keating for ‘the month's overall 
stréh 

“Between Sept. 20-30, ”" Keating 
‘said, “Chevrolet dealers delivered at 
retail 77,324 vehicles. This was ex- 
ceeded only once: before—by the 
last 10 days of June.” 


Oldsmobile 


Oldsmobile dealers delivered 61,- 
514 new cars in September to set 
an alltime one-month record, 
according to Jack F. Wolfram, 
general manager. The division’s 
previous one-month high was 56,- 
828 last April. 

Sales for the last 10 days of the 
month totaled 26,055, highest ever 
for a 10-day period, Wolfram said. 
Oldsmobile’s nine-month sales fig- 
ure was 482,753, another record. 


Pontiac 


Pontiac dealers recorded 47,237 
new car sales last month, the high- 
est September sales record in the 
division’s history, R. M. Critchfield, 
general manager, announced last 
week. 

Ending the month with 17,703 
new Pontiac sales during the last 
10 days, the month’s total repre- 
sented a 98 percent increase over 
Pontiac’s sales in September a year 
ago. 

Pontiac dealers had an average 
stock of less than six 1955 Pontiacs 
per dealership at the end of Sep- 
tember. 






said when I left today was ‘Go 
ahead and get a new car if you 
can, but don’t ask me for any 
money.’” 

Like I said before, Ed, this deal 
got more interesting—and more 
balled up—as we went along and 
while I wag listening to Mr. E. 
tell me about his wife and her 
money I was away ahead of him 
fixing up a little plot of my own. 

“Mr. E.,” I said, “according to 
what you told me, your wife 
won't actually object if you can 
get a new car without her money. 
Suppose we write up a deal with- 
out the money.” 

* * * 

HEEFE's the way I figured it: 

This wife of his, being in firm 
custody of the family treasure, 
must be a very practical little 
type and real handy with her 
money. So, Ed, I figured she’d 
know all about interest rates and 
such things, which apparently Mr. 
E. didn’t concern his head about. 
All he knew was that he wanted 
@ car. 

But on the other hand, I fig- 
ured Mrs. E., when she saw the 
amount of interest and the 
monthly payment, would just 
naturally want to save some in- 
terest and bat those payments 
down. I was betting that she’d 
whomp up the money without 
thinking about it. 

Another thing, this strategy 
would give me that chance to get 
at Mrs. E. herself and that’s what 
I needed. She had the dough. 

I told Mr. E. that we’d write 
up the deal and leave the color 
choice up to his wife and asked 
would they come back to-night 
together for her to decide. 

Sure enough, they walked in 
that evening all smiles and arms 
entwined just like young lovers. 
Half my job was done, I could 
see they were happy about the 
new car and I knew she had the 
dough. The rest was easy 

Ed, when I showed that little 
adding machine what $500 could 
do for her and her husband, she 
realized the logic and agreed to 
put up the money. 

Well, Ed, I suppose there’s a 
moral someplace or other in this 
story, but I don’t know what it 
could be unless possibly it’s nice 
to have a wife around with mon- 
ey. 

Best regards to the wife and 
kids. 


Bert Smons. 


King Bee Appeals 
Ohio Board Ruling 


CINCINNATI. — King Bee Leas- 
ing Corp. here has appealed an 
order of the Ohio Motor Vehicle 
Dealers and Salesman Licensing 
Board which placed it on proba- 
tion. 

King Bee was accused of selling 
automobiles by supplying purchase 
orders to customers. The original 
finding of the board suspended 
King Bee for 90 days, but this later 
was changed to probation. 





Continental Mark II Introduced— 


Simplicity of design features the Continental Mark Ii, Ford Motor Co.'s new prestige car which will be in dealer show- 
rooms Oct 21. The two-door hardtop will be available in 14 solid colors and five two-tone combinations. The parking lights in 
the front bumper correspond to the exhaust port design in the rear bumper. 





(Story and other pictures on Page 42). 






































Wired Tires at rr 


Puncture resistance of U.S. Rubber'’s new wire-and-textile tires is shown in a tes 
on the company’s California proving ground. All-fabric tire in front of test car i; 
flattened by ax blades, while wired tires at rear roll through unscarred. Blades were 
greased before demonstration for maximum sharpness. 


U.S. Rubber’s Wired Tire 
Called Answer to Blowouts 





By Maynard M. Gordon 
News Editor 
ANCASTER, Calif.— A blowout- 
proof replacement tire de- 
scribed as the “safest tire made to 
date” was announced and demon- 
strated here last week by U. S. 
Rubber Co. 

A steel-wire shield, combined 
with textile carcass and sidewall, 
forms the resistance wall of the 
new U. S. Rubber line. The com- 


Dealer Discount 


Pegged at 26.1% 
On Continental 


By Robert M. Lienert 

Associate Editor 
EARBORN. — Dealer discount 
on the Continental Mark II will 
be 26.1 percent, “giving the dealer 
$2,300 to trade 
on,” William C. 
Ford, division 
general manager, 
told AvuToMOTIVE 
News last week 
at the car’s un- 

veiling. 

While price of 
the super - luxury 
auto was not dis- 
closed, the tag 
will be approxi- 
mately $9,690. 
This includes excise taxes, but ex- 
cludes air-conditioning, freight and 
handling charges and state and 
local taxes. 

Ford indicated that he thought 
Continental dealers would not have 






W. C, Ford 


to give away any of the $2,300 to. 


wrap up deals. Earlier in the day 
he announced that the division had 
more than seven months’ produc- 
tion on order. 

Ford said that “a few less than 
700” dealers had been signed and 
that, for the present, no more 
would be franchised. 

The division, he said, is reluctant 
to franchise smaller Lincoln-Mer- 
cury dealers because “by the time 
a dealer buys the signs and show- 
room equipment we want him to 
have, he'll have about $2,000 in- 
vested just for the Continental.” 

x 


HE Mark II was unveiled in 

the Ford Rotunda here, which 
was redecorated to resemble a 
Parisian plaza. The press showing 
marked the culmination of three 
years of effort by 30-year-old Bill 
Ford and his staff. 


I¢ was a proud moment for the 
youngest of the three Ford broth- 
ers, whose father, Edsel, designed 
and brought to production the 
old Lincoln Continental (1940-41 
and 1946-48). 

Comparison with the old Conti- 
nental—one of America’s best-loved 
cars — was inevitable when the 
Mark II was unveiled. 

Reactions were mixed, but. one 
guest perhaps expressed the gen- 

(Continued on Page 57, Col. 1) 


Ya || Barometer 


pany said the wire-plus-textile 
combination was the first ever 
perfected for cars and 
The new Safety-Shield line is 
being marketed in the tubeless 
sizes for cars at an average of $1) 
less than U. S. Rubber’s present 
Royal Master premium line, the 
company announced. Suggested list 
price for a wired Royal master 
premium in 7.60 x 15 is $69.35, com- 
pared with $79.70 for the previous 
Master. 
* * * 
IVE color choices will be avail- 
able on the new line. They 


include a new style with a one ~ 
inch-wide white sidewall and four © 
versions of a regular-width white 


siding—with black, blue, green or 
bronze. The wider whitewalls have 
a@ curb guard that protects against 
scuffing. 

Wire shielding also will be avail- 
able—at no extra price — in the 
tubed U. S. Rubber truck tires. 

Actual running demonstrations 
(Continued on Page 57, Col. 3) 





Business 


Auto Production—101,740 cars, 
trucks in week vs. 79,026 year before. 

Business Failures — 186 in week 
vs. 192 year ago. 

Electricity Output—1i0,756 mil- 
lion kilowatt-hours in week vs. 10,623 
million year before. 

Freight Loadings — 819,025 cars 
in week, up 108,810 cars from year 
ago. 

Jobless Claims—166,200 in week 
vs. 246,200 year earlier. 

New - Car Sales — 4,817,320 in 
1955 to date vs. 3,731,428 year be- 
fore. 

Oil Stocks — 254,634,000 barrels, 
a decline of 829,000 barrels in week. 

Soft Coal Output — 9,635,000 
tons estimated for week vs. 8,262,000 
tons year ago. 

Steel Output —96.5 percent of 
capacity estimated vs. 97 percent week 
before. 

Treasury Bills—2.214 percent per 
year discount vs. 2.122 percent week 
earlier. 

Used-Car Prices—$744 in Octo- 
ber to date vs. $747 in September. 

Wholesale Prices—1i11.3 percent 
of 1947-49 index vs. 111.4 percent 


week earlier. 
a ok 7 


Common Stocks 

Oct. Sept. 1955 

5 28° High Low 
Am. Motors 8% 9 13% 8% 
Chrysler 95%, 96Y. 99% 66% 
GM 138% 144% 145% 89% 
Kaiser % 5 % 
S-P 10 15% 9 


Average 51.50 52.78 
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Dealers tell me 


By John 0. Munn 


pore this season your mind 
is pretty well concentrated on 
new cars. That is as it should be. 
They are beautiful merchandise 
and you will have them to sell for 
another 12 months. However, any 

for the new year ought to 
include the constant study and con- 
sideration in retaining old and de- 
veloping new campaigns for used 
cars. 

During model changes dealers 
always take in a larger percentage 
of late model used cars. Many new- 
car customers are in the habit of 
changing each year and want one 
of the first cars of the new run. 
This complicates the average deal- 
er’s stock and, because they are 
expensive cars, they are apt to 
create a larger dollar inventory 
than dealers desire to carry over 
the winter. 

Keeping a balanced sotck is one 
of the cardinal rules of used-car 
merchandising. You need merchan- 
dise to meet the desires of the 
widest range of prospects. Here is 
where wholesale auctions come in, 
which I believe will remain a per- 
manent and important part of the 
picture. 

They not only permit a dealer in- 
stantly to move models of which 
he has excess inventory but also 
permit him to buy models to bal- 
ance his stock. Then, too, used-car 
auctions serve the additional pur- 
pose to the industry in that they 
move cars to territories where 


Dodge Car Prices 
Up $87 to $152; 
Trucks Also Rise 


DETROIT.—Reflecting the likely 
— for all Chrysler Corp. cars, 
ge last week boosted its. ’56- 
model prices by 4 to 6.8 percent. 
Dollar-wise, the increases in sug- 
gested factory list prices ranged 
from $87 to $152. 

Three truck builders also raised 
prices. Dodge increases averaged 
6% percent; International Har- 
vester, from 5 to 6% percent, and 
Ford, 7.3 percent. 

Both Dodge and International 
attributed the higher prices to 
rises in basic costs. International 
cited its recently-concluded UAW 
contract as a “large” factor in the 
cost enlargement. 

Dodge reduced its overdrive and 
power steering prices by $5 and 
$20, respectively, to $95 for the 
former and $85 for the latter. Price 
of the new pushbutton Powerflite, 
however, was hiked $5 to $170. 

Factory list prices of the new 
Dodge cars, excluding all taxes and 
charges, follow: Coronet 6—4-dr. 
sed., $2,029, up $117; 2-dr. sed., $1,- 
961, up $123. Coronet V-8 — 4-dr. 

(See PRICES, Page 8, Col. 5) 
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there may be a greater demand for 
certain makes and years than in 
the territory where they are 
stocked. 

But, returning to late model used 
cars, they are wanted merchandise 
in a good many territories. A great 
number of used-car buyers come 
into the market in the fall to get a 
better car, feeling that these one 
year old cars have taken their orig- 
inal depreciation and therefore pro- 
vide satisfactory mileage at less 
cost per mile. | A 

‘ 


Market Limited 


LATE model used cars are high 
priced cars. Therefore the mar- 
ket is more limited than for older 
models. If late model used cars pile 
up for any dealer the best method 
of selling them is to circularize 
direct to owners who bought late 
model cars a year or two ago. There 
is enough equity value in those cars 
to more than serve as a down pay- 
ment for a 1955 or a 1954 model. 

Cutting the price of late model 
cars isn’t the answer. They are 
worth their market price if you 
find the right prospect. So it is a 
question of directing your promo- 
tion to people who have proven by 
their buying habits that they buy 
late model cars. 

In most communities lists of late 
model buyers are available, if not 
through other sources, through the 
local trade association or your own 
records. You can address a letter 
to such owners and the result will 
be productive and the expense 
would be at a minimum. 

If a dealer doesn’t have the facili- 
ties in his own office to reproduce 
letters, he will find a letter shop 
near by that can handle this work 
for him. Circularize the list several 
times during the fall and eliminate 
the names as soon as a sale is made 
by you or some other dealer as 
— show up in the registration 


Here is the type of letter many 
dealers use. It is available just as 
it stands or you can use paragraphs 
and sentences out of it to make 
your personal version, but be sure 
and use your own stationery. By 
using some spectacular four color 
stationery the letters look foreign 
to your regular operations. The 
solicitation on your own stationery 
is much more personal and effec- 


tive. 
. * * 


Mileage for Less 
ERE is the letter: 
Dear Sir: 

“You get the best used cars where 
they sell new cars” is a pretty well 
established fact among people who 
have owned several used cars. And 
just lots of people buy a new car. 

A good used automobile gives 
you far more intrinsic value per 
dollar of price than any other com- 
modity or thing you can buy. That 
is especially true of late model used 
cars. Just any standard make is 
built to go more than 200,000 miles. 
You get mileage for much less than 
the first owner paid. 

We get good used cars because 
many of our new-car customers 
trade in their cars every year. It’s 
a habit with a lot of folks who 
always want to drive the very lat- 
est. Others equally able to afford 
it would rather not pay the price 
of a new car — they want to do 
something else with the money. 

Our service shop facilities are 
complete and always available to 
put our used cars in tip top me- 
chanical condition. Few exclusively 
used-car dealers have any service 
facilities. We expect to be in busi- 
ness here for a long, long time and 
that is one reason why we service 
all used cars we offer for sale. In 
no other way can we be sure to 
merit the good will and continued 
patronage of our customers. 

Drop in and look at some of the 
used fine cars We are now offering 
before the rush starts for fall and 
winter driving. 

Sincerely yours, 
CAR DEALER & COMPANY 








Miller Heads Colo. Dealers— 


Reed C. Miller, Grand Junction, right, is 
the new president, and Forrest Knox, 
Loveland, first vice-president, of the Colo- 
rado Automobile Dealers Assn. 





WASHINGTON.—“We are on the 
threshold of great accomplishment 
for our members,” Frederick J. Bell, 
NADA executive vice-president, de- 
clared in a special telephone con- 
versation with every association 
manager in the country. 

“The next 12 weeks are to be 
regarded as extremely critical,” 
he said. “The selling agreement 
must be revised. The contractual 
relationship between factory and 


Iowa Dealers 
Schedule 12 
District Parleys 


DES MOINES.—The Iowa Auto- 
mobile Dealers Assn. has scheduled 
12 district meetings this fall. 

Each meeting will include a 
morning session of area chairmen 
and county directors, a luncheon, 
an afternoon session on dealer ad- 
ministrative problems and a dinner 
session addressed by some person 
well known in the automobile busi- 
ness. 

Alfred E. Kahl, executive vice- 
president of the association, listed 
the schedule and chairmen. They 
are: 

Oct. 24, Clear Lake, E. E. Wheeler, 
Waterloo, chairman; Oct. 26, 
Spencer, R. H. Horton, Sibley; Oct. 
27, Sioux City, R. H. Horton; Oct. 
31, Davenport, Earl Jemison, Keo- 
kuk; Nov. 1, Cedar Rapids, R. E. 
Bickelhaupt, Clinton; Nov. 2, Du- 
buque, R. E. Bickelhaupt. 

Also: Nov. 7, Ottumwa, Dale 
Schlotfeldt, Newton; Nov. 9, Red 
Oak, Don Gell, Red Oak; Nov. 10, 
Harlan, Don Gell; Nov. 14, Water- 
loo, E. E. Wheeler; Nov. 16, Fort 
Dodge, John Pritchard, and Nov. 
17, Des Moines, Orville Lowe, Des 
Moines. 


Bell, Fulbright 
To Speak at Ark. 
Dealers Meeting 


HOT SPRINGS, Ark.—The two- 
day convention of the Arkansas 
Automobile Dealers Assn. will open 
here at the Majestic Hotel and the 
nearby Velda Rose Motel next Sun- 
day (Oct. 16). 

The dealers will register Satur- 
day, (Oct. 15) after attending the 
University of Arkansas-University 
- sane football game at Little 


The directors will meet at the 
Majestic Hotel here at 9 a.m. Sun- 
day, and a luncheon for the offi- 
cers, board of directors and area 
chairman will be held at noon. 
Frederick J. Bell, executive vice- 
president of NADA, will be lunch- 
eon speaker. 

The business session will be held 
at 9:30 a.m. Monday (Oct. 17), in 
the main ballroom of the Velda 
Rose Motel, with Bell as keynote 
speaker. Orville Cheney, Arkansas 
state revenue commissioner, will 
welcome the dealers. 


Senator J. William Fulbright, 
Arkansas Democrat, will be the 
featured speaker at the luncheon 
to be held Monday (Oct. 17) at the 
Velda Rose. 


‘We’re on the Threshold’ 


Bell Says Great Accomplishments Are Near; 
Stresses Sales Contract Changes 


Big-City Hazards... 





Dealer’s Diary Details 
Stimulators, Discounts 


By Joseph M. Callahan 
Staff Writer 
_ is the 1955-model sales story 
of an Oldsmobile dealership in 
a large city, as told by the general 
manager on the condition that his 
firm not be identified. 


Making this a success story were 
these factors: 


1. A popular car. 
2. Biggest sales year in history. 
3. High employment levels. 


dealer must be established prop- 
erly.” 

The following five major points 
were made by Bell: 

1. Association managers were re- 
quested to urge their members to 
return their questionnaires to the 
Senate subcommittee. 

2. Managers were asked to call 
on the congressmen and to discuss 
with them current legislation of in- 
terest to dealers. 

3. ll suggested that NADA 
directors and state and local as- 

sociation officers attempt to stop 
unethical advertising. 

4. Managers were reminded of 
NADA’s member recruiting pro- 
gram and they were also told that 
the NADA aids for these programs 
were ready. 

5. Bell said NADA desires to ob- 
tain every fact and figure from 
every dealer who has been cancelled 
or who has received a non-renewal 
notice. 

It was stressed that all infor- 
mation given NADA will be 
treated confidentially and that no 
dealer’s name will be made public 
without his consent. 

Bell concluded, “We have a gold- 
en opportunity to produce results 
that will create an entirely new 
working climate for our members. 
This is D-day in a very critical bat- 
tle that will decide the future of 
our industry.” 


December Show 
To Be 2nd of Year 
In Los Angeles 


LOS ANGELES.—“All New Cars 
for 1956” will be the theme of the 
33rd Los Angeles International 
Auto Show to be held Dec. 2-11, ac- 
cording to Phil Hall, president of 
the Los Angeles Motor Car Dealers 
Assn. 

Hall said the dealers expect to 
have the greatest array of enter- 
tainment in the history of the show. 
It will be held in the Pan Pacific 
Auditorium. 

The December exhibit will be Los 
Angeles’ second auto show of the 


Limiting the success in this story 
were these major factors: 

1, Tremendous production by the 
factory. 

2. The installation of a stimula- 
tor dealer in the area. 

3. A lurking salesmen’s union 
which partly compelled the paying 
of large salesmen’s commissions. 

This dealership has been in busi- 
ness for about 15 years, and hag a 
quota of 100 to 200 cars a month. 
Is has closely kept in step with 
Oldsmobile, boosting its 1954 sales 
to 150 percent of its 1953 sales and 
its 1955 sales to 200 percent of its 

* * 


1953 sales. 
* 
_ it is difficult to compute 
a dealership’s “average 
monthly discount” because every 
deal is different and because the 
discounts vary with each body style, 
this general manager quickly esti- 
mated that his firm made the fol- 
lowing discounts on the Oldsmobile 
98 during the past model year (his 
remarks are in parenthesis): 


November—$200 off. (“This was 
introduction month and we. be- 
gan by trying for $100 off, leaving 
us about $900. But we quickly 
were forced down to $200 off, 
which wasn’t bad either. Deniand 
far exceeded production this 
month and we received only 20 
percent of our monthly quota, but 
we had a profitable month.”) 
December - January — $400 off. 
(“Competition was setting in but 
We were still doing well. In Decem- 
ber we received about 55 percent of 
our monthly quota and in January 
we got about 80 percent.”) 
February—$450 to $500 off. (“For 
the first time we, and apparently 
all the other local dealers, began 
receiving our full quota and prices 
were slipping more severely.” 

March—$550 off. (“All the local 
dealers are being flooded with cars 
and we began to think that we 
would be selling cars at cost before 
long. Our competition was really 
cutting prices.”) ao 


PRIL—$600 off. (“Prices were 

still slipping but not too se- 
verely because of the usual spring 
upsurge in demand.”) 

May—$650 to $700 off. (“We were 
aiming for a profit of $300 to $350 
this month, occasionally falling a 
little short.”) 

June-July—$750 off. (“I put a 
price on every car in our large 
inventory that was $250 over in- 
voice. And for several weeks, I 
absolutely would not budge. Then 
as the salesmen began bringing 
Mme more and more deals for less 
money, I finally had to go under 
this figure but we still tried for 
that $250. This was the period 
when our salesmen finally learned 
exactly what invoice price was. 
Up to that time they had merely 
been guessing.”) 
August-September-October — $900 

off, (“About the middle of August 
we decided to take deals that of- 


year—the 1955 event was held last| fered us $100 or more, although in 
January. 





order.” ... 
Dealer 





Wemhoft 


Lanphear in Rhode Island... 


a ni pt cal MIE irra ncn ent 


On the House... 


Due to new “guaranteed-wage” union contracts, 
“auto factories are beginning to ask dealers to give 
them a level order of shipments of equal number 
of cars throughout the year, which are non-flexible,” 
reports the North Dakota dealer association. The 
group has asked NADA to look into the matter and 
urged its members to resist “a level monthly 


conventions next year will probably 
avoid September and early October, if makers 
follow this year’s pattern of new-model meetings. 
Too much demand on dealers’ time, with result 
that convention attendance is off . .. Charles 
Tutan of Miami 
NADA’s Florida director; Col. Thomas Clarke succeeds Harold 





Ford staged a mammoth three-day press preview last week in 
Detroit for about 200 newsmen from all over the U. S., showing ’em 
the new Continental, Ford tractors and the top brass... 
association has added three new members. . 
will stage annual dinner this week (Oct. 12). 


(Continued on Page 57, Col. 5) 
























succeeds Walter McRae as 


Kansas 
. Toledo (O.) dealers 


—Pete Wemuorr, Bditor, 
Automotive News 
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Won’t Embraée Atlanta Blitz... 





Old Fashioned Dealers Prosper 


By E. C. Bash 
Staff Correspondent 


ATLANTA.— Does the old-fash- 
ioned policy of advertising only the 
merits of a car and the service the 
firm will render still pay off? 

Many Atlanta dealers say that it 
does. These men, who shun wild 
ads, gimmicks and giveaways, re- 
port sales records and increased 
profits for 1955. 

Arnold Mitchell, president of 
Mitchell Motors Inc. (Oldsmo- 
bile), says, “Deal in a righteous 
manner with your customer. Give 
him a demonstration, sell your 


U. C. Stocks Pass 
30-Day Supply 


Inventories Climb 
42% in 2 Months 


(Continued from Page 1) 


wholesale auctions also dropped 
last week. 

One dealer in the Rocky Moun- 
tain area said he noted a sharp 
setback in used-car demand cor- 
responding to the development 
of the cleanup period. He attrib- 
uted this to “giveaways” of new 
cars. 

“Used cars are Moving very, very 
slow,” said an Illinois dealer, “but 
dealers do not seem ready to un- 
load on price.” He added that banks 
and financial institutions in his 
area were beginning to tighten up 
on credit. 

But in the East, a volume dealer 
attributed his used-car decline to 
seasonal factors. He said he did not 
look for tighter credit terms, and 
commented, “But repossessions will 
be up and terms should be cur- 
tailed.” 

In view of the two-way used-car 
squeeze on dealers—heavy stocks 
and little action—higher prices on 
‘56 models may not be enough to 
shunt aside further price slashes 
on used cars. | 





+ * 
ne feel that, priced 
“right,” a used car will always 
move. In the current market, priced 
“right” means priced “low.” If 
dealers are going to Move used 
cars on a price basis, their success 
will hinge largely on tradein allow- 
ances, that is, the price they pay 
in buying used cars. 

Many auction operators report 
that bidding is still brisk, but that 
would-be buyers are dropping 
out more quickly. One leading 
operator said he felt that the 
wholesale auto market would 
settle down as the stock market 
recovers from its unevenness. 

According to Automotive News’ 
index, the average price of used 
cars sold at wholesale auction last 
week declined $3 to $744. The index 
was saved from more drastic cut- 
back by reason of healthy ad- 
vances in the two latest models 

and a moderate hike in the oldest 
model. 

The average price of ’55s went 
up $48 to $2,075; ’54s gained $23 to 
$1,304, and ’48s advanced $5 to $176. 
The price of '49s remained un- 
changed at $216. 

Declines were recorded as fol- 
lows: ’50s, down $15 to $301; ’5is, 
down $22 to $410; ’53s, down $30 to 
$869, and 52s, down $33 to $601. 

New lows were established by 
the prices of ’50s, ’51s, 52s and ’53s. 


Plymouth Shoots 
For 11.5% in °56 


CHICAGO. — Plymouth expects 











to increase its market penetration’ 


to 11.50 percent in 1956,. according 
to W. L. Martin, sales manager. 
Plymouth has captured 9.5 percent 
of the auto market so far this year 
and 7.3 percent in 1954. 

Martin said production of the 
new models will reach a peak of 
about 3,500 units daily later this 
month. Plymouth produced about 
541,000 units of the 1955 model. 
Officials would not comment on 
price changes at the press preview 


would be “competitive” with Ford 
and Chevrolet. 


product, give him a good deal and 

you will win him as a repeat cus- 

tomer. 

“I do not believe,” Mitchell de- 
clares, “in wild advertising, the 
publication of any misleading 
terms, or gimmicks. If a man can- 
not afford to buy a new car on 
normal terms—up to two years to 
pay he has no business buying a 
new car. We don’t want that type 
of business. It only causes head- 
aches later.” 

Hix Green, president, and Don 
Vance, sales manager, of Hix Green 
Buick Co., agree that wild, mislead- 
ing ads do a firm more harm than 
good. 

“The type of ad we prefer,” Green 
says, “is the one we ran last week 
which read: ‘Hix Green, Atlanta— 
This emblem is more than just our 
name on the back of every car we 
sell. It symbolizes value, service 
and dependability. This is a token 
of our sincere desire to render serv- 
ice at all times — to merit our 
most valuable asset—the goodwill 
of our customers.’” 

Does this type of ad bring in 
the customers? “It does,” says 
Green. “Our August sales were 
119 percent above the same month 
last year, and September was an 
even bigger month.” 

Another dealer who says he is 
proud his company never has print- 
ed a gimmick-type ad is William J. 
Keown, vice-president of Wade 
Motor Co. (Ford). Keown also is 
president of the Atlanta Automo- 
bile Dealers Assn. 

“We have found a decided public 
reaction away from the gimmick- 
type ads,” Keown says. “Our cus- 
tomers have told us they know a 
dealer cannot afford to give the 
public something for nothing. These 


Sales of English Fords 
Rise 34 Pet. in U. S. 


JERSEY CITY. — United States 
registrations of English-built Fords 
increased 34.6 percent in the first 
seven months of 1955 as compared 
to 1954, according to Howard O. 
Lund, manager of the foreign prod- 
ucts branch, Ford International 
Division. 

Lund credited part of the in- 
crease to an expanding dealer 
organization. He said the following 
dealers have been added: 

Park Ridge Garage, Park Ridge, 
N. J.; Frandsen Motors, Santa 
Monica, Calif.; Imported Motor 
Cars Inc., Tacoma, Wash.; Jaremko 
Motors, Spokane; Bussell Motors, 
Kennewick, Wash.; Jeep Motors 
Inc., Lakeland, Fla.; Holder’s Gar- 
age, Deland, Fla., and Westcott 
Motors, Nationa! City, Calif. 

Three new area sales representa- 
tives also were named. They are 
Arthur H. Babin, Oregon and Wash- 
ington; John H. Stechman, north- 
ern California, and Ray W. Josen- 
hansis, metropolitan New York and 
Long Island. 
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Map Plans for Kansas City Auto Show— 


ads insult a prospect’s intelligence, 
and many customers resent it and 
lose confidence in a dealer who re- 
sorts to this type of advertising. 


“Some customers who have 
bought from dealers specializing in 
gimmicks and long terms have 
told us they got the brushoff when 
they went back for service,” he 
added. “They learned their lesson 
the hard way, and won’t return 
when they are in the market for a 
new car again.” 

But let’s look at the other side of 
the picture. 

One long-time Chevrolet dealer- 
ship, whose policy for years was 
to advertise only the product, 
service and reliability of the firm, 
recently has swung over to the 
other side. It has swung so far 
over that its ads now are among 
the “wildest” in the city. 

What brought about this sudden 
change in policy? 

A spokesman for the firm said: 
“We were forced to do this by our 
own make competition. With the 
factory breathing down our ‘necks 
on one side and the competition on 
the other, we had no choice. It was 
either wheel and deal to survive or 
close the doors. We decided to 
wheel and deal and beat our com- 
petition at their own game. 

“So far,” he continued, “it has 
worked for us during this cleanup 
period. Whether we'll continue it 
after the 56 models come out de- 
pends again, I guess, on the com- 
petition. 

“When the going gets rough 
you'll do a lot of things you never 
thought you could. It’s the survi- 
val of the fittest, and we’re trying 
to keep ourselves fit—one way or 
another.” . 

Here are a few of the “wild” 
deals currently being offered local 
new-car buyers: 

“Longest deals in the history of 
Buick,” announces a John Davis 
Buick ad. “$1,000 discount on ’55 
Buick Rivera Hardtops. $299 down, 
$79.69 per month for 36 months, in- 
cludes finance and federal tax 
charges, for hardtop with following 
equipment: Dynafliow, radio, heater, 
back-up lights, E-Z eye glass, big 
wheel covers, whitewall tires.” 

Central Chevrolet is offering a 
“Christmas Special for people who 
plan ahead. Buy now. Make two 
payments before Oct. 30, then no 

(Continued on Page 8, Col. 3) 









Texas Dealers Select Officers— 


The new president of the Texas Automobile Dealers Assn., Frank M. Gillespie, San 
Antonio (Ford), left, poses with his fellow officers at the group's annual convention in 
Houston. From left are: Gillespie, D. L. Johnson, Dallas (Chevrolet), first vice-president; 
Sam White, Houston (Oldsmobile), second vice-president; C. B. Smith, Austin, third 
vice-president, and Floyd L. Randel, Wichita Falls (Chevrolet), retiring president. 


U.S. Eying Credit Picture, 
Texas Dealers Warned 


HOUSTON. — Dealer control of 
auto financing or government con- 
trol, was the choice offered the 
Texas Automotive Dealers Assn. at 
its 38th annual convention. 

The speaker, Paul W. Millians, 
vice-president of Commercial 
Credit Co., Baltimore, warned 
that unless dealers and finance 
companies resist “the currently 
unfavorable credit trend,” they 
will face regulation by Federal 
agencies. 

Millians assailed downpayments 
which are too low and terms which 
are too long. Such transactions, he 
said, invariably lead to bad collec- 
tions, repossessions and loss of cus- 
tomer and public good will. 

The Board of Governors of the 
Federal Reserve System already 
has expressed concern with the 
quality of automobile credit in 
meetings with bankers and finance 
company executives. 

At present, the board’s only 
method of controlling credit is 
through the discount rate. 

The dealers also heard from 
two NADA officials. James C. 
Moore, general counsel, discussed 
legislation and congressional in- 





Chrysler Slips in Output Race. . . 


GM, Ford Regain Losses 


(Continued from Page 1) 


this year, led all other Chrysler 
divisions in the corporation’s come- 
back from a poor 1954. 

Boosting its output 103.4 per- 
cent over the first nine months 
of ’54, Plymouth poured out 539,- 
711 cars during the first three 


ee 


Show Committee members of the Motor Car Dealers Assn. of Greater Kansas City 
discuss plans for the 1956 Kansas City Auto Show to be held Feb. 25-March 3 in the 
Municipal Auditorium. The show will be built around the association's 50th anniver- 
sary. From left are: Ervin Feld (Dodge-Plymouth), association president; Jerry Smith 
here last week, except to say they | (Buick), committee chairman; Bill Egelhoff, show manager; J. H. Scott jr. (DeSoto- 


Plymouth), Don Coffin (Lincoln-Mercury), 
(Chevrolet). 


Ray Smith (Ford), and E. H. Norrington 


‘quarters of this year. Its greatest 
previous nine-month total was 
the 513,242 cars assembled dur- 
ing the last three quarters of 

Second highest Chrysler producer 
was Dodge, which assembled 228,930 
cars this year. In 1954, Dodge built 
only 85,867 cars. 

*” - ® 

ESOTO built 94,697 cars this 

year, as compared with 45,883 
cars during the same period a year 
ago. 

Chrysler division also estab- 
lished a new output mark with 
the assembly of 129,777 cars this 
year. Its previous high of 125,455 
cars was set during 1953. 

Mercury assembled 318,828 cars 
to establish a new three-quarter 
production mark. Its previous high 
of 260,169 cars was set during the 
last three quarters of 1950. 

* om + 


LINCOLN, down for nearly two 

months due to changeovers to 
its 56 model, erected 27,398 cars. 
The division produced 29,703 cars 
last year. 

All five GM _ divisions estab- 
lished new nine-month produc- 
tion records during the first three 
quarters. 

In addition to Chevrolet’s new 
nine-month mark, Buick spawned 
629,654 cars to erase its old high 
of 416,053 units last year; Cadillac 
assembled 113,709 cars to eclipse 
its old 1954 high of 94,114; Oldsmo- 
bile produced 502,945 units to shat- 
ter its previous 1954 high of 333,133, 
and Pontiac built 437,179 cars to 
erase its old 1954 high of 360,579. 





vestigations affecting the auto 

industry, and Horace Henderson 

explained NADA’s young execu- 
tive program which he heads. 

Factory-dealer relationships were 
discussed by Fred Sutter, Dodge- 
Plymouth dealer of Columbus, Ind. 

Frank M. Gillespie (Ford), of San 
Antonio, was elected president of 
the Texas association to succeed 
Floyd L. Randel (Chevrolet), Wich- 
ita Falls. 

Other new officers are D. L. 
Johnson, Dallas, first vice - presi- 
dent; Sam H. White (Oldsmobile), 
Houston, second vice-president, and 
Cc. B. Smith (Dodge - Plymouth), 
Austin, third vice-president. Tom 
J. Crooks was reelected manager. 


Maine Association 
Considers Ethics, 
Tiein With BBB 


PORTLAND, Me. — The Maine 
Automobile Dealers Assn., upon 
recommendation of NADA, is con- 
sidering a joint program with the 
Better Business Bureau for formu- 
lation of a code of ethics, accord- 
ing to Donald P. Libby, Portland 
BBB manager. 

Also pending, Libby said, is a 
publicity campaign by the Code 
Dealers of Maine, a group pres- 
ently working with the BBB. These 
dealers, for the past three months, 
have been seeking additional mem- 
bers. 

The publicity drive, Libby said, 
will aim at making widely known 
the Code Dealers’ standards for ad- 
vertising and selling cars. The 
committee is headed by Forest 
Bean (Chevrolet), Bangor. Mem- 
bers are: Simmons Brown (Chrys- 
ler-Plymouth), Duncan D. Chaplin 
jr. (Cadillac) and William O. Orr 
(Hudson), all of Portland, and 
George H. Davis (Cadillac), Lewis- 
ton. 

If the MADA approves the tieup, 
Libby said a joint committee will 
probably be formed with BBB to 
promote advertising ethics. 


Pearson Joins 
Reo in Midwest 


LANSING.—Kar] Pearson, Phila- 
delphia, former eastern regional 
manager for Autocar, has been 
appointed mid- 
west regional 
manager of Reo. 

A 28 year vet- 
eran of the truck 
business, he has 
assumed his new 
duties in Detroit. 
He will have 
charge of ali 
branches, distrib- 
utors and fleet 

— operations ir 
Karl Pearson Ohio, West Vir- 
ginia, western Pennsylvania, Ken 
tucky, Indiana, Michigan, Illinois 
Wisconsin, Minnesota and Iowa. H« 
is a former member of the Michi- 
gan Trucking Assn. 
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Universal C.1.'T. Launches New 


Sales Conference for Dealers’ Salesmen 


Here’s news of special importance to automobile dealers and 
salesmen. Universal C.1.T. is now inaugurating a new local Sales 
Conference program, for selected groups of automobile salesmen. 

In preparation for the forthcoming Sales Conference, to be 
conducted at a central location in your area very shortly, we 
have gathered from all over the country ideas and methods for 
developing new and used car sales. Your salesmen will see 
demonstrated simple ways of using ALL THEIR SELLING 
TOOLS effectively and with complete assurance. By develop- 
ing the ability to answer naturally, with ease and conviction, 
every question a prospect can raise, they will learn to get 
‘prompt customer decisions, obtain quick credit decisions and 


thus close more and better deals. 

No matter’ how experienced your salesmen are, no matter 
what techniques they are now using, we can assure you that 
the few hours they invest at this Sales Conference will mean 
extra money in their pockets . . . and extra profit for your 
dealership. What they learn will make their work easier, more 
productive, and more rewarding. 

This has been the experience of hundreds of salesmen in the 
areas where this Conference was developed. Your Universal 
C.1.T. District Manager is ready to bring to you the full story 
on the Sales Conference. This is one meeting your men will 
be glad they attended. 


Universal C.-T. Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 440 OFFICES SERVING 


THE 


UNITED STATES AND CANADA* 


*In Canada, Canadian Acceptance Corporation Limited 





/ 


AUTOMOTIVE NEWS, OCTOBER 10, 1955 


Jersey Convention Rips Makers . . . 
‘Inadequate Dealers’ 


Called Safety Menace 


By Fred Schwarz 
Staff Correspondent 
ATLANTIC CITY. — “Inadequate 
dealerships” franchised by facto- 
ries were termed a menace to safe 
transportation in a resolution 
passed here last week by the New 
Jersey Automotive Trade Assn. 
The dealers also lashed out at 
the present “unilateral” selling 
agreement and pointed at a tend- 
ency by makers to “disclaim 
pase il, AB hay ‘or defective work- 
manship and materials,” thus 
placing ‘>= responsibility of 


dealer. 

Sranchising dealers who lack 
adequate service equipment and 
facilities “is not in the public inter- 
est and does not insure safe trans- 
portation,” the dealers agreed. They 
asked NADA to “bring the serious- 
ness” of this situation to the atten- 
tion of the manufacturers and also 
to push for a “legal contract,” fair 
to dealer and factory to replace the 
present one. 

Other resolutions urged NADA to 
develop a “long-range, adequately 
financed national highway program 
and called upon the members to 


Ford Establishes 
Driver-Trainer 


Car Loan Project 


PHILADELPHIA. — Ford last 
week announced at the meeting 
hete of the International Assn. of 
Police Chiefs that the division 
would set up a $7 million car loan 
program to help schools increase 
driver training. 

The plan resulted, Ford said, 
from suggestions made at the Ford 
safety forum in Dearborn, Sept. 7- 
8. General Motors Corp. earlier an- 
notunced that it was providin = 

allowance of $125 to d 
for each car loaned to driver eahe- 
courses in schools. 
rd said its plan also would in- 
clude “an incentive plan” to make 
it financially easier for Ford deal- 
érs to loan cars. This, it was said, 
would include a discount on each 
unit loaned, but Ford did not say 
how much that it would be. 

Each car loaned will be equipped 
with Ford’s “safety package” of 
five features and a kit of educa- 
tion materials consisting of motion 

icture film and booklets will also 

included. 


cooperate with and support the 
NADA special committee working 
to eliminate false advertising and 
unethical business practices from 
the retail] auto industry. 

Earlier, Gov. Robert B. Meyner 
warned the dealers that if excessive 
speeding continues, the state leg- 
islature, and perhaps other legisla- 
tures, will give “serious considera- 
tion” to making engine governors 
mandatory. 

Addressing the 37th annual 
convention Meyner noted that the 
legislature had gone on record 
as opposing the trend toward 
advertising horsepower increases 
by auto manuf: rs. 

“Through you, I want to congrat- 
ulate the manufacturers for adding 
long-needed safety devices to their 
1956 models,” he said. “It is encour- 
aging to see that manufacturers 
are finally realizing the need for 
such items as seat belts, padded 
instrument panels and double safety 
ocks ” 


Meyner said that New Jersey 
ranked fourth among the states in 
auto safety at the start of 1955 and 
added, “We may end up second or 
third by the end of the year.” 

Frederick J. Gassert jr., direc- 
tor of the division of motor vehi- 
cles for New Jersey, told the 
convention that his office will 
confer with NJATA officials be- 
fore a system for ‘distribution of 
inspection stickers and title trans- 
fers is decided upon. New Jersey 
will embark upon a new licensing 
and registration program next 
March. 


Gassert urged dealers, as part of 
their tradition of service, to point 
out to customers buying cars on 
the installment plan, that the in- 
surance included in such transac- 
tions is not sufficient to cover them 
under New Jersey’s Security - Re- 
sponsibility law. 

Thomas W. Rogers, executive 
vice-president of the American Fi- 
nance Conference, stated that car 
buyers should be urged to seek 
shorter terms “in their own best 
interests,” and’ recommended these 
guideposts for the 65 percent of the 
public who yr their cars on time: 

1. Make the largest downpay- 
ment possible within your income 
so as to establish equity greater 
than the normally declining value 
of the car. 

2. Enter contracts for the least 
rather than the greatest number 

(Continued on Page 8, Col. 5) 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Oct. 5 
(Rained all day. Weather very bad. 
=> percent of the 200 cars en- 


) 
BUICK—’55 Super 4-dr., $2,275*. 
Super Riviera coupe, sa »825°; 


"54 


: "50 
coupe, $975°. "49 (62) 4-dr., —. 
CHEVROLET—’55 Two-ten (6) De 


‘54 Bel Air 2-dr., $1,065 


a 4-dr., $500; NY Newport, 
Dome (8) 4-dr., $1,- 
iar. 


$330. 
DODGE—'54 Coronet station wagon, 
$1,150. °53 Coronet (8) 4-dr., $600°. 


150. 
55 Fairlane (8) 2-dr., $1,725°. 
"54 Custom (8) 4-dr., $1,070; 2-dr., 
$1,000; Custom (6) 4-dr., $930°; 
2-dr., $860; Main (8) 2-dr., ‘$785. "53 
Custom (8) 4-dr., $820°, $815, $810; 
2-dr., $825°, $750; Main (6) 


. ’ 


2-dr., $660, $650. '52 Crest (8) Vie- 
toria, $700*; club coupe, $620; 

tom (6) 2-dr., $520; 4-dr., $505. ‘51 
Custom (8) Victoria, $515; 4-dr., 
$395, $365; 2-dr., $330. "50 Deluxe 


(6) 2-dr., tas 
— $550°. 
—-- Cosmopolitan 4-dr., $1,- 


MERCURY—'55 Monterey Sport =e 
$2,106*, $2,080. ° Custom 

2-dr., $1,130, $1025. 

. Vv. 


4-dr. ; "52 4-dr., 


coupe, $1,500*; 
°53 Monterey 4-dr., $1,080 
$1,035*; 2-dr., $890, $875. 
$600*. °'51 club coupe, $425, $ 
conv., $360°; 4-dr., $190*. °50 club 


coupe, $330. 

NASH —'53 Statesman 4-dr., $710*, 
$645, $590. ‘52 Statesman 2-dr., 
$510; 4-dr., $375. 

OLDSMOBILE—’53 (88) Holiday, $1,- 
275°. *52 (98) Holiday, $725°. 

PACKARD—’52 (300) 4-dr., $635°. 

PLYMOUTH —'55 Savoy (8). station 
wagon, $1,670; club coupe, $1,460. 
*54 Belvedere 4-dr., ; Savoy 
4-dr., x 3 














’ +52 Cranbrook club coupe, $435; 
4-dr., $250. °'51 Cambridge 


PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
200° (ps); 2-dr., $1,100°. '53 Chief- 
tain (8) Catalina, $1,140° (ps). 51 

(8) Catalina, $575°; 
‘50 Silver Streak (8) 
4-dr., $285*. 

’54 Commander 4-dr., 

"53 Commander 4-dr., $490. 


$860°. 
$325, $305°; 


*52 Commander 4-dr., 
Champion coupe, $250. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 50, 51, 52, 53, 54 





At Pennsylvania Convention 





PAA Executive Committee— 


Members of the Pennsylvania Automotive Assn.'s Executive Committee are, from left 
front row—E. P. Blough, Johnstown, vice-president; A. W. Golden, Reading, treasurer; 
John P. Mooney, McKeesport, newly elected president, and Roy W. Marberger, Norris- 


town, retiring president. 


Back row—Claude §S. Klugh, Harrisburg, general manager; 


John B. White, Philadelphia; W. M. McCune, Kittanning, and C. E. Snyder, York, vice- 
presidents, and Robert Romesburg, Uniontown, secretary. B. Wayne Beglin, Rochester, 


vice-president, is not pictured. 


Young Executive Panel— 
Highlight of the Pennsylvania Automotive Assn.’s convention in Pittsburgh was a 


panel for young executives. 
Inc. (Lincoln-Mercury), Kingston; E. W. 





Participants were, from left, C. W. Frantz, Twin Motors, 
Parkinson, P. A. A. assistant manager, mod- 


erator; R. W. Schreiber jr., Schreiber Chevrolet Co., Duquesne, and E. D. McKean jr., 
Morrowfield Oldsmobile Co., Pittsburgh. (See Story, Page 59.) 





Need for More Dealers 
Cited by Ford Officials 


By Maynard M. Gordon 


News Editor 


DEARBORN. — Ford Motor Co. 
will need more dealers to market 
the increased production planned in 
coming years, but no plans exist for 
separating the Lincoln and Mer- 
cury franchises before 1958, if then, 
the firm’s top executives said last 
week. 

Company thinking on future 
merchandising and production 
policies was disclosed at a nation- 
al press conference which cli- 
maxed a preview of the new Con- 
tinental Mark IL. 

Sharply rebuking pessimistic ob- 
servers of the dealer picture, Ford 
chiefs declared that their dealers as 
a whole had enjoyed a “very flossy, 
very good” year. 

“Only 1.2 percent of the Ford 
dealers and not many more L-M 
dealers currently are in the red,” 
said Sales Vice-President Walker 
A. Williams, “and we expect them 
to be making money by the end of 
the year.” 

Williams and R. S. McNamara, 
Ford division general manager, 
minimized the impact of bootleg- 
ging and easy credit on the market. 
Williams said there had been pub- 
lished “a lot of misconception” on 
dealer profits. 

No change in the basic structure 
of the Ford Motor marketing sys- 
tem will be made for “two years at 
least,” said Lincoln General Mana- 
ger Ben D. Mills. 


Other highlights of the press con- 
ference follow: 

1. Chairman Ernest R. Breech 
forecast 7,600,000 new-car sales 
this year on production of “about 
8 million.” The first half of 1956 
should match this rate, he said, 
with Ford’s market penetration 
“higher.” 

2. President Henry Ford II said 
the company had no plans either to 


build a smaller car or enter non- 
automotive lines. 

3. “Car E,” the company’s -pro- 
posed new car for the field between 
Mercury and Lincoln, is progress- 
ing in the research stage but has 
no set target introduction date as 
yet, according to Executive Vice- 
President Lewis D. Crusoe. “We 
won't let it grow any whiskers, 
however,” he said. Crusoe also re- 
vealed that Ford long-range policy 
calls for more dealerships. 

4. “We just aren’t talking about 
when Ford stock will be offered to 
the public — the Ford Foundation 
will set the date,” said William T. 
Gossett, general counsel. 

5. Ford declined again to reveal 
the company’s earnings, but said 
55 profits will be the highest in 
company history. 

Asked about Buick General 
Manager Ivan Wiles’ goal of sec- 
ond place in car sales, Breech 
said that “Buick will have to beat 
Chevrolet to do it.” He said Ford 
“has a good chance” to outsell 
Chevrolet for the No. 1 spot this 


year. 
Williams took up nearly five min- 
utes of the hour-long press session 
to discuss the dealer situation. He 

(Continued on Page 60, Col. 3) 





Ford Louisville Plant 


To Be Dedicated Oct. 18 


LOUISVILLE.—Ford Motor Co. 
will dedicate its multimillion-dol- 
lar assembly plant here Oct. 18. 
Assembly lines will be shut down 
for an hour to enable employes to 
attend the program. 

Among company officials par- 
ticipating will be Henry Ford I, 


president; Ernest R. 
board chairman; Lewis D. Crusoe, 
executive vice-president, and 


Robert S. McNamara, Ford Divi- 
sion general manager. 





Olds’ 56 Target: 
700,000 Sales 


Output Capacity Hiked 
50%, Wolfram Says 


SAN FRANCISCO. — Oldsmobile 
will increase its productive capacity 
50 percent and expects to sell 700,- 
000 cars in 1956, 
Jack F. Wolfram, 
general manager, 
told a dealer pre- 
view here last 
week, 

Wolfram also 
revealed an im- 
proved transmis- 
sion — “Jetaway 
Drive” — and of- 
fered a three- 
point safety pro- 
gram at the closed 
showing of 1956 models. 

Productionwise, Wolfram said, 
much of the new machinery needed 
for the capacity boost has been 
ordered and is arriving in Lansing 
“almost daily.” 

The increase in capacity, he said, 
“will definitely strengthen our deal- 
ers’ competitive position.” 

Wolfram pointed out that 1955 
is Oldsmobile’s highest volume 
year. He estimated that 1955 sales 
will reach 625,000 units. He pre- 
dicted that next year’s sales 
would climb more than 10 per- 
cent, saying, “I anticipate a mar- 
ket for 700,000 Oldsmobiles in 
1956.” 

With the new Jetaway Hydra- 
Matic Drive, Wolfram said, Olds- 
mobile “reaches performance highs 
that were only a dream a few years 





J. F. Wolfram 


The Rocket engine, he said, will 
have increased horsepower, torque 


See Picture, Page 58. 


and compression. The 1955 Oldsmo- 
bile engines had a compression 
ratio of 85 to 1 and top horse- 
power of 202. 

“The new Jetaway Drive is more 
than a refinement of an old design,” 
Wolfram declared. “It is a new 
transmission that retains al] the 
‘go’ of the gears with liquid 
smoothness.” 

Among the new safety features 
of the 1956 Oldsmobile, he men- 
tioned interlocking door latches 
— an improved sealed-beam head- 
ght. 


S-P Names O’ Madigan 


Director of Marketing 

DETROIT. — Appointment of 
Dan O’Madigan jr. to the newly 
created staff position of director 
of marketing 
services and dis- 
tribution at Stu- 
debaker-Packard 
Corp., has been 
announced by 
James J. Nance, 
president. 

O’Madigan be- 
comes responsi- 
ble for corpora- 
tion waeeeee? 
managemen —_— 
programs, serv- - 0’Madigan ir. 
ice, marketing research, dealer 
promotional activities and coor- 
dination between divisional sales 
departments. 














"56 Plymouths Roll— 


Inspecting one of the first 1956 Plym- 
outh cars to come off the assembly line 
in Detroit are, from left, Carl J. Demrick, 
manufacturing vice-president; William J 
Bird, sales vice-president; John P. Mans- 
field, Plymouth president, and Robert An- 
derson, chief engineer. Production i: 
scheduled to rise to an estimated 3,50C 
cars a day by the end of October. 
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Department stores want action almost as soon as the ink 
is dry on their copy. And they get action from the pages 
of THE INQUIRER! For 15 consecutive years, THE 
INQUIRER has been first choice for department store 
advertisers. First, too, in National, Retail, Classified and Department Stores Expand in 
Total Advertising. For selling action, schedule THE DELAWARE VALLEY, U.S.A. 
INQUIRER ... First! 
° * a * 
1a 1 rer 19 branches of Philadelphia depart- 
ment stores now Operating, Or nearing 
¢ g completion, throughout booming Dela- 
Se nearly oe 
uying income of over 
Constructively Serving Delaware Valley, U.S.A. 8 billion annually! 
Exclusive Advertising Representatives: West Coast Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
| ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
* 342 Madison Ave. 20 N. Wacker Drive Penobscot Bldg. 155 Montgomery St. 3460 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 





8 
National Roadeo 


Opens This Week 
In Washington 


WASHINGTON. — The four-day 
national truck Roadeo will open 
Thursday (Oct. 13) at the National 
Guard Armory here, again becom- 
ing the curtain-raiser for the Amer- 
ican Trucking Assns.’ 22nd annual 
convention Oct. 16-21. 


Truck driving champions from 
18 states will compete in the 
Roadeo, demonstrating their abili- 
ties before truck company and 
truck association officials. 

Last year’s champions, Aubrey 
L. Harper, Lloyd D. Powell and 
Russell Sheldon will be defending 
their titles against the winners in 
the state truck Roadeos. 

The drivers in the Roadeo com- 
pete on the basis of. driving ability, 
personal appearance, courtesy and 
written tests. All drivers must have 
driven without an accident during 
the preceding year. 


Besides the Bendix-Westinghouse 
trophy, the Truck-Trailer Manu- 
facturers Assn. trophy and the 
Royce G. Martin trophy, the prizes 
are $50 a month for the winners in 
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Won’t Embrace Atlanta Blitz... 


Old Fashioned Dealers Prosper 


Reclining Seat— 








(Continued from Page 4) 


payments until Feb. 1, 1956. No 
payments during November, De- 
cember, January! Make _ your 
Christmas merry.” 

“Trade now at the big 1955 Mer- 
cury 61-hour sale,” reads a Down- 
town Lincoln-Mercury ad. “Catch 
us closed during the period of this 
sale and we'll give you a 1955 Mer- 
cury. Trade around the clock—61 
hours of continuous trading — 61 
hours of wheel and deal—61 1955 
Mercurys to be sold, one every 60 
minutes. No set downpayment or 


Coachcraft, Ltd., Hollywood, Calif., has | monthly payments. Up to 30 months 
developed this reclining seat for safety| to pay.” 


and comfort. It has a companion headrest 
that is said to protect against “whiplash,” 
caused when the head is jerked back and 
forth in bumper-to-bumper accidents. Built 
from patents developed in Germany, it 
has a finger-touch control for several dif- 
ferent positions. 


each of the three classes and $20 a 
month for the runners-up. 


Another ad states: “The Old 
Reliable John Smith (Chevrolet) 
staggers the Atlanta car market 
with the most drastic new trad- 
ing policy in its 86 years of 
service to the State of Georgia. 
Now in progress—a sales event 
unduplicated in history—an allout 
selling spree that defies competi- 


tion—dares to save you hundreds 


best deal to shame. No reasonab‘e 


of dollars on your purchase of a | offer refused. We'll allow up to 


1955 Chevrolet. 


“John Smith Co. embarks on a 
fiercely competitive drive that dares 
you to shop any dealer—any make 
—both sides of every street and 
highway—then let us put their very 





Ford Aide Simplifies 
Heat-Exchange Equation 


DEARBORN.—Dr. W. W. Chao, 
Ford Motor Co. engineering staff, 
has developed a simplified method 
for designing small, compact heat 
exchangers for gas turbine en- 
gines, the company announced. 

His equations supply a rapid 
means of determining design di- 
mensions once performance re- 
quirements are specified. Chao 
pointed out that compactness in 
automotive heat exchangers 
means more than 1,000 square 
feet of surface area per cubic foot 
of volume. 








COOL RUNNING COACH 


TEMPERATURES 


MADE 


ORDER 


GM 
see 


HA 


TO 


RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 


Harrison's holding the heat line 
for the bus lines! 
















Heat never holds this bus up! Its engine is cooled efficiently, 
dependably, economically by a Harrison radiator. And buses must be 
cooled right to meet tight schedules—to carry heavy payloads in 
stop-and-go traffic, day after day and year after year! 

This is but one example of the heavy-duty cooling job Harrison is 
doing everywhere—in trucks and tractors . . . trains and 

planes . . . on nearly half the new cars on the road! In fact, wherever 
cooling is called for, there’s a good chance you'll find a Harrison heat 
exchanger on the job. If you have a cooling problem—follow 


the lead of so many manufacturers—go to Harrison for the answer! 





$500 more than your car is worth 
... We'll deliver with no downpay- 
ment with sufficient collateral. 
We'll deliver for cash, terms cr 
trade in as little as 10 minutes.” 

Harry Sommers (Chrysler-Plym- 
outh), is offering “the highest over- 
allowance in history. Figure the ac- 
tual cash value of your car and we 
will add to it $522 on a ’55 Plym- 
outh Belvedere sport coupe; $825 
on a Chrysler New Yorker New- 
port; $675 on a Chrysler Windsor 
four-door sedan; $1,000 on a Chrys- 
ler Imperial sedan. 

“The 1956 models, all makes, will 
be higher priced, the ad continues.” 
Financing will be more stringent. 
more downpayment will be required 
and your present car will never 
again be worth as much. No down- 
payment if your equity is enough. 
Terms as low as $14.95 a week.” 

A few days after this ad first ap- 
peared, the ante on a Chrysler 
Windsor was upped to $722, and the 
New Yorker to $850 on a trade. 


Jersey Parley 
Calls ‘Inadequate’ 


Dealers a Peril 


(Continued from Page 6) 


of months so that you may acquire 
full ownership in the shortest pos- 
sible time and thus avoid unneces- 
sary charges. 

Rogers continued. “Auto dealers 
and sales finance companies must 
adhere to these four basic funda- 
mentals for the proper extension 
of retail consumer credit: 

“Adequate character and capacity 
investigation, with a careful evalu- 
ation of the financial risk involved; 
downpayments reasonable enough 
to permit purchase, yet adequate 
enough to create for the buyer a 
true ownership interest in his car; 
terms and maturities which will 
build for the buyer a progressively 
increasing equity, and a collection 
policy which will assure compli- 
ance with the terms of the buyer’s 
obligation.” 


Also addressing the convention 
were Frank H. Yarnall, president 
of NADA; William L. Mallon, 
NADA director for New Jersey, 
and W. C. Christenson, of the 
Department of Labor. 

The association’s new officers are 
Elmer Blauvelt, president; Gerald 
W. Kleinhanz, first vice-president; 
George G. Downes, second vice- 
president, and Eldred R. Crow, 
third vice-president. 

Re-elected were William L. Mal- 
lon, secretary, and Otto Henne- 
berger, business manager. J. John 
Hutton was named treasurer. 


s 
Prices 
‘Continued from Page 3) 

sed., $2,129, up $121; 4-dr. hardtop, 
$2,293 (new model); 2-dr. sed., $2,- 
061, up $120; 2-dr. hardtop, $2,187, 
up $100; conv., $2,410 (new model). 
Royal V-8—4-dr. sed., $2,257, up 
$143; 4-dr. hardtop, $2,428 (new 
model); 2-dr. hardtop, $2,322, up 
$129. Custom Royal V-8—4-dr. sed., 
$2,359, up $94; 4-dr. hardtop, $2,530 
(new model); 2-dr. hardtop, $2,424, 
up $94; conv., $2,628, up $107. 

Station Wagon—Suburban 6—$2.- 
237, up $87; Suburban V-8, $2,337, 
up $91; Custom Suburban V-8, $2,- 
457 (new model); Sierra 6-pass. V-8, 
$2,446, up $94; Sierra 8-pass. V-8, 
$2,544, up $97; Custom Sierra 6€- 
pass. V-8, $2,587, up $149, and Cus- 
tom Sierra 8-pass. V-8, $2,685, uD 
$152. 

International also increased 
prices of most of its service paris 
by an average of slightly more than 
6 percent. 

No further car price announce- 
ments are expected until] next 
week, when dealership debuts a’? 
scheduled for Chrysler, Contine:- 
tal Mark II, DeSoto, Imperia] ard 
Plymouth, 
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OPPORTUNITY 
UNLIMITED 


A Studebaker 
case history 





en 


oe bustling city of Shawnee is located 
right in the center of thriving Okla- 
homa. There’s a Studebaker dealership 
there, of course .. . and its new owner is 
Walter English, a 26-year-old man with a 
real future. 

If you were to sit down with Mr. English, 
in his comfortable office at 316 N. Broad- 
way, he’d tell you how good it feels to be 
handling sales and service for America’s 
“go-places” car. He’d tell you how he be- 
came a dealer for Studebaker cars and 
trucks. 

It’s a logical chain of events. 

Young Walter English spent a good many 
years in the ice business, first over at Law- 
ton, later at Shawnee. Ice companies use 
cars and trucks, like most businesses. It 
was Mr. English’s job to buy the trucks for 
those companies. 

He bought ... and kept records on... 
several Studebaker trucks. And he has 
owned Studebaker cars, too .. . several of 
them. He found that Studebaker stood for 
quality, and trouble-free, thrifty service. 
So he decided that if ever the chance came 
to hook up with the Studebaker people, 
he’d be right there and waiting. 

The chance did come, just a short time 
ago, to buy the Studebaker dealership in 
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An opportunity like this 
is waiting for you 





‘Things look bright and 
shiny in Shawnee for 


WALTER M.ENGLS; 
and his new 


Studebake 
Dealershift 


Shawnee. Walter English moved fast. Stu- 
debaker heard a lot of fine things about his 
character and his business ability and his 
go-places ambition in the course of closing 
the deal. 

Today, he’s building a real future with 
his own business, English Motor Co. He’s 
staffed it with experienced sales and serv- 
ice personnel . . . men who know Stude- 
bakers and know how to keep them rolling 
like new. 





English Motor Co., 316 No. Broadway, Shawnee, Okla. 


English Motor Co. and its aggressive 
young owner are typical of many a new 
Studebaker dealership all across the land, 
in tall cities and small towns alike. All 
these members of the new Studebaker fam- 
ily agree . . . here’s the smart car to sell! 


HY don’t you build a future with 

Studebaker? if you have some 
capital and experience, and most of all, 
real ambition to go places on your own 
... Studebaker offers you the kind of 
working partnership other auto dealers 
dream of finding. 


There are still some franchises avail- 
able... possibly your home town may 
offer a perfect setting for a new Stude- 
baker dealership. 


If you are willing to work for a solid, 
assured future with the car that has 
won more style and economy awards 
than any other built, it’s time you wrote 
to William A. Keller, General Sales 
Manager, Studebaker Division, Stude- 
baker-Packard Corporation, South Bend 
27, Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION ...ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 
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Capsule Comment 


Almost 20,000 dealers have sent in questionnaires to the 
Monroney subcommittee, the Senate group investigating 
retail auto problems. The great majority of replies are 
signed, it is reported. 


Looks like a real battle is developing, come January. 


The industry is rapidly losing the public’s confidence 
because of sensational and misleading ads, and those respon- 
sible are “shirking their responsibility,” NADA President 
Frank Yarnall told the Tennessee dealer convention. 


You can say that again. 
* * * 


Denying that the exclusive used-car dealer is on the way 
out, NIADA Vice-President Saul Grossman says he finds a 
recent increase in their number, with profits stabilizing all 
along the line. 


Only Detroit’s operators seem to be hurting, says Gross- 
man. 
* * * 


An AUTOMOTIVE NEwS survey finds union activity has 
been stepped up among dealers in six areas, while eight 
cities report little organizing work to date. 


Most dealers have become alerted to the problem. 


Producing the highest three-quarter total of cars in his- 
tory, auto makers last week assembled their six millionth 
car of 1955—nearly six weeks ahead of the previous record 
date in 1950. 

With the population and economic growth evident in 
the U. S., it probably can be assumed that these marks will 
not stand too long. 

* * * 

First reaction to President Eisenhower’s heart attack 
brought panicky selling in the stock market, but later ses- 
sions developed a more sober appraisal of the outlook. 

This nation is too big and sound to be dependent on 


any one person, no matter who he is or how well he may 
be liked. 


Events 


Dealer Conventions 


Oct, 9-10— New Hampshire Automobile 
Dealers Assn., Mt. re Hotel, 
Bretton Woods, 

Oct. i Geor: .  Kustomobile _— 
Assn., Bon Air el, Augusta, Ga. 
Oct, 9- ‘11—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct. (i6-17—Arkansas Automobile Dealers 

Majestic ee Hot Springs, Ark. 
og. "1617 ~Oklahome Automobile Dealers 
Mayo Hotel, Tulsa, Okla. 

ode "i¢-18--National’ Independent Auto- 
mobile Dealers Assn. Annual a 
Hotel William Penn, Pittsburgh 

Oct. 23-25— Florida Automobile Dealers 
sg Sans Souci Hotel, Miami Beach, 


1 — Connecticut Automotive Trades 
Assn., 34th Annual Convention, Hotel 
Statler, Hartford, Conn 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

Nov, {3-14—20th Annual Convention, 
Aitomobile Dealers Assn. of Alabama, 

Tutwiler Hotel, eee Ala, 

Nov, 1215—Ohio Automobile Dealers 
Asan... Netherland Plaza Hotel, Cincin- 
na 
Dec, + Nebraska a Car _— Assn., 
Paxton Hotel, 

Dec, 6—Utah ‘Automobile Dealers Assn. 
seaveate, Newhouse Hotel, Salt Lake 
City, Utah 
Dec. 4-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Moat. 

Jan, 28- Feb. | — 39th’ Annual National 
Automobile Dealers Assn, invention, 
Sheraton Park and Shoreham Hotels, 
Washinaton, D. C. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S.'C. 


Nov. 


* + 


Dealer Auto Shows 


Nov. 19-27—Portland Auto Show, Pacific 
International Exposition Bidg., Portland, 


Ore 

Nov. 22-27—-Sioux Falls Auto Show, Sioux 
Falls 

Nov. Pe Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory, Buffalo, N. 4 

Nov. 30-Dec. 4—Sioux City Auto Show, 
re Auditorium, Sioux City, la. 

Dec. I-ll—Los Angeles Auto Show, Pan- 
Pacific Auditorium, Los Angeles, ‘Calif. 

Dec. 2-l1—Los Angeles ‘Autor Show, Pan 
Pacific Auditorium, 

Jan. 6-14—Minneapolis Auto Show, Min- 
neapolis auditorium, Minneapolis, Minn. 

Jan. 7-15—San Francisco Auto Show, Civic 
Auditorium, San Francisco, Calif, 

Jan, 7-15—Columbus Auto Show, Veterans 
Memorial Bidg., Columbus, 3. 

Jan, 7-15—27th Annual Automobile Po. 
National Amery. a. Dd, 

Jan. 7-15— Chicago Auto Show, Nias, 
tional Amphitheater, Chicago. Ill. 
Jan, 7-15 — Houston Auto Show, Houston 

Coliseum, Houston, 
Jan, nat indtenapolie Auto Show, Man- 
ufacturers ade, State Fair Grounds, 


ae lis, Ind 
least Louis Auto Show, Oakland 


Regiment Armory, i 

den. 21-28 — Pittsburgh Auto Show, ,tuat 
National Guard Armory, Pittsburg 

Jan. 21-29—Cleveland ‘Auto i," Public 
Auditorium, Cleveland, O, 

Jan, 28- Feb, 4— Rochester Auto Show, 
Rochester War M Auditorium 
and Exhibit Hall, ae 

om, 3-12—Omaha 

icipal Auditorium, Omaha, 

Feb. $12—Dalles Auto Show, Fair Park, 
Dallas, Tex. 

Feb. I1-18—Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 
kee, Wis. 

Feb. ‘14-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich 

Feb. 18-26—Detrott Auto Show, fishies 
State Fair Grounds, Detroit. Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga ey War Memorial building, 
Syracuse, N. 

Feb. 25-March Rittehie City Auto Show, 
Exhibition a Municipal Auditorium; 
Kansas City 

March Vth Spetune Auto Show, Coli- 
seum, Spokane, Wash. 

April — Lewiston Auto Show, 
Armory, Lewiston, Me. 


General 
Oct. ¢te-Forte Auto Show, Paris, France. 


Oct. 7-23—Southwestern Auto Show, Au- 
tomobile Bidg., Texas State Fair, Dallas, 


Tex, 
Oct. 10-12 — 8th Annual apa, © - 
Show, Truek Body and juipment Ass: 
nc., Morrison Hotel, jicago, Ill, 


(See CALENDAR, Page 13, Col. 5) 


30 Years Ago... 


Lewiston 


Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 


“Fifty horses! What do | need with 
all that power?" 


Letterbox 


‘Nowhere to Put It..... 


2 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is 
name with the assurance 


letters but you may sign your 


ven to unsigned 
t it will not be 


used, if you so request. ‘Address Editor, Automotive News, Detroit 26, Mich. 


Parking and Sales 

A recent article in the World- 
Telegram about the worries of the 
auto industry not being able to sell 
more cars interested me very much. 


What with all campaigns and 
such, I don’t think that these would 
be of great effect unless the in- 
dustry itself looks to the problems 
of the present and prospective car 
owner. 

I’m sure you know what most 
of them are, but is the industry 
trying to help the car owner find a 
place to park his car? That may 
sound trivial, but I know of at 
least a dozen people in my im- 
mediate housing development who 
won’t buy a car, as much as they 
want one, because we have to ride 
around for almost an hour to find 
a place to put it. Not everyone 


The Big Stories 


Automotive employment reached its peak in Detroit with 257,894 
persons employed in 79 plants, according to the Employee’s Assn. 
The total accounted for approximately two-thirds of all industrial 
employment and is about 57,000 above the same period one year ago. 

Walter P. Chrysler predicted that the next important changes in 
automobiles will be in the field of high-priced cars. “The large car 
will be superseded by a light and extremely efficient car of 100 horse- 
power and a speed of 90 m.p.h.,” he said. “The new car will cost 
25 percent less than the expensive machine of today.” 

Faced with the greatest dealer demand it has ever experienced, 
Willys-Overland Co. announced a new production mark of more 
than 155,000 Overland and Willys-Knight automobiles. 

The latest plan of the leading rubber manufacturers of America 
is to establish their own plantations in the Philippines. A self- 
imposed tax of one cent on each pound of crude rubber imported, 
which would raise in excess of $8 million annually, will finance the 


project. 


—From the files of Automotive News. 


owning a car can afford the high 
rates of a garage. 

The Sedgwick Houses, giving one 
instance, has had a large space 
at the corner of University Ave. 
and 172nd St. in the Bronx, which 
for the past five years could easily 
have been converted, and with 
small expense, to a parking lot to 
accommodate at least 100 cars, 
thereby taking off some pressure 
from the neighborhood. 


Most of the car owners would 
have been glad to pay $5 a month 
or even a little more for its use. 
It could have paid for itself. Now, 
they are planning to use it as part 
of a thruway, but when that will 
be, no one knows. In the mean- 
time, it could have been used all 
that time, and possibly even longer. 


The industry is certainly power- 
ful enough to push for surveys to 
find more space for car-owners to 
park their cars without aggrava- 
tion. There is space if the city 
would only cooperate. They tax us 
and increase our license fees. How 
about doing something for it? 

Get us parking space and watch 
your sales grow. Advertising is fine 
but this is where the public rela- 
tions and research boys can do a 
job.—R. L. Myers, Bronx, N. Y. 


* * * 


O Car of State 


In going over some show files 
recently, I ran across a copy of a 
speech by George M. Graham, 
wherein in his windup he com- 
pared the “Ship of State” with an 
automobile. 

As far as I can check, this ad- 
dress Was made at our annual New 
York show banquet in January, 
1931. Henry and Edsel Ford at- 
tended, and Mayor Jimmy Walker 
of New York was the other speaker. 

It reads so well I thought it 

(See LETTERBOX, Page 56, Col. 3) 
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THE BEST DEALERS 
SELECT THE BEST... 


There are three clear-cut reasons why the most successful 
dealers in the country select Lincoln Power Lubrication 
Reels... first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than is possible 
with conventional equipment; second, their clean, functional 
styling commands instant customer attention and confidence — 


is Sy an ordinary lubritorium is transformed into a sparkling 

fi “‘showcase’’; third, installation is simplicity itself and 

fe maintenance is the lowest ever recorded for similar equipment. 
; When you are ready to make your lubritorium a proven 

i ‘Invitation To New Business,”’ contact your local 

. Lincoln Sales and Service Wholesaler. He will consider it a 


privilege to serve you. 


*Trade Name Registered 






LINCOLN ENGINEERING COMPANY - 5709 Natural Bridge Avenue « St. Louis 20, Missourl 


The Most Trustworthy Name in Lubricating Equipment 
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AUTOMOTIVE WASHINGTON 


1956 Tax Cuts Loom 


As Election Issue 


By William Ullman 
Washington Correspondent 


ee political observ- 
ers expect tax legislation to be 
one of the more important issues in 
next year’s elections, and they look 
for a sharp party-line battle. 

While there has been no Official 
announcement, the Administration 
may be expected to have a tax 
program to be revealed during the 
state of the union and budget mes- 
sages in January. The Democrats, 
of course, will try again. 

Despite last session’s failure to 
pass the tax credit, it is believed 
the new Democratic bill will closely 
resemble the one which was de- 
feated. Some modification may be 
expected but its main purpose of 
limiting relief so far as possible to 
the taxpayers in the lowest tax 
bracket very likely will be main- 
tained. - 

Before Congress reconvenes in 

January, the 
Democrats prob- 
ably will hold a 
meeting, or series 
of meetings, to 
draft a “united 
front” tax pro- 
gram. They are 
going to strive for 
a good, clean bill 
that can be intro- 
duced in the first 

William Ullman few minutes of 
the new session, according to a 
party spokesman. 

Last session the Democrats 
were unsuccessful in their at- 
tempt to cut individual income 
taxes for two reasons. 

First, the effort was made in 
connection with a measure to 
extend the 52 percent corporate 
income tax rate and the existing 
excise taxes for an additional year. 
Second, because quite a few Demo- 
cratic senators found themselves 
unable to vote for the $20 per per- 
son tax credit which was being 
proposed. Hence, the early “united 
front” tax program. 

+ a ok 


Robinson-Patman Hit 


AMONG those who assailed the 
Robinson-Patman Act as a 
“badly drafted law’ during the 
recent hearings before the Senate 
Anti-Trust and Monopoly subcom- 
mittee was William Simon, Wash- 
ington counsel for the Empire State 
Petroleum Assn. Simon was one of 
the 61 members of the attorney 
general’s national committee to 
study the antitrust laws, and also 
last year’s chairman of the anti- 
trust section of the American Bar 
Assn. 

He appeared during the second 
phase of the hearings when distri- 
bution practices were being aired 
in connection with the review of 
the Federal antitrust law. 

“The Robinson-Patman Act’s 
prohibitions against price dis- 
crimination,” Simon testified, 
“have been interpreted to deny 
buyers and sellers the right to 
‘bargain’ over price and also have 
been used to achieve that rigid 
price inflexibility which is gen- 
erally the purpose of conspira- 
torial price fixing arrangements. 

“Virtually every judge, antitrust 
lawyer, and economist who has 
written on the subject has ex- 
pressed concern with the anticom- 
petitive nature of either the act 
itself or the manner in which it 
has been interpreted,” he declared. 
Simon argued that the other anti- 
trust laws are designed to stimulate 
competition. But the Robinson- 
Patman Act, he said, reduces com- 
petition, thus sometimes placing 
business men,in a quandary as to 
how to avoid violations of con- 
flicting. statutes. 


Jesse Markham, a consultant to 
the Federa] Trade Commission, 
which helps to police the anti- 
trust laws, had testified earlier 
that the law does keep prices 
higher than they need be. 
“Perhaps -the most undesirable 


part of the situation,” said Simon, 
“is that the Department of Justice 
prosecutes people under the Sher- 
man Act for doing what the 
Robinson-Patman Act requires. The 
origin of this conflict is a badly 


Now LUM-PU 


* Patent pending 


drafted law; so bad that no one 
can really know what it requires.” 
+ * * 


Curtice Praises Housing 


7 National Housing Center, 
opened in Washington last 
week, was termed by Harlow Cur- 
tice, president, General Motors 
Corp., as “a living symbol of the 
progressive spirit of the home 
building industry — an industry 
which is one of the economic bul- 
warks of the nation.” 

Curtice lauded the nation’s home 
builders “for the remarkable feat” 
of completing ten million homes 
since the war, and declared that the 


people of this country are 
approaching “a wonderful new era 
of better housing and more pleas- 
ant living.” 

The GM president said a tre- 
mendous challenge faces the 
home building industry in the 
years ahead. “It may well be 
called upon,” he said, “to build 
as many as two million homes a 
year by 1970. 

“Since more new homes mean 
more building material, more fur- 
nishings, more appliances, new 
stores, new highways, new, schools 
and often more automobiles, the 
housing industry occupies a key 


(pronounced Loom-puff ) 


position in assuring our continuir g 
prosperity through the years.” 


* * * 


FTC Issues Rules 


HE Federal Trade Commissio1 
last week announced what t 
termed “a detailed and definitive 
rule for the functioning of industry 
committees formed under its trade 
practice rules for specific indus- 
tries.” 
Here is the new rule, in full text: 
The industry may, at its optior, 
form a trade practice committee, 
which shall be fairly representative 
of the industry to cooperate with 
(Continued on Page 55, Col. 1) 
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=prror’s Note: One of a 
series of letters to inspire team 
spirit to be utilized by a serv- 
ice manager or dealer orally 
in staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 
Dear Fellow Worker: 
S EACH and every one 


ily increasing cost of 
things is bearing 


. r down on every- 
series ody. It makes 


everyone resent- 
ful and harder to please. 
The fact that people feel 
that they pay too much for 
some things leads them 
to assume that they pay 





of us knows, the stead- 


PUFFED FOR BEAUTY! 


Teamwork in the Dealer Shop 


too much here for the 
things we sell. 

Now the most important 
thing we sell, and the one 
item most under our own 
control, is customer satis- 
faction. The price doesn’t 
loom so big to the motorist 
who is pleased with what 
we have done for him. 


Friendliness, courtesy, sin- 


PUFFED FOR COMFORT! . 


cerity and a genuine interest 
in our customer’s needs and 
desires are priceless and cost 
us nothing. 

In actual shop opera- 
tions we can keep down 
labor cost by thoughtful 
care, cooperation among 
ourselves and readiness to 
help one another. We al- 
ways should be able to 
show that we have not 
wasted time nor material. 
A great many businesses 





fachion fabrice of earan 


For further information, contact your supplier or write to: CHICOPEE MILLS, INC., Lumite Division, 47 Worth St., New York 13, N.Y. 


are pricing themselves out 
of business today by care- 
less and thoughtless labor 
operations. 

Each and every one of 
us is an important part of 
this business. Just one of 
us can nullify the good 
impression all the others 
have made or the good 
work all the others have 
done. 


It’s our job to keep this 
town on wheels at a rea- 
sonable cost. Let’s all—all 
of us—work at it. 

Cordially yours, 
CAR DEALER & 


COMPANY 
Manager 


Insurance Agents 


Say Seat Belts 
Won't Cut Rates 


CHICAGO.—Rumors that insur- 
ance companies would offer reduced 
rates on cars equipped with seat 
belts have been denied by Chicago 
insurance agents. 


Several agencies have warned 
potential buyers not to be influ- 
enced by advertising which implies 
that insurance rates will be lower 
if their car is equipped with the 
belts. 


Most insurance agents questioned 
believe that seat belts have many 
advantages, but they insist the de- 
vices are not a cure-all. 


Some highway safety workers 
have found fault with the devices, 
saying there is danger in an im- 
properly fastened seat belt. Other 
complaints regarding compulsory 
seat belts range from, “Who will 
inspect them?” to, “Who will install 
them?” 


Calendar 


(Continued from Page 10) 


General 


Oct. 13-17— American Trucking Assn. 
Roadeo finals, Washington, D. C. 
Oct, 14-15— Annual convention of the 
estern Engine Rebuilders Assn., Fair- 
mont Hotel, San Francisco, Calif. 
. 17-21—American Trucking Assn., 
Annual Convention, Hotels Statler and 
Mayflower, Washington, D. C. 
Oct. 19-2i—Gasoline Pump Manufacturers 
Assn., Seaview Country Club, Absecon, 


Oct, 19--29?— 40th International Motor 
Show, Earls Court, London, E i 
Oct. 24-25— Automotive Electric Assn., 
Regional Conference Hotel Statler, Los 


Angeles, Calif = 

Oct. 26-28 — 10fh Annual Technical Cen- 

vention, American Society of Body En- 
ineers, Rackham Memorial Build’ng, 
etroit, Mich. 

Oct. 28— Iéth Anniversary Dinner, Auto- 
mobile Old Timers aldorf - Astoria, 
New York City, N. Y. 
ict. 29-Nov. 6—Pacific International Auto 
Show, Oakland Exposition Bidg., Oak- 
land, Calif. 

Oct. 31-Nov. 1—Automotive Electric Assn., 
Regional Conference, Hotel Multnomah, 
Portland, Ore. 

Nov. 2-4— National Fluid Power Assn., 
Edgewater Beach Hotel, Chicago, III. 
Nov. 6-7 — Texas Independent Automobile 
Dealers Assn., Inc., lith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 
Nov, 10-11 — Automotive Electric Assn., 
Regional Conference, Hote! Muehle- 

bach, Kansas City, Kans. 

Nov. 28-Dec. i—Air Conditioning & Re- 
frigeration Exposition, Atlantic City 
Auditorium, Atlantic City, N. J. 

Dec. 4-5— Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ill. 

Dec. 6—Automotive Affiliated Representa- 
tives, Board of Directors Meeting, Sher- 
aton Hotel, Chicago, Ill, 

Jan. 11-14—American Road Builders Assn'‘s. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 

Jan. 15-17—Second Annual Auto Trim Show 
Hotel Statler, New York, N. Y. 

Jan. 23-25—I5th Annual Meeting, Truck- 
Trailer Manufacturers Assn., Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9—Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Cicege i, 

Feb. 21-22—MEMA, NSPA and MEWA 
pamonel Conventions, San Francisco, 


", 
April 16-20—New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, N. Y. 


Fuller Sells to Paynes 

Neil Fuller, operaor of Fuller 
Motor Co. (Ford), Beloit, Kans., for 
21 years, has sold the dealership to 
K. H. Payne and his son, William 
H., of Kansas City. Fuller will re- 
tain the Allis-Chalmers machinery 
line and the Ford tractor dealer- 
ship. 
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These 100 Newspapers Distribute FAMILY WEEKLY 


ALABAMA: Anniston Stor, Dothan Eagle, Florence Times & Sheffield-Tuscumbia-Muscie Shoals Tri-Cities Daily, Huntsville Times, Tuscaloosa News * ARKANSAS: Ei Dorado News- 
Times, Hot Springs Sentine! Record * CALIFORNIA: Socramento Union, Senta Barbora News Press * COLORADO: Colorado Springs Free Press, Grand Junction Sentinel, Pueblo 
Star Journol & Chieftain + CONNECTICUT: New Hoven Register * FLORIDA: Daytona Beach News Journal, Fort Myers News-Press, Gainesville Sun, Sarasota Herald-Tribune, 
Tallahassee Democrat, Tampa Times, West Palm Beach, Palm Beach Post Times * GEORGIA: Albony Herald, Rome News Tribune * IDAHO: Boise Statesman, Idaho Falls Post-Register, 
Pocatello Stote Journal * ILLINOIS: Bloomington Pantagraph, Champcign-Urbana News Gozette, Danville Commercial-News, LaSalle News Tribune, Quincy Herald-Whig, Spring- 
field Illinois State Journol & Register * INDIANA: Marion Chronicle Tribune, New Albony Ledger & Tribune * IOWA: Council Bluffs Nonpareil, Davenport Democrat & Times, 
Dubuque Telegraph-Herald, Waterloo Courier + KENTUCKY: Bowling Green Park City News, Owensboro Messenger-Inquirer, Paducah Sun Democrat » LOUISIANA: Bogaluse 
News * MASSACHUSETTS: Lowell Sun + MICHIGAN: Grand Ropids Herald » MINNESOTA: Albert Lea Tribune + MISSISSIPPI: Greenville Delta Democrat-Times, Tupelo Journal, 
Vicksburg Post-Herald » MISSOURI: Jefferson City Capital News Post-Tribune * NEVADA Las Vegas Review Journal, Reno Nevada State Journal * NEW JERSEY: Asbury Park Press, 
New Brunswick Times, Trenton Times Advertiser * NEW MEXICO: Sonta Fe New Mexican »* NEW YORK: Binghamton Press, Elmira Sunday Telegram, Utica Observer-Dispatch 
NORTH CAROLINA: Concord Tribune, Salisbury Post * NORTH DAKOTA: Fargo Forum * OHIO: Canton Repository, Coshocton Tribune, Lima News, Zanesville Times Signal 
OKLAHOMA: Bacon Bonner + PENNSYLVANIA Loncaster Sunday News » SOUTH CAROLINA: Florence News + SOUTH DAKOTA: Huron Huronite & Daily Plainsman, Rapid 
City Journal » TENNESSEE: Kingsport Times News * TEXAS: Abilene Reporter-News, Austin American Statesmon, Big Spring Herald, Denison Herald, Denton Record-Chronicle, 
Galveston News, Greenville Herald, Kilgore News Herald, Lufkin News, Marshall News-Messenger, Midland Reporter-Telegram, Paris News, Port Arthur News, San Angelo Standard 
Times, Snyder News, Texarkano Gazette, Tyler Courier-Times-Telegraph, Victoria Advocate, Waco Tribune-Herald * UTAH: Ogden Standord-Exominer, Provo Herald + VIRGINIA: 
Danville Register, Lynchburg News » WASHINGTON: Wenatchee World, Pasco-Kennewick-Richiand Tri-City Herald * WEST VIRGINIA: Beckley Raleigh Register » WISCONSIN: Racine 
Journal-Times-Bulletin « WYOMING: Casper Tribune-Herald & Star, Cheyenne State Tribune and State Leader. 
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ational market now has 


4,230,000 


PASSENGER CAR REGISTRATIONS 





ore than New York, Chicago, 
idelphia, Boston, Pittsburgh, St. Louis 
Des Moines combined ! 


$n the 100 markets where FAMILY WEEKLY is distributed by the local newspaper - 
the one your dealers read and advertise in — your national advertising in 
FAMILY WEEKLY will reach more of the dealers’ prospects than in any other 
The Sunda 4 national magazine. FAMILY WEEKLY averages 58.9% family coverage 
in the prosperous counties that account for 8.7% of total U. S. retail sales, 
where 12,841,626 people exceed the population of 
Ma gaz ine | all New England or the Pacific Coast states. 


This is a market where people drive to work, where 
100 families average 111 cars. FAMILY WEEKLY offers a must market for 
those necessary extra 1956 sales. 


tela 


The addition of its 100th market marks an important milestone 


# omp | e a ng in FAMILY WEEKLY’s dedicated program of providing a single, powerful harness 


for the tremendous buying power in America’s hometown cities. 


: FAMILY WEEKLY provides a vital selling force heretofore unavailable with 
the Syndi cated one order, one billing — and in color. Use FAMILY WEEKLY 
to give the strongest possible national cologravure support 


to local dealer advertising. 


Sunda 
y FAMILY WEEKLY MAGAZINE, Inc. 


Leonard S. Davidow, Publisher 

153 N. MICHIGAN AVENUE ¢ CHICAGO 1, ILLINOIS * ANdover 3-1270 
T. R. Watkins, Detroit Manager 

424 BOOK BLDG. * DETROIT 26, MICHIGAN *« WOodward 1-9704 


Supplement 


NEW YORK 17, 17 East 45th Street © LOS ANGELES 25, 1416 Camden Avenue © ORINDA, CALIFORNIA, 82 LaCuesta Road 


Field 
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Skoda Export Model Undersells Volkswagen .. . 





Red ‘Bomb’ Invades Germany 


By George Glaser 
European Correspondent 
FRANKFURT, Germany. — The 
Communist economic block dropped 
a neatly timed “bomb” in the midst 
of the 37th International Automo- 
bile Exhibition of Germany in the 
form of the Skoda 440 export 
model. 


The new car was rushed here 
for display on the second day of 
the show and it will sell for less 
than the Volkswagen and will 
fare better here tax-wise due to 
its lower displacement. 

It has a four-cylinder, water- 
cooled engine with about a 43 
horsepower rating and a displace- 
ment of 1,100 cubic centimeters. 
The Skoda is a two-door sedan and 
is manufactured in Czechoslovakia. 

The lines are new and based on 

the old Skoda design of a single 
tubular backbone chassis with all 
four wheels independently  sus- 
pended. 

A simpler version, about 10 per- 





cent lower priced, also is planned. 
Delivery target in Germany has 
been set during February, 1956. 
Freight to Munich igs 150 marks 
and the heater also will sell for 150 
marks. 


This gigantic show expresses 
Germany 


struction. Ten years after the 

war, Germany can compare this 

demonstration of a powerful and 
booming industry with the pre- 
war shows in Berlin. 

With the plants going full blast, 
with the export quota of production 
increasing, one does not wonder 
that nearly every firm has expan- 
sion plans. 

Ford Motor Co. was the only U.S. 
maker to display its 1956 cars of all 
divisions here. Also Ford unveiled 
a second “bombshell” — a brand- 
spanking new diesel-engined truck. 

A spokesman of the German 
Automobile Manufacturers Assn. 
discussed some highly interesting 


subjects covering the trend of car 
and truck designing in Germany, 
including the 13-inch wheel] and its 
limitations. 

Other subjects touched upon were 
the probability of super charged 
diesel engines, today’s road surface 
and curve conditions, safety in 
basic design and the influences of 
taxation on vehicle design. 


The passenger car engine size 
in volume production appears to 
be still hampered by the engine 
displacement tax. The higher 
taxation of diesel fuel also was 
mentioned. 

The proposed laws for reduced 
truck sizes and weights too are 
meeting strong criticism. The Ger- 
man government tries to promote 
tractors with semi trailers but does 
not seem to find full understanding 
in the industry. 

Also, the initial “piggy-back” 
tests have failed to produce results. 
However, in France, the “piggy- 





In a series of press conferences, 
Daimler-Benz (Mercedes) officials 
said its present market penetration 
in Germany of cars above the $2,000 
class is about 65 percent. 

Mercedes reached an output of 
over 6,000 units per month in 1955 
and so far this year Mercedes 
upped truck and bus production 
about 75 percent. 

A warning against over-optimism 
and against too large an invest- 
ment was sounded since unlimited 
expansion would lead to dangerous 
conditions — should the present 
boom be followed later by more 
norma] times with fewer sales. 

It also was suggested that the 
road program might be subsidized 
from means allotted to the rearma- 
ment program. It was also men- 
tioned that the Daimler-Benz pro- 
duction plant in Argentina was not 
coupled with any political system 
and therefore was not in danger. 

The Mercedes diesel passenger 
car was improved with the new 
diesel injection pump enabling a 
better power curve, better idling 
and a slight reduction in fuel 
consumption. 

The model 220 six-cylinder “A” 
now has a vacuum brake assist and 


back” system has worked out fine.|in front Alfin-composition brake 


Al Dahlin, service manager of Deering-Allen Motors, Hudson Dealers, Portland, Oregon 


“.. personally, I’m sold on ROYAL TRITON” 


Auto dealers all over the West agree that Royal Triton 


“Before I'll recommend a motor oil to my setvice cus- 
tomers, I’ve got to be sold on it myself, and, personally, 
I’m sold on Union's Royal Triton. 

“I’ve used it in my Hudson for more than a year now, 
and the results have been excellent under every type of 


driving condition. 


“I find that when an owner switches to Royal Triton, 
his oil consumption usually goes down, and his gas 
mileage frequently increases. In my five years as service 
manager I’ve never found an oil that I can recommend 
to my customers with such confidence:’ 


motor oil makes satisfied service customers. A call to 
your nearby Union Oil representative will assure prompt 
delivery of amazing purple Royal Triton. Also available 


in 5-20 and 10-30 grades. 


UNION OIL COMPANY 


OF CALIFORNIA 





Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 
1612 Bankers Bldg. * New Orleans: 644 National Bank of Commerce Bldg. 
Atlanta: 401 Atlanta National Bidg. * Kansas City, Mo.: 612 W. 47th St. 





drums. A new five-passenger co - 
vertible in new styling was pri- 
sented in this model. 


It seems that styling and colcr 


have invaded Germany! 


The Mercedes 190 SL 


spor’ 


The 300 S coupe received gasoline 


injection, a feature which is spreac- ; 


ing at Mercedes. The direct gaso- 


line injection system does away] 


with manifold heating, gives better 
filling and improved timing since 
all cylinders are equally supplied 
with fuel. 

Mercedes also said that while its 
cars could be obtained with tube- 
less tires, tubes would be continued 
as standard equipment since, the 
company said, tests have proved 
that tubeless tires would reduce 
comfort a bit by flexing less easily. 

Volkswagen expressed its inten- 
tion to expand further. A possible 

























new plant in West Berlin was men- ; 


tioned in addition to indicated addi- 
tions to the commercial car plant 
now under construction. 


Officials said that Volkswagen 
has invested, so far, about $5,000,- 
000 (U.S.) in the United States 
and was ready to invest more. 

The Volkswagen exhibition hall 
at the show featured the golden 
millionth car and attendants said 
that 35,000 units are scheduled for 
export to the U. S. in the next six 
months. 

Dr. Carl F. W. Borgward, the pri- 
vate owner in the German automo- 
bile industry, presented the success- 
ful Isabella, a four-cylinder car, 
which now comes as a sport coupe 
and as a two-door sedan with a 
motor souped up from 60 to about 
75 horsepower, a lot of power from 
a 1.5-liter displacement. 

The big 2.4-liter, six-cylinder 
Borgward has been fully restyled 
and mechanically improved. It 
comes also with Borgward’s fully 
automatic transmission. The Go- 
liath, a smaller car, has also been 
restyled and received a larger 
two-cylinder, two-cycle engine. 

The baby of Borgward, the tiny 
Lloyd, which presently is third in 
German new-car registrations, fea- 
tures a new four-stroke, air-cooled 
two-cylinder overhead camshaft 
engine of 600 cubic centimeter dis- 
placement, or 33 percent larger 





than the previous one which is con- = 


tinued in the low-priced series. 


The two American-owned—or in- 
fluenced firms — Ford and Opel 
(GM) which are both heavily in- 
| vesting in new facilities, offered 
| no new types. 

The Auto-Union Corp.’s DKW di- 


| vision, after apparently listening to 
| the voice of the buyer, now offers 
| its three-cylinder, two-cycle pow- 
|ered cars with larger and wider 
| bodies. 

And, a blessing in Germany 
where smaller four-door bodies 
are rare, DKW brought out a 
well-dressed four-door sedan. The 
front-wheel drive is continued, of 
| course, or it wouldn’t be DKW. 

| I was startled when I saw the 
new BMW line of cars and thought 


that now elegance invades BMW. ~ 


This company, whose cars I once 
thought were “painfully styled,” 
now is offering the Continental! 
“Haute Couture” in cars designed 
for customers who have enough 
mony to pay for such custom-made 
creatures on wheels. 

The V-8 powered super sport 
coupe is said to reach an approxi- 
mate top speed of 150 miles per 
hour. 

Porsche, sold out for six months 
ahead, also displayed improved Ver- 
sions of its luxury sport cars. NSU- 
Fiat, the German Fiat plant, pro- 
| duces the Italian models of the firm 
and intends to step up production 
with more and more German plants 
being incorporated. 

The Nash-Metropolitan from 
England is now being offered to 
U. S. military personnel for $1,380, 
including heater and radio, for de- 
livery in Germany and two models 
were on display at the show. 


Addressograph to Build 





|to its plant and office facilities 
| here. 





| CLEVELAND.— Addressograph- — 
Multigraph Corp. plans new con- 
struction that will add 44 percent ™ 
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By Martin L. Whitmyer 
Staff Writer 


Frederick T. Robinson is not only 
the youngest auto dealer in Phila- 
delphia, but currently has his 
Dodge-Plymouth dealership in the 
top five in sales for the area. And 
he credits a majority of his progress 
to advertising. 

Taking over a dealership that 
was “close to folding” two years 
ago, the 23-year-old member of 
one of Philadelphia’s “automobile 
families” quickly began to think 
of advertising. 

Listening to a “late-at- night” 
show carried by Radio Station 
WPEN, Robinson thought buying 
some spots on the program might 
be a good start. He insisted on a 
short-term schedule. 

At the expiration of the schedule, 
Robinson felt results were unsatis- 
factory and swore off radio adver- 
tising completely. 

Still certain that he must 
advertise, Robinson engaged 
Robinson, Adleman & Mont- 
gomery, Inc.,a Philadelphia 
agency, to handle his advertising. 

When the agency heard about 
his experience with radio, it de- 
cided to see if something couldn’t 
be done to change Robinson’s mind 
about radio advertising. 

Getting together with WPEN 
officials, a program was worked up 
that not only satisfied Robinson at 
the time, but paved the way, to 
Robinson’s most recent venture, the 
sponsoring of the radio broadcast 
of 10 Notre Dame football games 
this fall over WPEN. 

WPEN worked out a tailor-made, 
low-cost package for Robinson, this 
time using a pitch for another 
venture Robinson was interested 
in—World Wide Auto Leasing, Inc. 


After one week of the campaign, 
directed to doctors, dentists and 
other professional men who could 
use his auto leasing service, 
Robinson had to call a halt. He 
was swamped with business. 
Later, the ad agency suggested 

he start a weekend saturation pro- 
gram on WPEN, and Robinson 
bought 13 spots per week for 26 
weeks. 

Again the results proved satis- 
factory, and when a five minute, 
six-evenings-a-week newscast was 
available, Robinson bought that, 
too. 

Using WPEN as his only radio 
outlet, Robinson claims he has 
tripled his sales of new and used 
cars, and has moved into the top 
five in sales among the region’s 
Dodge-Plymouth dealers. 

Newspaper advertising has also 
proved successful for Robinson. 

For the past nine months, an 
advertising campaign in all Phila- 
delphia newspapers has attracted 
attention and buyers. Using draw- 
ings of antique cars as the 
illustration, Robinson vows “$700 
for this or any other car you 
bring us like it as a tradein.” 

Another gimmick he recently 

started on radio was the use of a 
series of electrical transcriptions 
made up by foreign students at 
Philadelphia colleges and universi- 
ties. 

The foreign students first give 
the sales pitch in their native 
tongue, then it is translated into 
English. 

But successful as his business is 
now, being fifth is not enough for 
Robinson. 

“When you stand still you start 
to get into trouble,” he says. “At 
one time this dealership stood 
still—that won’t happen again,” he 
says. 

am cg * 


D-A-Y Opens Detroit Office 


Dudley - Anderson - Yutzy, New 
York public relations firm, has 
opened a Detroit branch office to 
Serve its Detroit clients and to pro- 
vide an additional regional base in 
the firm’s network of field repre- 
Sentatives in 24 cities across the 
U.S. and Canada. One account serv- 
iced by D-A-Y is American Motors 

rp. 

The Detroit office, located at 
18657 James Couzens Highway, is 
under the management of Eugene 
H. Swaim, who has served in public 
relations capacities with Detroit 


Affecting Factories and Dealers. . . 


Auto Advertising 





advertising and public relations 
| agencies for the past 10 years. 
+ x * 


Aid to Advertisers 


For trade paper advertisers who 
do not yet have adequate national 
distribution or representation but 
who would like to facilitate adver- 
tiser-reader contact at the local 
| level, Ad-Phone, Inc., Detroit, has 
announced a service based on a 
nation-wide system of “junior sales 
offices” through which the home 
office or a nearby representative 
can be contacted. 

By maintaining local telephone 
facilities in all of the leading 
trade, industrial and population 
centers of the country, subscrib- 
ers to Ad-Phone will make it pos- 
sible for readers to call a local 
telephone number in their own 
community when they wish to 
contact the advertiser’s nearest 
representative, distributor, or job- 
ber, or to order literature. 

A small notice carried in the sub- 














THE UPHOLSTERY LEATHER GROUP, INC. 





terial will acquaint readers with 
this service and refer them to their 
| local information operator or tele- 
|phone book for the local number 


they can call. 
* 


Cellomatic Names Rep 

McHugh-Cather Advertising 
Agency, Inc., Beverly Hills, Calif., 
has been appointed to handle a 
proposed $250,000 first-year national 
advertising program for Cellomatic 
Sales Corp. 


* * 





> 


Du Pont Joins Lionel 


Minitature versions of the Du 
Pont anti-freeze outdoor bill- 
boards, which will line the streets 
and highways of almost 2,000 
communities this fall, will go into 
thousands of American homes 
as realistic right-of-way scenery 
for model railroads. 

Lionel Corp. is distributing 
800,000 of these pint-sized bill- 
boards this season. The “Zerone”- 
“Zerex” anti-freeze junior - size 
billboard will be one in a set of 
six being packed with each train 
shipped from the Lionel factories. 
They also will be on display in 

| department stores, hobby shops 


* * 


oe] x econ 


Mr. Raymond P. Scott 
Oldsmobile, Wynnewood, Fa. 


| scriber’s advertising or printed ma- | 


| 


| Union Carbide 





end 





141 East 44th St., New York 17, N. Y. ° 


and wherever Lionel model trains 
are sold. 

In addition, a full color repro- 
duction of this year’s “Get a Du 
Pont Anti-Freeze” billboard will 
appear in the Lionel catalog, 
which is circulated to over a mil- 
lion model railroad fans, young 
and old. 


* * * 


United Motors Backs Show 


United Motors Service division of 
General Motors Corp. will co-spon- 
sor NBC’s hour and a half televi- 
sion show, “Wide, Wide World,” 
according to Roland S. Withers, 
United Motors Service general 
manager. 

The show has been scheduled 
for Sunday afternoons from 4 to 
5:30 o’clock, starting Sunday, Oct. 
16. There will be 20 Wide, Wide 
World shows, ending Sunday, 
June 3. 

Dave Garroway, television per- 
sonality, will be master of cere- 


|; monies for all of the spectaculars. 


* * 


Alters Setup 


Consolidation of public relations 
activities of Union Carbide and 
Carbon Corp. in a new public re- 
lations department, and formation 
of advertising departments for four 


of its division companies, has been 
announced. These new groups will 
take over the advertising work 
formerly handled by the general 
publicity department. 

The public relations depart- 
ment will be responsible for the 
corporation’s public relations and 
stockholder relations programs. 
H. F'. Bulkley was named director 
of public relations; T. C. Fether- 
ston, assistant to the director; 
George Sykes, manager of the 
public relations department, and 
W. P. Burglund, assistant man- 
ager. 

Appointed to head up the adver- 
tising departments of the division 
companies are: Linde Air Products 
Co., R. W. Boggs; Carbide and 
Carbon Chemicals Co., G. B. Moyna- 
han; Electro Metallurgical Co., L. 
F. Granger, and Haynes Stellite 
Co., J. P. Reap. 

* 


* * 


Booklet on Paper Published 


“Paper and People,” a 32-page 
booklet on the roles of paper and 
paperboard in modern society, has 
been published by Mead Corp., Day- 
ton, O. 

A copy of the booklet may be 
obtained by writing Mead Corp., 
Department PP, Dayton 2, O., on 
‘a business letterhead. 


because style counts for a lot 


when you’re selling Oldsm obiles,’? 


“‘My customers take performance for granted when they’re 
buying an Oldsmobile. What they are looking for is style 
and beauty. They get that—plus performance— 

when they choose one of the models upholstered in 

genuine leather. Leather is not only stronger, longer-lasting, 
and easiér to care for—it is also the top of upholstery style.” 


Impartial tests back up what Mr. Scott says. 
Genuine leather upholstery is 77% stronger than the 
next-best upholstery material. 


YOU CAN GET THE FACTS THAT PROVE LEATHER IS BEST. Send the 
coupon today for “All About Genuine Leather” (free), showing results 
of tests by a famous impartial testing company. 


THE UPHOLSTERY LEATHER GROUP, INC. 
141 East 44th Street, New York 17, N.Y. 


Dept. AN-! 


Please send me, free, your “All About Genuine Leather”. 


Name. 
Firm 
Address 


City Zone 





State_ 


199 Pierce St., Birmingham, Mich. 
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Got goods to sell? 


Put your a 


OUT D 


and watch A 


Over 125 million consumers travel the streets and highways of America every 
day, winter and summer. And they all see outdoor advertising! That’s why 
your best buy is the big board. For frequency .. . flexibility . . . coverage 
and color . . . at lowest cost, no other medium can match the power and 
economy of Outdoor Advertising. It delivers an immense circulation at the 


rate of only 15c per thousand for the average national campaign. 





Got a message to tell? 
dvertising | 


OORS 


erica go buy! 


EE SD aah 
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CUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR INDUSTRY 
60 EAST 42ND STREET, NEW YORK 17, N.Y. 


ATLANTA ¢ BOSTON @ CHICAGO e CLEVELAND ¢ DETROIT ¢ HOUSTON @ LOS ANGELES 
PHILADELPHIA ¢ ST. LOUIS ¢ SAN FRANCISCO e SEATTLE 
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Sales Conditions in Various Areas... 


Auto Market Reports 


St. Louis 


Sales have tapered off in the last 
three weeks in the St. Louis area, 
with an apparent seasonal lull in 
buyer interest. 

Some lines, however, are holding 
up exceedingly well. Others are 
registering fewer cars while await- 
ing delivery of 1956 models. The 
cleanup of ’55s seems to have prog- 
ressed in a fairly satisfactory man- 
ner and nobody forecasts a heavy 
carry-over. 

Most dealers anticipate a good 
demand for new models during 
the remainder of this year, but 
are apprehensive as to unit profits. 


There seems to be quite a few) 


dealerships changing hands. With 
so-called volume operators increas- 
ing in number, they are reported 
to be capturing a large portion of 
the total business available. 

Parts and service sales are re- 
ported down from last spring.— 
(Sam X. Hurst.) 

* 


* * 


Phoenix 


Arizona new-car dealers sold 
21,572 units in August, compared 
with 15,053 in the same month of 
last year. Some 55 percent of these 
units were sold in Maricopa County 
(Phoenix). 

Truck sales in August amounted 
to 4,863 in the state, compared with 
4,318 in August, 1954. Maricopa 
County accounted for 47.8 percent 
of these transactions. 


Clinton Steinhof, manager of | 


the Arizona Automobile Dealers 
Assn., said dealers are doing bet- 
ter this year than last, adding 
that this was a tribute to their 
managerial ability. 

“Arizona new-car dealers have 
not participated in wild advertising 
but have done an outstanding mer- 
chandising job as evidenced by the 
tremendous increase in passenger- 
unit sales this year,” Steinhof said. 
—(Shel Engel.) 


* 


North Dakota 


New-car registrations in August 
in North Dakota totaled 2,077, com- 
pared with 1,513 in August, 1954, ac- 
cording to figures released by the 
Automobile Dealers Assn. of North 
Dakota. 

This brings the year-to-date reg- 
istrations to 14,599, which is a 6.22 
percent increase over last year. 
New-truck registrations in August 
totaled 778, compared with 589 in 
the same month of last year.— 
(Donald M. Lyons.) 


* * 


Ottawa 


Wideawake dealers here are get- 
ting business this fall by going 
after it, instead of waiting for it to 
come in. 

One dealer said he has boosted 
both new and used-car sales sim- 
ply by. checking on motorists who 
are driving older cars and then 
contacting them with sound propo- 
sitions to sell them a better car for 
cold-weather travel. 


Another dealer says that he has 
made some sales of “second cars” 
to motorists when he discovers 
that wives have no car during 
week-days. He hunts prospects 
principally in the suburbs, par- 
ticularly where double garages 
exist. 

One dealer keeps contact with 
service stations and repair men for 
tipoffs when a car requires exten- 
sive repairs, using this opportunity 
for an approach on getting a better 
car and saving on repairs.—(M. L. 
Schwartz.) 


* 


* 


Pittsburgh 


New-car registrations in the 
Pittsburgh area for the seven-day 
period ended Sept. 24 were the high- 
est in five weeks, according to the 
Bureau of Business Research of the 
University of Pittsburgh. 

The bureau's seasonally adjusted 
index of general business activity 
rose to 197.4 percent of the 1935-39 
average. It had been 193.7 a month 
earlier and 204.6 in the comparable 
week of July. 

Steel mills operated at 99.5 per- 


* * 








clear 1955-model stocks, but on the 
whole demand remains good and 
prospects are said to be favorable 
for 1956 models. 

Inventories of unsold ’55s are not 
unduly heavy.—(Jules Larochelle.) 


* * * 


Cleveland 


Continued strong motor vehicle 
sales have been reported through- 
out the Cleveland area despite the 
record volume of cars having been 
retailed so far in 1955 and, as the 
Federal Reserve Bank added, “de- 
spite this being the tag-end of the 
1955 automobile model year.” 

In fact, introduction of new 
models has stimulated activity with 
first reports of the week ended 
Sept. 24, showing totals over the 
1,700 mark for both new and used 


est rate reported since mid-June. 

Pittsburgh new-car registra- 
tions in August totaled 6,138, 
compared with 5,825 in July. Ford, 
which was in second place in 
duly, regained top spot in August 
with 1,158 registrations, compared 
with 1,144 for Chevrolet. 

Other registrations were: Plym- 
outh, 883; Buick, 767; Pontiac, 548; 
Oldsmobile, 450; Dodge, 289; Mer- 
cury, 277; Chrysler, 124; Cadillac, 
119; DeSoto, 94; Nash, 76; Pack- 
ard, 72; Studebaker, 53; Hudson, 
24; Lincoln, 22; Willys, 9; Kaiser, 2, 
and miscellaneous, 27.— (Leon M. 
Leffingwell.) 

* 


cent of practical capacity, the high- 


* * 


Montreal 


Sales of new cars ran heavy 
throughout summer months in Mon-| cars. 
treal. For the previous week, the Fed- 
In recent weeks, special prices | eral Reserve, using statistics from 
have been arrived at in order to! Clerk of Courts Leonard Fuerst, 





noted sales of 1,706 new cars com- 
pared favorably with the highest 
previous September on record. 
Average September weekly sales 
are over 1,750.—(Sanford Markey.) | 


* ok * 


Portland, Ore. 


Most of Portland’s new-car deal- 
ers are in surprisingly good trim, 
as far as stocks of ’55s are con- 
cerned. 

Some dealers, whose new models 
will not arrive for another six 
weeks or so, are promoting their 
55s with renewed vigor. Buyers are} 
getting long deals on ’55s, but the| 
fiercely. competitive market has| 
been forcing this all year. | 

In the first seven months of | 
this year, Oregon new-car regis- | 
trations totaled 48,103, compared 
with 31,034 for the same period 
of 1954. 

In the ’55 period, Chevrolet led| 
with 11,056; Ford had 9,791; Buick, | 


4,360; Oldsmobile, 3,890; Pontiac, | 





| 
| 


the 1,429 registrations in the first 
15 days of August. 

Truck registrations, meanwhile, 
dropped 24 percent, from 120 in 
August to 91 in the September 
period. 

Car registrations in the first 
half of September were: Chevro- 
let, 319; Ford, 291; Pontiac, 118; 
Buick, 108; Oldsmobile, 106; 
Plymouth, 94; Mercury, 41; Dodge, 
32; Chrysler, 27; Cadillac, 24; De- 
Soto, 12; Packard, 12; Studebaker, 
11; Lincoln, 6; Nash, 5; Hudson, 
3; Willys, 3; King Midget, 1, and 
Volkswagen, 1. 

Truck registrations were: Chev- 
rolet, 41; Ford, 24; International, 
12; GMC, 7; Reo, 3; White, 3, and 
miscellaneous, 1.—(Bert Strang.) 

* * * 


Sioux City, Ia. 


Dealers in Woodbury County 
(Sioux City), Ia., accounted for 363 
new-car registrations in September, 
an increase of 4 percent over the 
349 registered in August. 


3,837, and Plymouth, 3,620.—(F. K. | 


Haskell.) | ‘ . 
* * | Registrations by make were: 


| Chevrolet, 70; Ford, 62; Plymouth, 

Columbus, O. |53; Oldsmobile, 38; Pontiac, 30: 
New-car registrations in Frank-| Buick, 27; Mercury, 27; Dodge, 18; 
lin County (Columbus), O., in the} Chrysler, 9; Cadillac, 8; Studebaker, 
first 15 days of September totaled| 8; Nash, 5; DeSoto, 4; Packard, 2; 


* 


1,214, a decline of 15 percent from 


Imperial, 1, and Lincoln, 1. 








~ BIG NOVEMBER DRIVE ON 


New design lens and 
reflector combina- 
tion extends seeing 
distance. 


New filament 
. shield blocks off 
~ glare - causing 

upward light. 


New filament gives 
25% more light. 


.. «1 NATIONAL MAGAZINE) 


GET SET FOR BIG FALL 


DEMAND... 


ORDER NOW! 
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‘Who Needs Gimmicks?’ .. . 





He Keeps Customers Happy 


By L. H. Houck 
Staff Correspondent 


ST. LOUIS.—Gimmicks and wild 





said, “and now we're going into a 
two-car market. High production 
and sales can be maintained for 


advertising aren’t necessary to keep | years to come because our popula- 
pace with the present volume car|tion is increasing at a high rate. 


market, according to a successful | 
new-car dealer here. 

“If you mass-produce cars, you 
have to mass-sell them,” he told 
Automotive News, 
tion, you’re going to have to get 
a new slant on selling that 
matches the age we are living in. 

“There’s nothing wrong with the 
automobile business that a little} 
study won’t cure. Our methods are 
producing for us.” 

This dealer is service-minded. He 
was service manager for a large 
dealership for 15 years prior to 
1940 when he established his own 


service garage. He became a new-| 


ear dealer shortly after World War 
II. 
He has no fears about factory 
production and the retail market. 
“We have twice as many cars 
running as a few years ago,” he 


“and in addi- | 


| 


Also, every car in the hands of a 


‘user is a potential tradein on an- 
| other new or used car. 


| 





“That’s not the ‘main problem,” 
he continued. “The main problem 
is to sell at a profit by having an 
efficient overall operation.” 

The dealer set up his service de- 
| partment and parts department as 
|one unit. Using $5,000 as an exam- 
ple of the monthly cost, the dealer 
figures the department must gross 
$15,000 a month. 

If it does not gross $15,000, its 
operating cost figure must be re- 
duced. The department can’t get 
any more money to operate on un- 
less it sells more. 

This gives the company its car 
get-ready and the 4,000 mile service 
without adding to the car cost, as 
this work is included in the oper- 


ating capital setup of the depart- 
ment. 

The dealer doesn’t ask the 
service department to support the 
new-car department. He makes 
the latter stand on its own feet 
with a similar arrangement. 

He set up the new-car sales de- 
|partment as a single unit which 
|inecludes new cars, used cars and 
| finance reserve. 


Taking $8,000 as the fixed monthly 
overhead and again using the 3 to 
1 ratio, the dealer figures the de- 
partment must gross $24,000 a 
month—$8,000 for overhead, $8,000 
for commissions and $8,000 for 
gross profit. 


As with the other unit, if the 
department doesn’t gross $24,000, its 
cash for overhead will be reduced. 
If it sells substantially more, the 
figure will be increased in the same 
3 to 1 ratio. 

This furnishes a new slant on 
new and used-car sales. 

The dealer said: “We have to 
gross $24,000 and the problem is 








Hall Expands Service— 
In order to meet increased business, 


Phil Hall Buick, Hollywood, Calif., has 
added 20,000 square feet to its service 
facilities. 
paint and body and fender department 
are Lou Clinesmith, service manager, left, 
and Dewey Kellogg, body shop supervisor. 


how are we going to do it? We 
can sell 100 cars at $240 profit or 
we can sell 240 cars at $100 profit. 

“We can say we want to make 
$100 on our used cars and sell half 





\ G-E Z4-ZWecrer HEADLAMPS 
ADS PLUS “MEDIC’ ON TV! 


REACHES MILLIONS OF CAR OWNERS! Big campaign sells new 
G-E GZ Weer Headlamps by the pair...tells your customers 
why they should replace present headlamps before they burn out! 











You’ll sell headlamps this fall as you’ve never sold 
them before! Big-space national ads plus “MEDIC”, 
one of today’s top TV shows, tell your customers: 
G-E @-Hatin Headlamps protect against night-driv- 
ing hazards! They help drivers see through fog— 
see the road better against oncoming headlamps 
—see curves, dips and obstacles farther down the 
road! (And the fog shield does not affect the upper- 
beam, so they give maximum light inclear weather!) 


You'll sell pairs of G-E @& Zan Headlamps 
instead of singles—67% of all new headlamps are 


now sold in pairs!* You'll sell replacement G-E 
Wt-Weaitin Headlamps before present headlamps 
burn out—50% of all new headlamps sold now 
repfesent extra sales!* And you'll sell more G-E 
Wt-Watin Headlamps. Sales are up 100% in the 
last 6 months alone!* 


The advertising’s big—every driver wants night- 
driving safety—your G-E distributor has G-E 
Gt-Ueiin “Headlamps in stock. So order some 
today! Display and promote G-E &- Zé Head- 
lamps this fall! 


*Based on survey of 350 dealers in 10 cities. 


TIE IN! GET THIS DO-IT-YOURSELF SIGN-STENCILING KIT 


WINTERIZE NOW 
CAR WASH $1.50 





Quick! Easy! Gives professional sign-painting coi ! 


Here’s a simple way to flag down 
prospects for G-E Z&-Zéen Head- 
lamps! Take a few minutes to stencil 
the L-Liketin sign in your window! 
Kit includes paint, applicator, ready- 
made G-E & Zein HEADLAMPS 


«FREE with $20 net order that includes one case of G-E 
W.Watin Headlamps and/or other miniature lamp types. 


sign, and complete alphabet and 
numerals for making any sign. Order 
now—watch the’ stencilled signs 
bring you profitable extra sales! Min- 
iature Lamp Department, General 
Electric, Nela Park, Cleveland 12,0. 


TRADE IN 


TIRE SALE ! 
BRAKE SERVICE 


Makes all these signs and more! 


GENERAL @@ ELECTRIC 





Pictured outside the new auto! 





the required $24,000, or 120 cars, 
and then sell 50 new cars at $240. 
If we wanted to sell cars at a profit 
of $1 each then our problem would 
be to sell 2,400 cars.” 

This dealer never uses newspa- 
per, radio or television advertising. 
He doesn’t believe in gimmicks, but 
he does his utmost to keep his cus- 
tomers happy. 

“We have found that a customer 
who expects to meet heavy resist- 
ance will bring in a long list of 
grievances,” he said, “but when he 
finds we are ready to make good 
any defects, the list shortens and 
the customer is pleased. They stay 
with you year after year.” 

This dealer invites shoppers. He 
and his salesmen tell the cus- 
tomer to get other figures and 
bring them back—that they are 
sure that when all factors are 
considered, including the modern 
machine - equipped service, that 
they can deliver the best deal. 

He doesn’t see anything wrong 
with 36-month terms and doesn’t 
agree that the buyer is out of the 
market for three years. 

“If a man is buying a home and a 
lot of other things, I’d rather have 
him on a 36-month contract than 
and 18-month contract,” he said., 
“and he’s never out of the market,” 
the dealer continued, “because he 
doesn’t have to pay out the con- 
tract to trade again. There are a 
lot of factors that would bring him 
back into the market in 12 or 24 
months. 

“The danger with 36- month 
contracts is that a deal will be 
made in which the owner has no 
equity. He must always make a 
reasonable downpayment so that 
he has an equity when he drives 
the car away.” 

The service business is essential 
to new-car selling, the dealer said, 
because it helps to keep in contact 
with the customer. 

He and his salesmen work con- 
stantly on service customers for 
new and used-car sales and his six- 
man crew devotes all its time to 
calling on previous customers and 
working out deals for new ones 
who come in for a bid. 

Since no advertising of any kind 
is used, they spend all their time 
actually working to find prospects. 

One salesman whose earnings 
are comparable to those of any 
auto salesman in America, has a 
list of prospects he has sold dur- 
ing the last 10 years and he 
spends about 10 hours a day call- 
ing these people. The results are 
sensational. 

The other salesman works some- 
what on the same theory. 
“Because of our interest in the 

customer and the dependability of 
our cars, We do a lot of telephone 
business,” the dealer concluded. 
“Our customers send their friends 
in or have them call. We get the 
details, and if they want to shop, 
We invite them to bring in their 
figures.” 


Ford Fetes 31 Winners 


Of Craftsman Contest 


DEARBORN. — Ford Motor Co. 
last week entertained the 31 top 
winners in its 1955 Industrial Arts 
Awards competition. The 30 boys 
and one girl represented 15 states 
and the District of Columbia. 

The young craftsmen received 
their cash awards and certificates 
at a banquet Thursday night. Sat- 
urday, they attended the Michigan- 
Michigan State football game at 
Ann Arbor. 





be + ee 
AUTO bherag brn 
No Pit—No Holes—No Anchor Bolts. 
semble it yourself in 30 minutes. Plug in 
and run—anywhere, All steei turnta 


scientifically balanced to take all — 
For i 


ndoor or outdoor display. Write for 
free literature. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 





Presenting the New 56 DODGE 


There’s the look of success in its massive Jet Fins 


Here now, and filled with the rewards of success! 
The sensationally new 56 Dodge, featuring .. . 
push-button driving (first in its field!), surging 


oD 


new break-away 230 V-8 horsepower, sweeping 
saddles of color, dashing Jet Fins, gorgeous 
*Panel-Perfect” colors and Jacquard interiors, 
new Twin-Lightning 12-volt electrical system 


. . even a Hi-Fi Record Player... 


tacular challenge to the field and future! 


in a spec- 


> VALUE LEADER OF THE FORWARD LOOK 


Not just new, but the newest . . . with push- 


button driving! 


Not just styled, but forward-flaired . . . with 
sweeping saddles of color and lines, flashing to 


a crescendo of majestic Jet Fins. 


No other car but Dodge has such a spectacular 
sales success behind it to inspire so much that is 


sensationally new! 


There’s a feel of success in Magic Touch Control 
that brings push-button driving. 


that say “Big car, big value, new luxury!” 


There’s the power of success in the mighty break- 
away thrust of a new 230 hp. Super-Powered 
Super Red Ram V-8 engine, sparked by a new 
Twin-Lightning 12-volt electrical system. 


Now is the time to share these rewards of Dodge 
success . . . as an outstanding dealer in your 


community with the outstanding car of the year! 


DODGE DIVISION, CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 





New °56 Dodge Custom Royal Lancer V-8 with the flair of dashing Sweep Saddles and dazzling Jet Fins. 


Born of Success to Challenge the Future ! 


Push-Button Driving! The brilliant touch of tomorrow in new Dodge New Break-Away Power! New thrust, newbreak- The Ultimate! New Dodge Highway Hi-Fi New Twin-Lightning 12-volt electrical system. 
push-button driving! So new it makes all other forms of shifting away with a new 230 hp. Super-Powered Super Record Player. An electronic marvel. Needle Huge electrical reserve for a great, forward- 
obsolete. Now, all the ranges of Dodge PowerFlite Drive at your Red Ram V-8 Engine, built for the age of super- won't slip even on bumpiest roads. Another looking Dodge. More generating capacity, 
command as easily as pressing a radio push-button! highways and super-performance. spectacular reward of Dodge success! smoother firing, greater operating efficiency! 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Dry Battery Survey— 
Charged vs. Uncharged 
a seeing the battery design 
trend article in our June 27 
issue, European correspondent 
George Glaser raised some interest- 
ing questions concerning the dry- 
uncharged battery. We had very 
little information on current status 
of this type, and made no reference 
to it in the original feature story. 
After receiving Glaser’s letter, we 
realized that many readers also 
would find up-to-date information 
on the dry-uncharged battery of 
value. So we sent out a number of 


letters to obtain a sampling of 
opinion from companies represent- 
ing a cross-section of the U. S. 
battery industry. 

Some of the detailed replies 
were very enlightening. The con- 
sensus indicated that most U. S. 
companies have dropped com- 
mercial production of dry -un- 
charged batteries. Most of the 
battery engineers who replied to 
the survey agreed that future 
outlook for this type of battery 
is “not very favorable.” 

An exception was the expert who 
said: 
‘shipment batteries have a lot of 





promise, providing a high-acid 
formation type of oxide is used.” 

One company which still pro- 
duces some dry-uncharged batter- 
ies says they are being made for 
shipments to the Government. 
Another large battery maker made 
the interesting point that the dry- 
uncharged battery is satisfactory 
as long as its use is confined to 
stock in factories where batteries 
are held for a limited time, then 
filled with acid and charged at the 
factory for shipment as conven- 
tional wet batteries. 

Dry - uncharged batteries con- 
tain formed positive and negative 
plates. When assembled, the posi- 
tive plates are in a charged con- 
dition, and the negatives are 
discharged. 

To prepare the battery for serv- 
ice, it is first necessary to add elec- 
trolyte and then apply a so-called 
“developmental” charge. A low 


amperage (5 to 6 amp.) charge is| 
given for a period of 36 to 48 hours | 


to bring the battery up to a full 
state of charge. For many years, 
this type of construction was used 


for exporting batteries from the} 


U. S. into foreign markets. 
This method contrasts with that 
used for the dry-charged battery— 


“T think the dry-uncharged | which is assembled with dry porous | 


separators and plates in a charged 





condition. Plates are dried by a 
process such that addition of a 
suitable electrolyte will enable the 
battery to deliver not less than 75 
percent of its rated capacity with- 
out further charging. 

” * + 


Dry Batteries Ideal 


For Export Use 


i STORED in a dry atmosphere, 
the unfilled dry-charge battery 


|will remain in the charged condi- 


tion for a considerable length of 
time. One company, for example, 
allows three years in storage. 
However, if moisture enters the 
cells, the charged condition of the 
negative plates is slowly lost. After 
complete loss of its dry - charged 
capacity, the battery is the same 
as the dry-uncharged unit. It there- 
fore must be given a substantial 


| developmental charge before be- 


coming suitable for service, although 
no permanent damage may have 
been suffered through loss of 
charge. 

An executive with one of the 
country’s largest manufacturers 
of replacement batteries stated 
that both dry-uncharged and dry- 
charged batteries are excellent 
for overseas shipment. Wet bat- 
teries generally are supplied by 
this company only for destina- 





Keeping power at work on the 700 acres farmed by Mark R. Westbrook & Sons, lonia County, 
Michigan, takes close to $5,000 annually in fuel and lubricants alone. 


Where You Can Turn Up More Sales! 


Big farm power is always at work in the bustling states of Ohio, 


Michigan and Pennsylvania. Think of the sa/es it represents for 
you—in machines, tractors, trucks, automobiles, tires, fuel, lubri- 


cants, replacement parts and accessories. 


You'll find year-around activity everywhere in these three pros- 
perous states. Farming is fully diversified. An amazing variety of 
crops and animal products keeps big cash coming in at a steady 


clip—every month of the year! 


Here are three top-farm-income states where you can turn up 
more sales by advertising in the farm papers preferred by the big 
majority of rural families—THE OHIO FARMER, MICHIGAN FARM- 
ER, PENNSYLVANIA FARMER. They’re published twice monthly, 
get fast sales action at low cost. All three are rotogravure-printed, 


save the cost of plates. 


Send for Your Free Copies of the 
‘‘FARM PETROLEUM MARKET”’ 


Three interesting booklets on the 
farm markets in Ohio, Michigan and 
Pennsylvania that contain important 


facts—on automobiles, trucks, trac- 


Cleveland 14, Ohio. 


tors, garden tractors, petroleum 
products, tires and accessories (plus 
heating and cooking equipment). 

The booklet for either state—or 
all three—will be mailed free upon 
request. Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell Ave., 


THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 








tions near to the continental U. S. 

Referring again to export units: | 
One manufacturer indicated that 
the dry -uncharged type of con- 
struction has been largely sup- 
planted by the dry-charged type. 
An important contributing factor 
was experience showing that, in 
many instances, the dry-uncharged 
battery is not given an adequate 
developmental charge—and its per- 7 
formance is seriously impaired. 

The same source was of the opin- | 
ion that principal advantages of 
the dry-uncharged battery are that 
it is somewhat cheaper to produce, 
and should be almost imperishable 
and capable of delivering full rated 
capacity after being given the re- 
quired charge. 

Others, however, indicated that 
in actual practice, performance of 
dry - uncharged batteries has been 
“spotty”—with lack of uniformity 
from one battery to another. 

Several individuals stated that 
dry-uncharged batteries assem- 
bled with moist wood separators 
have short shelf life, in addition 
to unsatisfactory performance 
and service life. Until recently, 
many U. S. export batteries were 

made this way. They deteriorated 
rapidly and were’ of little value 
after nine months. 

The latest methods, however, call 
for assembly of dry-uncharged bat- 
teries with formed plates, dry me- 
chanical separators, not made of 
wood. If properly sealed, there 
should be no deterioration. Such 
batteries generally are capable of 
giving satisfactory service even 
after being in storage for two to 
three years. 

* + 

Quick Power Given 
After Filling Up 

N THE other hand, the dry- 

charged battery has an advan- 
tage in its ability to deliver virtu- 
ally full power within a few minutes 
after being filled with the electro- 
lyte. This is important for the ex- 
port market, because in many areas 
of the world, charging facilities are 
not readily available to provide the 
charge required by dry-uncharged 
batteries. 

No agreement was found on the 
relative inherent quality of the two 
types of battery. One executive en- 
gineer declared: 

“We don’t recommend dry- 
uncharged batteries for overseas 
shipment. They have no advantages 
and have the obvious disadvantage 
that the plates are somewhat oxi- 
dized and the battery must be 
charged before being put into serv- 
ice.” 

This company’s experience was 
that dry-uncharged batteries 
have shorter storage life than 
high-quality dry-charged units. A 
common remark was to the effect 
that, at the present time, dry- 
charged batteries are preferred 
over dry-uncharged for both do- 
mestic and export market. The 
ease with which the dry-charged 
product can be prepared for serv- 
ice and the fact that it does not 
require extensive charging are 
felt to offset the slight increased 
cost of processing. 

Savings on shipping costs are one 
important reason for lack of inter- 
est in shipping acid with export 
dry batteries. Since conventional 
electrolyte is a mixture of approxi- 
mately three parts water to one 
part concentrated sulphuric acid, it 
has not been shipped to any large 
extent because this would entail 
payment of transportation costs on 
a solution which is 75 percent wa- 
ter—and sulphuric acid is quite 
readily available in most parts of 
the world. 

In referring to charged and un- 
charged dry batteries, one expert 
said: “Performance-wise, I think 
there are no advantages or disad- 
vantages one way or the other, pro- 
viding that quality is maintained.” 
Another said: “There is no market 
overseas for the dry-uncharged 
battery. It does not have a longer 
service life, nor does it provide any 
advantages in storing.” 

One engineer stated that he did 
not expect the manufacture of the 
dry-uncharged battery to continue 
for any length of time in the U. S. 
The well-informed individual previ- 
ously referred to as seeing “a lot 
of promise” for this type of battery 
was not entirely in agreement. 

He summarized the situation by 
saying: “The present status is very 
unclear and future possibilities de- 
finitely are related to work now 
being done in water-mix high acid 
formation oxides.” 














Vastly reduced shifting 
with TORCON Package 
Torque Converter- 
Transmission 


You profit substantially by using this 
TORCON “package”’ torque a 
TT Mie Uru s tie 
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¢ 3-to-1 torque multiplication as needed— 
smooth, cushioned power 
¢ longer life of transmission 
cM hm hg 
Sa ee 
TORCON'S broad line meets every 
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Clark Carloader 
sets new standards 
for the industry! 


NEW’! Increased engine power gives you 
faster acceleration, faster travel speeds, 
power reserve for extra work-loads. 


NEW! Faster lifting speeds. Lifting speed 
when loaded has been increased to 37 feet 
per minute. 


: NEW! Improved Hydratork Drive has 
| greater gear reduction to convert higher 
engine speeds for more power. 


NEW! Top gradeability. The most effi- 
cient operating power-train on the market 
today, provides power when you need it to 
climb the steepest grades. 


No clutch—no gears to shift gives 
you better maneuverability, less driver 
fatigue—MORE WORK! Power mul- 
tiplication through torque converter 
gives you extra power, smooth acceler- 
ation—MORE WORK! No clutch 
means easier driving, less down-time 
—MORE WORK! Any way you look 
at it... you'll get more work with 
Clark’s Hydratork Carloader. Ask 
your local Clark dealer for details. 
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Fovr-Door Hardtops Added fer "S56 :.. 


Dodge Offers Tail Fins, 230 H. P. 


What's New: 


Four-door hardtop :.. push- 
button automatic transmission 
control . . . rear-fender tail-fin 
design ... top horsepower of 230 
... Hi-Fi record player . . . 12- 

* * 


volt electrical system ... rede- 
signed power brakes .. . safety 
door latches and optional seat 
belts. 


* * * 


wie four-door Lancer hardtops 


in three series, pushbutton au- 


Dodge's '56 Models Bow 


Selection of Station Wagons— 


Dodge has seven station wagons in its 
four-door Sierra styles. The Sierra Custom 
two or three seats. 
“Get-Away 6.” 


Highway Hi-Fi— 

A high-fidelity record player is offered 
as optional equipment on all 1956 
Dodge models. Located below the right 
side of the instrument panel, the instru- 
ment utilizes seven-inch records which 
give 45 minutes to an hour of play. 


1956 line in the two-door Suburban and 
four-door (above) is available with either 


The station wagon buyer can choose from two V-8 engines or the 


Push-Button Drive— 

A button selects the driving range on 
all 1956 Dodges equipped with automatic 
The control box is located 
on the left side of the instrument panel 
and cannot be reached by passengers. 


transmission. 


The Four-Door Custom Royal— 


One of Dodge's 21 models for 1956 is the Custom Royal four-door sedan. 


Horse- 


power of the Super Red Ram V-8 engine is 218, with a power kit boosting the figure 
te 230. All cars feature new safety-latch door locks, improved headlights and 12-volt 


electrical systems. 


Sunshine Unlimited— 


| 


tomatic transmission and an op- 
tional] Hi-Fi record player, the 1956 
Dodge went on display Friday in 
dealer showrooms. 

The four-door Lancers are among 
14 models available in the Custom 
Royal V-8, Royal V-8 and Coronet 
series. Also included are three two- 
door hardtops, three four-door se- 
dans, two convertibles and a two- 
door sedan. 

Dodge’s fourth series, the sta- 
tion wagon line, lists seven 
Suburban two-door and Sierra 
four-door models. 


An eye-catching change in the | 
body is brought by the redesigned 
rear fenders, which flow into high- 
sweep tail fins, lending an aircraft- 
like effect. 

+ * * 
ORSEPOWER has been boosted 
to 218 on the Super Red Ram 

V-8 with a power kit increasing the 
rating to 230. Horsepower last year 


was 183. The power kit boosted the | 


figure to 193. 


Compression ratio of the Super | 
Ram engine is 8 to 1; displace- | 
ment is $15 cubic inches, and bore | 


and stroke are 3.68 and 3.8. This 
engine is standard in the Custom 
Royal and Royal series. 


The Coronet series is powered by | 
the Red Ram V-8 and “Get-Away | 


6” engines. 

Pushbutton transmission control 
is standard on all Dodge Power- 
Flite models. The contro] box is 
located on the left side of the in- 
strument panel and can be reached 
without moving the arm forward. 
The controls cannot be reached by 
passengers, especially important 
when children are in the car, the 
division points out. 


* 7” * 
A HYDRAULIC interlock pre- 
vents a shift into reverse 
should the driver mistakenly touch 
the reverse button when the car is 
moving forward faster than 10 
miles an hour. 

The Highway Hi-Fi record 
player, announced by Chrysler 
Corp. last month, will be avail- 
able on the 1956 Dodge at extra 
cost. The machine plays seven- 
inch records and offers from 45 
minutes to an hour of play with- 
out interruption. 

The turntable is mounted below 
the right center of the instrument 
panel and is isolated from shock 
by a three-point suspension of 
sponge rubber. The pickup arm is 
so designed that the angle of the 
car, speed or turning will not affect 
the position of the stylus on the 
record, the company says. 

Purchasers will be able to choose 
from 35 specially pressed records. 


x * * 


EW “Flair Fashioned” uphol- 
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Deserves Another 


@ Wasn't it dramatic when you saw your first 
1956 model rotating on the stage at the 
dealer prevue! Then let us put the same 
exciting sparkle in your showroom with the 
New Macton Paravane Turntable. Exhibit 
those ‘56 Models as they really should be 
shown. 


Inside or outside, the New Macton Paravane 
Turntable requires no tools or special 
anchorage of any kind. All Macton Turntables 
are equipped with special rotating electrical 
outlet for dramatic interior lighting and yet, 
the Paravane Turntable will operate for only 
pennies a day! Let us do you a Good Turn... 
Try a Macton Turntable for 10 days. If you 
are dissatisfied, we will gladly take back 

the turntable without obligation. 


MACTON MACHINERY COMPANY, INC. 
DYKE LANE, STAMFORD 8 CONN. 


Ba ll 
TURNTABLES 


stery treatments have been de- | ———— 


signed for all interiors and the 
instrument panel has been given a 
new two-tone color treatment. 
Dodge will offer 15 three-tone ex- 
terior color combinations and 15 
two-tones for 1956. 

Another feature is a safety-latch 
door lock which has interlocking 
pieces of heavy-gauge steel on the 
door and striker to prevent fore 
and aft separation of the latch 
from the door post. It minimizes 
the possibility of doors opening 
under crash impact. 

All models have new pull-type 
door handles. Seat belts are op- 
tional. 

Redesigned power brakes have a 
vacuum-operated gnit which sup- 
plies a power assist to the brake 
pedal linkage in the ratio of 2% 
times the brake pedal mechanical 
advantage. 

* x x 
12-VOLT electrical system is 
standard on all models as are 
redesigned headlights which, the 
company says, give as much as 80 
feet more seeing distance along the 
right side of the road. 

All models have a 120-inch wheel- 
base. Custom Royals, Royals and 

Coronets are 212 inches long and 


Convertibles are available in the Custom Royal and Coronet series in Dodge's 1956|74.6 inches wide. Sierra station 


line. All new models offer a choice of 15 


three-tone and 15 two-tone combinations. 


wagons are 214.9 inches long and 


interiors have been redesigned, and the instrument panel has been given a new, two- | Suburbans are 214.3. Height of all 


tone color treatment. 


station wagons is 74.1 inches. 


For customer 
satisfaction 


aya Tans 


Sold only thru New Car Dealers coast-to-coast . . . write 


for details on our entire line. 


Sales Corp. 


9015 Santa Monica Bivd. * Hollywood 46; California 


acer narnere 
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News to Note... 


Auto World in Brief 





HIGHLAND PARK, Mich. — Re- 
fined Products Corp., Lyndhurst, 
N. J., has opened an office at 283 
Tuxedo here. Robert Willihnganz, 
the firm’s Detroit representative 
will be in charge. 

” * > 


Wellington Offers Booklet 


PHILADELPHIA. — Wellington 
Co. has announced development of 
a new series of profit-sharing sales 
aids in conjunction with a new 
profit-sharing booklet now avail- 
able. One section of the booklet 
answers 18 often-asked questions 
about profit-sharing retirement 
plans. 

* * * 


CIT Starts Courses 


For Sales Executives 


NEW YORK.—A new series of 
management conferences which 
will be conducted for more than 
a year have been started by Uni- 
versal C.1.T. Credit Corp. 

The courses are for district 
managers — a part of the firm’s 
executive group. The conferences 
were started about two years ago 
and, so far, about 900 company 
executives have attended. The 
district managers, about 400 in 
all, will be assembled in groups of 
16 for discussions over a two- 
week period. 

+ * * 


Pittsburgh Plate Making 


Old-Model Windshields 


GREENSBURG, Pa.— Pittsburgh 
Plate Glass ‘Co., has begun produc- 
tion at a new plant here, designed 
especially to produce windshields 
for noncurrent automobiles. 

David G. Hill, vice president in 
charge of manufacturing, described 
the new plant as a “job-shop” 
operation for making short runs of 
out-of-production patterns. It em- 
Ploys 100 on two shifts. A third 
shift is scheduled tentatively for 
Oct. 3. 

* * + 


Warner & Swazey Buys 


Stock of Duplex Truck 


CLEVELAND. — Warner & 
Swasey Co. here has purchased 
the common stock of Duplex 
Truck Co., Lansing, for about 
$700,000. The 46-year-old Michi- 
gan firm, which employs about 
130, had sales of $2,781,000 last 
year, makes undercarriages for 
Warner & Swasey’s earth-moving 
machines and also manufactures 
trucks for special industrial uses. 

* * = 


Dow Chemical Increases 


Industrial Product Output 


MIDLAND, Mich.—A major in- 
crease in production capacity of 
two industrial chemicals — ethylene 
glycol and ethylene oxide—is near- 
ing accomplishment at Dow Chemi- 
cal Co.’s Texas division, according 
to Dr. M. E. Putnam, executive 
vice president. 

The additional capacity will total 
60 million pounds per year, Dr. Put- 
nam said. 

* * ca 


N. D. Property Tax 


Lowest Since 1948 


BISMARCK, N. D. — The state 
board of equalization has fixed the 
state tax levy on real and personal 
property at four mills, 1.70 mills 
under the 1954 rate and the lowest 
since 1948. 

Gov. Norman Brunsdale, board 
chairman, said the lower figure was 
possible because there was no need 
to levy additional property taxes to 
meet interest and principal pay- 
ments for retirement of World War 
II veterans’ bonus bonds. This was 
2.70 mills last year. 

ea * & 


Dealer Stowell. Elected 


By Vermont Road Group 


MONTPELIER, Vt.— (UTPS) — 
Samuel Stowell, of Stowell Corp. 
(Chevrolet), Rutland, a former 
president of the Vermont Automo- 
bile Dealers’ Assn, has been elected 
vice-chairman of the Vermont 
Highway Users’ Conference. 

Other officers are former Gov. 
Harold J. Arthur, chairman; Wil- 
liam L. McKee, of Montpelier, sec- 
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teria, dining rooms, garage and the| phones in 13 railway terminals has 
company’s new central telephone | been announced by Hertz Rent-A- 
| switchboard — the world’s second-| Car System and Union Pacific Rail- 
|largest industrial dial telephone | road. 


| System. Under the arrangement incoming 


* * * 
| rail travelers can lift a receiver and 


OSU Honors Allen 

COLUMBUS, O.—Don Allen, east- | Stedem, Hertz executive vice-presi- 
ern Chevrolet dealer, has been se-| dent. Departing travelers also can 
lected one of “Ohio State’s own” | make reservations for a car to meet 
| and will be honored with other out-| them at their next stop. 

, standing alumni in an exhibit in| * * «* 
Ford Motor Completes |the University’s union building dur-| 4 4y%9 Plants Awarded 
Headquarters Building | ing November. : 
‘ | Industrial Health Scrolls 


DEARBORN.—A new headquar- | s ss 8 ) 
ters building to house staff em- | Hertz Auto-Rail Plan NEW. YORK.—The Occupational 
Health Institute has awarded its 


ployes of five Ford Motor Co.| ° 
manufacturing divisions has been | Added to 13 Terminals 


completed at the Rouge Plant here. 
In addition to office space, the 





retary, and Earle W. Winter, of 
Barre, treasurer. 
* * + 


pand the rail-auto travel plan by|are given to plants which comply 


building contains a 608-seat cafe- | installing free Call-A-Car tele-| with the medical service standard 


| order a car, according to Joseph J. | 





7 
|of the Industrial Medical Assn. 
Plants honored were Diamond 17 
Chicago; Ford engineering labore 
|tory, Dearborn; Fisher Body, Lan: 
ing, and McKinnon Industrie 
| foundry, St. Catherine’s, Ont. 


* * * 


Truck Dealer Bankrupt 
NORFOLK, Va. — General Truc! 
Sales Co., Inc., has been adjudged : 
bankrupt. 
*” * + 
Duquesne Gets Pact 
PITTSBURGH.— Duquesne Light 


|Co., Pittsburgh, has been awarded 
| a $2% million contract by Westing- 
certificate of health maintenance to| house Electric Corp. to build the 
CHICAGO—An agreement to ex-| four automotive plants. Certificates | nation’s first commercial 


atomic 


‘Continued on Page 27, Col. 3) 
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Moran Modernizes Building— 


News to Note... 


27 
| City-owned plants leased by Holley 
Carburetor Co. 

| The action supplements a $1,050,- 
000 bond issue in 1950 for purchase 
of land and construction of build- 
ings. Edgar E. Clark, Holly plant 
manager, said the firm planned 


Auto World in Brief |2evse.2c%2.2 





(Continued from Page 26) 


generating station at Shippingport, 
Pa. The project is scheduled for 
completion in 1957. 

* * * 


Louthan, Ferro Merge 


CLEVELAND. — Merger of Lou- 
than Mfg. Co., East Liverpool, O., 


A $250,000 modernization and expansion program has been completed by Ronald E. | with Ferro Powdered Metals, Inc., 


Moran, 
owner, spent a large sum to mechanize and enlarge his service shops. 


Tr 


Inc. (Cadillac-Oldsmobile), Hermosa Beach, Calif. Last year Ronald E. Moran, | Salem, Ind., has been announced by 


R. A. Weaver, board chairman of 





DANA CORPORATION - TOLEDO 1, OHIO 


SPICER PRODUCTS: TRANSMISSIONS © UNIVERSAL JOINTS © PROPELLER SHAFTS ¢ AXLES ¢ TORQUE 
CONVERTERS © GEAR BOXES ¢ POWER TAKE-OFFS © POWER TAKE-OFF JOINTS © RAIL CAR DRIVES @ 


RAILWAY GENERATOR DRIVES © 


STAMPINGS @ SPICER and AUBURN CLUTCHES © PARISH FRAMES 


& * * 


Avis Buys Saunders 

| CHICAGO Saunders Drive-It- 
| Weero Corp. parent company of | yourself System, Chicago, has been 
both. |sold to Avis Rent-A-Car System 
| Ine., Boston, for $500,000, it has 


| been announced by Joe Saunders 


* * * 
Holley Plant Bonds Hiked 
| Sr., Senior partner of the Chicago 


| $250,000 by Bowling Green |5 
BOWLING GREEN, Ky. — The| # 


city’s general council last week au- | Kentucky to Purchase 
thorized a $250,000 bond issue for | 410 New Vehicl 
enlargement and expansion of two | ow Y Sanus 
FRANKFORT, Ky. — The State 
| Highway Department, sometime 
|late in October, will open bids for 
| 410 new cars and trucks. The tab is 
| expected to be about a million dol- 
| lars. 
| Vehicles to be purchased include 
30 Ford, Dodge and Chevrolet 
sedans and 380 light and heavy 
trucks. 


ok * 


* + * 
Willys Wins Citation 

TOLEDO.—Willys Motors, Inc., 
has received the Public Service 
of the Federal Civil Defense Ad- 
ministration for cooperating in 
the Civil Defense atomic test ex- 
ercises near Las Vegas, Nev., last 
spring. 

* ok * 
Perkins Aids Candidate 


LOUISVILLE.—Maurice Perkins, 
president of. Perkins Motor Co. 
(DeSoto-Plymouth), has been 
named campaign treasurer for Ed- 
win R. Denney, Republican candi- 
date for governor of Kentucky. 

* ck * 


Fire Strikes Keith 


FALMOUTH, Ky. — Fire that 
broke out in an old warehouse de- 
stroyed the garage of Keith Motor 
Co. (Ford). The garage was valued 
at $50,000. 

Bs Bd a 
Dodge Dealers Pick Merrick 

COLUMBUS, O.—A. J. Merrick 
has been elected president of 
Columbus Dodge Dealers, Inc. 
Other officers are James Hutchins, 
vice-president; John Trenor, secre- 
tary, and Edgar Planck, treasurer. 


sh 


Standard Motors Sets Up 


Parts Firm in Brazil 


CANLEY, Coventry, England— 
Standard Motor Co., Ltd., has an- 
nounced formation of a parts op- 
eration in Sao Paulo, Brazil. 


Lionel P. Bridal, Standard’s 
| South American representative, 
will be managing director of the 
subsidiary which will be called 
Standard Motors S. A. Vehiculos, 
Acessorios e Pecas. 
lg 


‘e 


White River Motor Burns 

DE VALLS BLUFF, Ark.—A 
fire has destroyed White River Co. 
|}here. Loss was estimated at ap- 
proximately $8,000 by Buster Bush, 
the owner. 





| Fuller Mfg. Expands 


| Kalamazoo Gear Plant 


KALAMAZOO, Mich.—The trans- 
|mission division of Fuller Manu- 
facturing Co. is building a million- 
dollar addition to its plant here. 
Completion date is expected to be 
| Dec. 30. 
The addition will augment pro- 
duction of heavy-duty transmis- 
| sions, the company says. It will be 
}used for turning all gear blanks 
| before cutting teeth, heat treating 
|and processing by other depart- 
ments. 
ae * * 
Getaway Money? 
MANDAN, N.D.—A 1955 Chrysler 
and $340 was stolen from Riedinger 
Motors here by a burglar. 
* * a 


Cars Caught in Blaze 


CLARKSBURG, W. Va.—Several 
cars were damaged when fire 
struck Wilson Motor Co. (Ford) 
here. 

* = * 


Goodrich Breaks Ground 


KANSAS CITY. — Construction 
has started here on a new ware- 
house and office building for B. F. 
| Goodrich Co. Occupation is set for 
| March 1. 
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AIRFOAM makes interiors roomier, Premolded AIRFOAM replaces expensive AIRFOAM gives custom looks Exciting new seating ideas A 
more luxurious handwork —looks even richer and custom rides become practical with AIRFOAM® 






ca 





in > 


a 


THE WORLDS FINEST hv 


Airfoam~—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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AIRFOAM can be your greatest 
sales-aid in years 


ADE 
«” GOODFYEAR 


It’s a problem—for with still lower and more 
compact cars coming off the lines, yesterday’s 
bulky seating can be a sale-killer. 

Then why stick with it? Why indeed —for there is 
a new-type seating with all the smartness and 
glamour a salesman could ask for — PLUS. The 
plus is extra comfort, EXTRA ROOM for driver 
and passengers! 

What is this wondrous new-type seating? It’s com- 
plete seat-units of one-piece molded - AIRFOAM! 


"mo ST PMODERN CUSHIONING 


Resulting from the combined efforts of foremost 
automobile manufacturers and AIRFOAM Devel- 
opment Engineers, this revolutionary new seat- 
ing is solving vital problems all along the line. 


Maybe it’s solving some of your problems, too. Or 


‘if you still lack AIRFOAM seat-units, maybe 


they’re on the way! 


Goodyear, Automotive Products Dept., 
Akron 16, Ohio 


We think you'll like ‘THE GREATEST STORY EVER TOLD” 
every Sunday—ABC Radio Network 
THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sunday—NBC TV Network 














Across the Nation... 


Charles Stuart Inc. is a new Mer- 
cury dealer in Indianapolis. Charles 
Stuart is president of the firm. Stu- 
art said all the company’s Stude- 
baker sales and service operations 
have been moved to South Side 
Motors, Indianapolis, which he also 
heads. 


Foss Drops Chevrolet to Take | 


DeSoto-Plymouth Franchise 


Harold Foss, a Chevrolet dealer 
since 1940, has taken over a De- 
Soto-Plymouth franchise in East 
Aurora, Ill. The firm’s name has 
been changed from Foss Chevro- 
let, Inc., to Foss Motors, Inc. 

Prior to taking over the Chev- 
rolet dealership 15 years ago, Foss 
handled DeSoto-Plymouth. 


* * * 


Sterling Motors Takes Nash 


Sterling Motors, formerly 





DeSoto Honors Maine Dealer— 


“For 25 years of loyal association with DeSoto,”’ Eudo Cormier, left, and Roger 
Cormier receive a silver plate award from Walter J. Cleland, Boston regional manager, 
right. The Cormiers operate Cormier Bros. Garage, Van Buren, Me. 


Brady Motor in New Home 
Ray Brady Motor Co. (Dodge-|ing of its new building in Cooke- 





Plymouth) has held the grand open- | ville, Tenn. known as Inter-Continental Mo- 








Auto Dealer Changes 


tor Co., has been appointed a 
Nash dealer in Dallas. James W. 
Hughes is president, and Ed D. 
Peters, vice-president and sales 


manager. 
* + + 


Wheeler Sells Dealership 


Airway Motors, Inc. (Chrysler- 
Plymouth), owned by Robert K. 
Wheeler, Albany, and six acres of 
land have been sold for approxi- 
mately $250,000 to Kenneth Van 
Loan, a real estate broker. The 
site will be developed for indus- 
try. 


+ * 


Chardon Motors Buys Nash 


Chardon Motors, Inc., has pur- 
chased the former B & V Nash 


dealership in Chardon, O. 
* 


* * 


Kruse Named Willys Dealer 


Charlie Kruse Motors has been 


| named a Willys dealer in Indian- 





WHY DO AUTOMOBILE 
ADVERTISERS RUN 
MORE NEW CAR LINAGE 
IN THE 

CHICAGO DAILY NEWS? 


CHICAGO AREA. 


In Chicago and suburbs, 
the Chicago Daily News reaches 
the most able-to-buy homeowner 
households at the least cost of 
any Chicago daily newspaper. 





See your Daily News representative for all 
the facts on the home coverage study, pre- 
pared by J. R. Brady & Associates. 





Here’s the score on new car advertising in 


for the first six months of 1955: 
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Daily American. ........ 
Daily Sun-Times. ........ 





BECAUSE THE DAILY NEWS 
HOME COVERAGE REACHES 
THE ABLE-T0-BUY 
HOUSEHOLDS IN THE 









Chicago daily newspapers 


972,808 lines 
482,943* lines 
386,248 lines 
299,790 lines 


*Zone Linage Included 
Source: Media Records, Inc. 


CHICAGO DAILY NEWS 


Chicago’s HOME Newspaper 


New York Detroit Miami Atlanta Los Angeles 


Sirens sheen thceteesiees 





San Francisco 


apolis. Charles Kruse, owner, said 
that Dick Powers will be associ- 
ated with the new dealership, 
which will carry only the Willys 


commercial vehicles. 
+ * * 


Gilbert Acquires Buick 


Howard Gilbert has acquired th« 
Buick dealership at Continental, O 


* * * 


Altomare Purchases Hammer 


A. A. Altomare has purchased 
Hammer Motor Sales (DeSoto- 
Plymouth), Leetonia, O. He for- 
merly was with A. C. Bartholomew 
Co. (Lincoln-Mercury), Salem, O. 


* * * 


Uptown Adds Willys Jeep 


Uptown Motors, Inc. (Dodge- 
Plymouth), New Orleans, has 
been granted a franchise for 
Willys commercial vehicles. 

+ * * 


Adcox, Kirby Open Deal 

Adcox - Kirby Pontiac, Chatta- 
nooga, Tenn., has opened its new 
sales and service plant. The owners, 
Herbert G. Adcox and Edward 
Kirby, formerly operated a Pontiac 
dealership at Oak Ridge, Tenn. 

+ * * 


Studebaker Adds 
12 Dealerships 


Across Nation 


Studebaker has added 12 dealer- 
ships across the nation. The dealer- 
| ships, locations and owners are: 
| Terry Auto Sales & Service, Mas- 
sillon, O., David A. Cooper; Modern 
| Motor Sales, Hamilton, O., Milford 
|E. Kellogg and Joseph A. Procac- 
cino; Risley Motor Co., Harrison, 
Ark., Hobert R. Risley. 

Hogan Brothers, Marengo, Ia., 
John and Irma Kadlec; Baker Mo- 
tors, Franklin Square, N. Y., Henry 
| and Edward Baker; Paulson’s Serv- 
ice, Northfield, Minn., Peter R. 
| Paulson; Beltz-Beatty Motors Inc., 
Daytona Beach, Fla., Fred R. Beltz 
| and Roy E. Beatty. 

Roy J. Keller, Inc., Blackfoot, Id., 

|Roy J. Keller; Huddleston Motor 
|Co, Cookesville, Tenn., George and 
| Vander M. Palmer; Red Springs 
| Supply Co., Inc., Red Springs, N. C., 
|G. E. Bracey and Cc. H. Livermore; 
| Gordy Motor Co., Beaumont, Tex., 
| M. C. Gordy. 

Sussex Supply, Inc., Milleville, 
Del., and E. C. Ryan Motors, Inc., 
Georgetown, Del., are merging and 
| will operate in both cities as Sus- 
| sex Supply, Inc. Floyd A. Megee is 
|president and E. C. Ryan vice- 
| president. 





* cg * 


Winfield Dodge Opens 
| Winfield Dodge Co., Winfield, 
| Kans., successor to Duggan Motors, 
| has opened under the management 
| of Gene Park. 
* oe * 
| Seven Dealers in Five States 


| Receive DeSoto Franchises 


DeSoto has appointed seven 
new dealerships. The names and 
locations are: 

Media Carcade Corp., Media, 
Pa.; Harris Motor Co., Cedar- 
| town, Pa.; Sites Bros. Motor Co., 

Overland Park, Kans.; Marsh & 
| Groat, Inc., Ridgewood, N. J.; 

Foster Motor Co., Covington, Pa.; 
| Landerville Motors, Port Huron, 
| Mich., and Maddox Motor Co., 
Shelbina, Mo. 

* 


* * 


Pierce, Graham Buy Deal 


Quentin Pierce and his brother- 
in-law, William Graham, have pur- 
chased Benson Motors, Inc., Avon, 
| N. Y., from John Rex. 
} * * 


Ba 


Potzler Sells to Holaway 

| John R. Potzler has sold his in- 
|terest in Potzler Lincoln-Mercury, 
Inc., Plymouth, Ind., to Harold 
| Holaway. The name of the firm has 
been changed to Holaway Lincoln- 
| Mercury, Inc. 

* * * 


Packard Deal Dissolves 


Packard New Orleans, Inc., New 
Orleans, has filed notice of dissolu- 
tion with the secretary of state. 

on x * 


Rootes Motors Adds 


9 Hillman Distributors 


Rootes Motors Inc. has named 
nine new retail distributors to han- 
| dle the Hillman line. They are: 
Manhattan Auto Kaiser Frazer, 
Inc., Alexandria, Va.; P M S, War- 


(Continued on Page 31, Col. 1) 
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Across the Nation... 


Auto Dealer Changes 


(Continued from Page 30) 


sold by J. P. Himmel sr. and 8S. O. 
Himmel to M. C. Gordy, who has 
been manager of the firm for 12 
years. The firm will be renamed 
Gordy Motor Co. J. P. Himmel 
wil] continue in business as used- 
car operator. 


renton, Va.; Harper Motors Inc., 
Charlottesville, Va.; Tran-Sport 
Sales & Service, Richmond, Va.; 
Automotive Importers, Inc., Wil- 
mington, Del., Logan Motors, York, 
Pa.: J. E. F. Repair Service, Valley 
Stream, N. Y., and Foster Motor 
Service, Bangor, Me. 

In addition, Auto Imports Ltd., 
Indianapolis, and Snider Motors, 
Knoxville, Tenn., have been ap- 
pointed retail distributors for both 
the Hillman and Sunbeam lines. 

* « * 


Minch Picks L-M 
New Lincoln-Mercury dealer in 
Portland, Ind., is Minch Auto Sales. 
The firm is owned by Herb Minch. 
* - * 


Crown Franchised 
Crown Motors (Dodge - Plym- 
outh) has been franchised at 


Charleroi, Pa. 
* * +. 


West Bank Motors Closes 


West Bank Motors, Inc. (Stu- 
debaker), Gretna, La., has filed 
notice of dissolution with the 
secretary of state’s office. 


* * * 


Joseph Succeeds Boshara 
Fred Joseph has taken over the 
West Side Pontiac dealership in 
Cleveland, succeeding Louis Bosh- 
ara, who founded the firm more 
than 20 years ago. 
*. * 


* * 


* 
McNatt Sells to Brother 
J. P. McNatt has sold his Cadil- 
lac-Oldsmobile dealership in 
Greenville, Tex., to his brother, 
Leon McNatt. 


~ * | 


* 
Glavic Adds Packard 


Glavic Motors, Inc. (Studebaker), 
Cleveland, has added Packard. 
> 


* * 
Murphy-West Formed 
Reorganization of Davis Motor 


Co. (Chevrolet-Oldsmobile), Mary- 
ville, Tenn., has been announced by 





GUI 


Pulsfus & Johnson Chevrolet, 
Inc., has been formed in DeForest, 
Wis., by Clarence H. Pulsfus, Ed- 
ward N. Johnson and LaVerne L 
Johnson. 


* * * 


Nash Signs Sterling 
Sterling Motors, Inc., Dallas, 
has signed a Nash franchise. 
President is James W. Hughes. | 
* am = | 


Kingsley Buys Out Glatz 
Sheboygan Motor Car Co., She- 
boygan, Wis., has been sold by| 
Arthur Glatz to Kingsley Oldsmo- | 
bile, Inc., of which Norman F. 
Kingsley is president. Glatz will 
continue in a sales capacity. | 
* * * 


Stone Bros. Hold Opening 


Stone Brothers Buick, Inc., has| 
held its grand opening in Tulsa, 
Okla. 





* * 


Palmatier Sells to Olsen 


Leslie J. Olsen, general sales} 
manager for Cadillac in the Chicago 
area, has bought Palmatier Cadillac | 
Co., Gary, Ind., from William Pal- | 
matier, who plans to retire after 
32 years in the auto business. 

* +” > 


Dollohan Heads Keystone 
Patrick A. Dollohan has be- | 
come president and general man- 
ager of Chevrolet Keystone Co., 
New Castle, Pa. 
oa * 


* | 


* 


Porche Takes Packard 


Porche Packard Co. has been 
appointed a Packard dealer in New 
Orleans, replacing Roy Beydler Co. | 
The new firm is headed by Schuyler | 
Porche, a former Lincoln-Mercury | 
dealer at Thibodaux, La. 

a * + 


Rosekelly Liquidates 


Rosekelly Motor Sales (Kaiser- 
Willys), Milan, O., went out of busi- 
ness with a public auction. Owner 
was Edward Rosekelly. 

* x ok 


Barry Buys Lakewood 


Lakewood Motors (Lincoln-Mer- | 
cury - Continental), Lakewood, O., | 
has been purchased by Steven R. | 
Barry. 

* + * 


L-M for Torrance 
Torrance Motors, Inc., has been 
named a Lincoln-Mercury dealer- 


ship in Torrance, Calif. General 
Manager is Richard Walbergh. 
* *” * 





Himmels Sell to Gordy 


Himmel Motor Co. (Studebaker- | 
Packard), Beaumont, Tex., has been 


is going 
Pudefus @ Johnsen Formed #* ‘ ca ces... 


GUIDE LAMP DIVISION 


GUIDE 


Judson B. Murphy, new president 
of the company. The firm will oper- 
ate as Murphy- West Motor Co. 
Charles T. West is vice-president 
and Mrs. Mildred L, McCampbell 
is secretary-treasurer. 

+ * Ok 


Johnson Picks Ford 


Johnson-Linder Motor Co., Grand 
Rapids, Minn., is a new Ford deal- 
ership. Hans Johnson is the dealer. 

+* * * 


Wherley Adds Packard 


Wherley Motors (Studebaker), 
of International Falls, Minn., has 
taken over the Packard fran- 
chise of Don Hodgdon Motors 
and will handle both makes. John 
Wherley is president of Wherley 
Motors. 

* a * 


Kay Shifts to Chrysler 


Kay Motors, of St. Louis Park, 
Minn., a suburb of Minneapolis, is 
a new Chrysler-Plymouth dealer- 
ship. The company formerly han- 
dled Packard. James Kay is the 
dealer. 

* + * 
Four Ford Franchises 


Granted in Wisconsin 


Ford division has granted four! Wis., G. A. Lee and W. H. Myers, 


Ld 
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Here's a big, hour-and-a-half show so different, so 
unusual that its advance notices have stirred up a 
real storm of interest! Your best customers and pros- 
pects will be watching, and Guide is a charter spon- 


BRIGHTEST 
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owners; L. J. Hesson Co., Inc., 
Luck, Wis., L. J. Hesson, president; 
Greb’s Garage, Boyd, Wis., John H. 
Greb, owner, and Cox Bros., Me- 
nominee, Wis., Roger L. Cox and 
Roland H. Cox, owners. 


* * * 


Jones Sells Okla. Deal 


Jack Jones, president of Frontier 
Motor Co. (Ford), Albuquerque, 
N. M., has sold Jack Jones Motor 
Co. (Ford), Claremore, Okla. 

* * + 


Burwells Buy Chevrolet Deal 


Clyde and Ernest Burwell have 
purchased the Chevrolet dealer- 
ship in Spartanburg, S. C., from 
the estate of the late Tom Huey. 
The dealership will be known as 
Burwell Motor Co., Inc. 


* * * 





Nash Cites Renbarger— 


F. A. Unger jr., service chief of Nash's 
Portland (Ore.) zone, right, presents the 
Nash 10-Point Award to V. A. Renbarger,| Willys Adds 4 Dealers 


Renbarger Motors, Walla Walla, Wash. 
This is given to dealers who have shown 
allaround excellence in the operation of a 
dealership. 


In Northwest Area 


Willys has granted four new 
franchises in the Northwest. They 
are Russ Berrell, of Russ Buick 
Co., Fargo, N. D.; Orrin Homme, 
of Missouri Valley. Motors, Bis- 
marck, N. D.; H. R. Bechtold, of 
Main Motors, Minot, N. D., and 
George Graham, of Midwest Mo- 
tors, Winona, Minn. 


new franchises in Wisconsin. The 
new dealerships and their owners 
are: 


Lee-Myers Sales & Service, Osseo, 





PREMIERE PERFORMANCE OF THIS EXCITING NEW 
TELEVISION SHOW, 


SUNDAY, OCTOBER 16th! 


sor. Add Wide, Wide World's wide, wide coverage 
to Guide's magazine and outdoor promotions, and 
you'll see why you and Guide are going places! 
Destination: more business, more sales, more profits! 


ANDERSON, INDIANA 


NAME IN LIGHTS! 


T-3 SAPETY-AIM HEADLAMPS ¢ AUTRONIC-EVE ¢ TURN SIGNALS 
BACK-UP LAMPS ¢ SPOT LAMPS « MIRRORS ¢ TRAFFIC LIGHT VIEWERS 
FARM AND CONSTRUCTION EQUIPMENT LIGHTING 
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Rambler Cross Country. Entirely different, en- 
tirely distinctive, this smart, versatile -4-door 
station wagon spearheaded the sales drive that 
set new records for Nash dealers in 1955. 


Next Year Look 










With These Cars, 
Nash Dealers Top The 
Industry Profit Averag 





In 1955! 












INDUSTRY AVERA 
BY N.A.D.A.’s BUi 
MANAGEMENT SIR 





WITH NEW ’SG NASH PRODUCT PROGRAN ... 


Dramatic 
New Styling 


Sensational New 
Power 


Unrivalled New 
Comfort And Safety 


The famed years-ahead Nash styling will be even smarter, even 
more advanced than ever before. And the 1956 Rambler will 
be completely new from road to roofline in design and concept. 
Nash dealers will be selling the only completely new popular- 
priced cars on the market in 1956! 


A completely new, more powerful and efficient engine will give 
the Rambler peak performance and acceleration with traditional 
Rambler economy. The Nash Statesman will also sport a new 
powerplant and the Nash Ambassador will have an even more 
power-packed Jetfire V-8 engine. 


Both the Rambler and Nash lines will have the most lavish 
interiors ever offered in production cars . . . with every con- 
ceivable feature for travel comfort. New design will add even 
greater strength and safety to the Nash exclusive Double Safe 
Single Unit Car Construction in all Rambler models. 





Now More Than Ever...IT PAYST 





Nash Ambassador Country Club. With 208 
H.P. Jetfire V-8 engine — America’s most ad- 
vanced automotive powerplant — the Ambassa- 
dor is a powerful entry in the fine car field. 


Actual N.A.D.A. business management surveys for the first of the other PLUS values a Nash Franchise offers — you 


six months of 1955 proved beyond a doubt that “it pays to can easily see why more and more alert dealers are giving 
sell Nash”! Not only do Nash dealer profits top the industry up unprofitable connections to join the Nash team. Why 
not look into this opportunity? A letter to: DEALER 
DEVELOPMENT DEPT., NASH MOTORS DIVISION, 
AMERICAN MOTORS CORP., DETROIT 32, MICH., 


will bring you the complete Nash story — in confidence. 


average, but, what is still more important, Nash dealer profit 
actually showed a marked increase in the second quarter of 
1955 while the industry average remained static! 

When you stop to consider this record — and evaluate all 


Even 


AND HERE’S WHAT NASH HAS TO HELP DEALERS DO IT! 


97% MARKET COVERAGE 


Nash dealers have the cars and the prices to 
meet the requirements and budget limitations 
of 97% of all car buyers. What other automo- 
bile franchise can cover so wide a market range? 


HIGHEST RESALE VALUE 


The resale value of cars sold by Nash dealers 
tops the market. The Rambler, according to 
N.A.D.A. figures, is number one in the nation 
in maintaining its price while the Nash Ambas- 
sador ranks right up with the leaders. 


All This And 
PROFIT SHARING, TOO! 


EXCLUSIVE PRODUCTS 

AND FEATURES 

Nash dealers sell cars that are distinctive —cars 
with features that can’t be obtained in any others 
on the market... Airliner Reclining Seats, 
Twin Travel Beds, All-Season Air Conditioning. 


AGGRESSIVE PROMOTION 


Nash superiority is sold through America’s lead- 
ing all-family television program, Disneyland, 
which reaches one of the largest audiences of 
any television show. In addition, the Nash sales 


message is carried to the public through all 
other advertising media — and is backed up at 
the local level by proved, factory-developed 
sales promotion programs. 


AN EFFECTIVE USED CAR 

SALES PROGRAM 

With the Nash Bonded Select Used Car Pro- 
gram, the Nash dealer can move his trade-ins in 
volume at a profit! This revolutionary new mer- 
chandising program is backed by a $1,000,000 
surety bond — builds the confidence of the cus- 
tomer by protecting his purchase. 


For the past year, Nash dealers have enjoyed another “plus” that puts 
them in an enviable position. It’s a revolutionary profit-sharing plan 


history of the industry. 


that is paying substantial cash benefits to every dealer... regardless 
of his individual sales. There’s never been anything like it in the 


» 
a * 
Ornatr? 


AMERICAN MOTORS MEANS 
MORE FOR AMERICANS 
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High ways & Safety oe 





Traffic Clinic Urges 


Dealers to 


By W. M. McCarty 
Staff Correspondent 

EVANSTON, Ill. — Traffic safety 
is a matter about which the auto- 
mobile dealer should be concerned, 
declared newspapermen attending 
a clinic and seminar sponsored by 
the Northwestern University Insti- 
tute of Traffic Safety. 

Speakers at the clinic included 
representatives from each of the 
three “E’s” of safety—engineer- 
ing, education and enforcement. 

“Dealers must realize that safety 
is something they must sell right 
along with the car itself,” said Ray 


Western Sells Truck Firm 

DENVER.—Western Spring Ser- 
vice Co., Inc., has sold its truck di- 
vision to Page & Page Co., Port- 
land, Ore., for $200,000, according to 


Sell Safety 


Ashworth, acting director of the 
institute and of the traffic division 
of the International Assn. of Chiefs 
of Police. 

Dealers who are stressing the 
advantages of safety equipment 
now are among the leaders in the 
field, it was asserted. Another 
speaker pointed to the pressure on 
manufacturers to promote safety 
devices on automobiles. 


Many dealers do not realize the 
importance of seemingly minor 
changes, it was charged. 


For example, it was pointed out 
that a 1952 survey put U. S. traffic 
deaths at 7.2 per 10,000 vehicles 
registered while Germany had 19.9 
per 10,000. A factor in the differ- 
ence, it was said, is that U.S. trucks 
use trailer hitches while no such 
device was available for use on 
Germany’s narrow, twisting roads. 





R. B. Millay, Western president. 


It was asserted that dealers are 





Interboro Chevrolet Donates Car— 


1. H. Caffey, general manager of Interboro Chevrolet Co., Glenolden, Pa., center, 
presents three Chevrolets to Delaware (Pa.) County school officials for use in driver- 
training classes. To the left of Caffey is C. Edwin Max, traffic engineering and safety 
manager for the Automobile Club of Philadelphia. 


in an excellent position to promote 
safety and to further the aims of 
safety programs. A suggestion was 
that dealers print, distribute and 
post on the doors of their show- 
rooms stickers announcing “I Sell 
Safety.” 

The manufacturers will cooper- 


because they have seen the re- 
sults of general safety cam- 
paigns. 

An example cited. was the fact 
that in 1935, crystallized axles were 
a factor in many fatal accidents. 
Now, no cars develop such axles. 


The clinic also set up a check list 


ate in such programs, it was said, |for dealers to determine whether 


“! couldn't be happier 
with the return on my investment” 


- says James A. Farley, President of Farley-GMC in New York City, 


one of the largest truck dealerships in America 


a "VE MADE few connections as profitable 
as this one,’’ Mr. Farley said recently. ““The 
GMC franchise certainly offers investors a fine 
opportunity.”’ 


“* The helb we've received from GMC’s field force 
has been invaluable—just what you'd expect from 
a division of General Motors. With a great firm 
like that behind us, I couldn’t be more optimistic 
about the truck business and its future.”’ 


Farley-GMC has grown steadily—and rapidly—since the 
firm was organized and took over for GMC in June 1952. 
Today, it’s the largest GMC dealership of them all—and 
one of the largest truck sales agencies in all America. 


They’ve been especially active in promoting GMC 
Hydra- Matic trucks. Last year, the dealership was 
credited with one of the largest self-shifting fleet sales 
made to date. 


Matter of fact, Hydra-Matic—a GMC ‘‘exclusive’’ in the 
medium- and heavy-duty ranges—has been spurring the 
sales of GMC dealers all over the country. Today, those 
sales are running over 60% better than ’54—a good 
year in itself. 


Little wonder, then, that so many wise investors are 


_seizing the opportunity of putting their money on GMC. 


It’s the most attractive franchise in the fastest growing 
part of the entire automotive industry. Write us for 
details—today! 


IN MOTOR TRANSPORT 
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GMC TRUCK & COACH 
A General Motors Division 




























they are selling safety. Among t’.e 
questions on the list are: 

Is the dealer cooperating wih 
community and newspaper stucy 
programs? Is he familiar with !'s 
state and local safety councils? 

Does he urge his customers ‘to 
buy safety features? Is he well-in- 
formed about and participating in 
driver-training programs? 

Finally, the clinic asked: Does 
the dealer know that Dec. 1 is Safe 
Driving Day and is he planning a 
program or promotion in conne:- 
tion with the day? 


* * * 


‘Cash’ Demerits 
Face Court Test 
In Massachusetts 


Court action to test the constitu- 
tionality of the merit system in the 
Massachusetts compulsory auto in- 
surance law has been initiated by 
the Automobile Legal Assn. 

Philip Thibodeau, general man- 
ager, has advised motorists to put 
the words “paid under protest” on 
their checks for 1956 surcharges re- 
sulting from demerits on their driv- 
ing records. 


The action has been directed at 
Rudolph F. King, registrar of motor 
vehicles, and Joseph A. Humphreys, 
state insurance commissioner, stat- 
ing they are administering a law 
which “we firmly believe is uncon- 
stitutional.” 


“We are vigorously opposed to 
the section of the current law 
which takes money in the form of 
surcharges from a motorist with- 
out a trial,’ Thibodeau said. “To 
make things worse this penalty is 
then paid to a private company 
having nothing to do with the per- 
son’s right to drive.” 

* * * 


Executive Asks 


Insurance Law 


SYRACUSE. A proposal to 
make driving without liability in- 
surance a misdemeanor was sug- 
gested by Hathaway G. Kemper, 
Chicago, president of American 
Motorists Insurance Co., in a talk 
before more than 300 northern New 
York agents of the company. 

Under the proposal, he said, every 
automobile owner would be required 
to carry a certificate to show he 
had insurance or other financial 
ability to pay for any automobile 
accident he might cause. “If a 
motorist drove without insurance or 
financial responsibility,’ Kemper 
said, “he would be subject to a 
fine, a jail sentence or both.” 








Safety Boosters 
Orlando Dealers Give 


Driver Booklet 
The Orlando (Fla.) Automobile 
and Truck Dealers Assn., in coop- 
eration with other civic groups, has 
sponsored a driver’s pamphlet 
which is given to each applicant 


| for a driver’s license. 


The booklet gives causes of traf- 


|fic accidents with the number of 


injuries and amount of property 
damage due last year to such mis- 
haps. It also contains a driver's 
Pledge and space for suggestions 
which may be filled in and returned. 

Elmer Erickson, president, said 
the group was promoting safety 
education through a newspaper ad- 
vertising program which began the 
first of the year and will continue 
indefinitely. 

* * 

Renew Driver Training, 


Safety Committee Urges 

A traffic safety committee in 
Ashland, Ky., has recommended re- 
establishment of driver training in 
the Ashland high schools. 


Such training was dropped three 


;years ago as an economy move. 


The committee also decided to 
study construction of a “drag strip” 
for testing hotrods. 


” * * 
Massachusetts Retains 
1955 License Plates 


Massachusetts car owners will 
have to use this year’s auto licerse 
plates again next year, the Regist -y 
of Motor Vehicles has announc: d. 

The old plates will be validated 
by windshield stickers similar to 
those used two years ago. 
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Fidelity Check In bad check Josses-at auto auctions. 


a 


— ay 


. . because tax laws won’t let you 
sock away a tax-free reserve to handle them. Now. What if a few big ones bounce? Would it take many 


to lower the proverbial boom on your auction? How big a loss could you absorb? 





THEN DO SOMETHING. Don’t wait till it’s too late. Let Fidelity Check insurance build financial armor plate around 


fe) 


« 


your cash drawer right now, with a policy tailored to fit your needs. Guarantee 


yourself protection from money losses due to bad checks. 





YOUR CHOICE OF POLICIES. Fidelity offers you bad check protection two ways: 
(1) a plan based on cars actually sold at your auction, (2) a plan based on all cars consigned 


to your auction, with (3) title insurance optional on either plan. 





Add it up, Mr. Auction Owner. Ask any of the Auctions listed here what Fidelity protection means to them .. . then write, wire, or call for the full Fidelity story. 


AUTO DEALERS: SELL ONLY THROUGH THESE FIDELITY CHECK-INSURED AUCTIONS 


CHECK AND TITLE INSURANCE AUCTIONS 


| ALTOONA AUTO AUCTION, INC. Monday COLUMBUS AUTO AUCTION* ~* Thursday LEBANON AUTO AUCTION, INC. Wednesday QUINCY AUTO AUCTION Friday | 
Sixth Avenue Road, Duncansville, Pennsylvania 2603 Cusseta Road, Columbus, Georgia Highway 22, N. Plainfield, N. J. 3220 Broadway, Quincy, Illinois 
| APTCO AUTO AUCTION Wed. & Fri. CONCORD AUTO AUCTION, INC.* Mon. & Fri. LEITCH MOTOR SALES, INC.* Thursday ROCKFORD AUTO AUCTION Thursday i 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. Hosmer Street, Acton, Mass. 1450 E. Main St., Owosso, Michigan 6402 Forrest Hills Rd., Rockford, III, 
CAPITAL AUTO AUCTION, INC.* Thursd E 5s SOUTHERN AUTO SALES, INC.* Wednesday | 
| Ohio State Fairgrounds, Columbus, Ohio nae DAYTON DIXIE AUTO AUCTION, INC. Monday ane Goeneen eo —ey Wadnestny Route 5, Warehouse Point, Conn. 
5300 North Dixie Drive, Dayton, Ohio Eastside Highway, Macon, Georgia STEVE’S AUTO AUCTION Tuesday 
CARROLLTON AUTO AUCTION Tuesday MINNESOTA AUTO AUCTION Sebatew Gait Leheband Ate. Condit, ti | 
| Carroll County Fairgrounds, Carrollton, Ohio DECATUR AUTO AUCTION* Monday Satie teaiaie akeland Ave., Crystal, Minn. 
CENTRAL STATES AUTO AUCTION Wednesday Highway 48, N., Decatur, Iilinois : SYRACUSE AUTO AUCTION? Wednesday 
! esekariy temtoadh uaeinidie Ak-iiediie ¢ _ MODERN AUTO AUCTION* Thursday R. D. #1, La Fayette, New York | 
= | 211 South Delaware, Mason City, lowa 718 Angier ae aa. = Cos Se, See, Sent Se Se See Cantey 
a CHATTANOOGA AUTO AUCTION* Wednesday . oar MONTPELIER AUTO AUCTION CO, = Monday U. S. Air Base, Thomasville, Georgia | 
| (formerly Page Bros.) GREATER SHREVEPORT AUTO AUCTION Thursday R. F. D. #1, Montpelier, Ohio TOLEDO AUTO AUCTION CO. Thursday 
., Toledo, Ohi 
Sth & 26th Sb, Rowville Bivd., Chettencogn, Tenn, “200 Wt. Marte? St. Shreveport, Le. MUNCIE AUTO AUCTION Friday aie ™ i 
: | COFIELD AUTO AUCTION* Monday GREENVILLE AUTO AUCTION, INC. Tuesday 3344 So. Madison St., Muncie, Ind. 3021 W Front St., Box 981. Fargo, North Dakota 
Boaz, Alab 1227 New Buncombe Rd.,Greenville, S. C. . - 5 . 
; , Alabama NEW CASTLE AUTO AUCTION Monday 
a TRI-STATE AUTO AUCTION, INC. Friday 
| COLUMBIANA AUTO AUCTION Friday JOHNSON AUTO AUCTION* Friday 1118 Grandview Ave., New Castle, Pa. Valley Springs, $. Dakota 
R. D. #2, Columbiana, Ohio Jordan Lane, Huntsville, Alabama ORANGE COUNTY AUTO AUCTION Tuesday THRU-WAY AUTO AUCTION, INC.* Monday 
| *auctions offering both check and title insurance. Rt. 207, Campbell Hall, New York 2224 Union Road, Buffalo, New York | 
**title insurance only. PITTSBURGH AUTO AUCTION CO.* Thursday TULSA AUTOMOBILE DEALER AUCTION** Thursday 
L 5901 Center Avenue, Pittsburgh 6, Pennsylvania Tulsa State Fairgrounds, Tulsa, Okla. i 
— oo ee ose nme Sema | seme — em NU es — ee me am ene ae ae — een eames meee Re ee ers oon rr ae ~——e mee mee eee nen a eines 
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Stahlman Bldg., Nashville, Tenn. 
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, of the tractor and implement divi 
sion of Ford Motor Co. 

Lloyd T. Smith has been name 
manager of the competitive analy 


| sis department of the division. 
| * * * 


J. Theodore Wolfson has been| son regional manager of the newly | Hand Reassigned 
elected president of the Automotive | created midwest sales region. He) wnotional- ; 
Exporters Club of Chicago. Wolf-| will be in charge of the Chicago, | ina 2 a. tian ‘sabes 
son is president of Maremont In-| Milwaukee, Minneapolis and St. | 4 


; : joo | sentative for Michigan. Hand, witi 
ternational Corp., a subsidiary of| Louis sales territories. | National - Standard 23 aan wil 








Maremont Automotive Products Ts: make his headquarters in Detroit 
_— e. &  % Olin Appoints Lindberg ae tae 
AC Names Kennedy | J a has — aes Nash Picks Gallacher 
.| regional sales manager, brass prod-| R, D. Gallacher has been a 
Jack R. Kennedy has been ap ucts, in the northern Ohio-Michi-| pointe i Los An ZO 4 
i pointed assistant s geles zon 
pointed Chicago regional area sales ‘ om 
Pl gan region for the metals division! manager of Nash. 
aaa e oa 7S aol “aa of Olin Mathieson Chemical Corp. ah te 
aa =A ater “A. Bartnol, WhO! Lindberg formerly was sales rep- P. S D 
ee ee’ ¢ resentative in the Detroit office. J arsons Steps Down 
° . ° * + & oseph H, Parsons, vice-president 
Freight Group Picks Holt . , of the brake shoe and castings divi- 
M. E. Holt was elected president Fisher Picks Burns |sion of American Brake Shoe Co., 
Auto Trade Leaders Aid Jewish Drive— of the Central Motor Freight Assn.| Frank H. Burns has been |has retired after completing 42 
Edward Borkin, Edwards Motors, Inc. (Lincoln-Mercury), standing second from left, | 2t the group’s 25th convention a named director of material han- | years of service with the firm. 
was chosen chairman of the Joint Defense Appeal automotive division at a meeting Chicago. Holt, a of Inter- | dling and traffic for the Fisher . 22 
of automotive trade leaders in the New York area. Attending the meeting were, state eo os : a Hail | Body division of General Motors. Mathieson Picks McDill 
seated from left: Murray Kaufman, Kaufman Auto Supply Co.; Charles Kreisler, Charles — M. a = Rate ge By h he ee, Stanley H. McDill has b n a 
Kreisler, Inc. (Oldsmobile); Joseph Farlowe, Automobile Merchants Assn., and John reight Lines, anville, 7 wa O’Neill and Smith Given oo ee ee 


Connors, Ford regional sales manager. Standing: William Sachs, co-chairman of trades | WS elected chairman. western field sales manager for the 


and industries, JDA; Borkin; Irving Rogers, Rogers Pontiac, last year’s chairman, and erate aa | Ford Implement Posts oe Came tre al aren 
Samvel C. Dretzin, Surrey Motors (Lincoln-Mercury). The group will help JDA meet its SKF Appoints Carlson | Edward R. O'Neill jr. has been pauch has joined Th Sa Franci at 
national goal of $5 million to support the American Jewish Committee and the Anti- SKF Industries Inc., Philadel-| appointed manager of the imple- J oo ~ 


Defamation League of B'nai B'rith. phia, has appointed Phillip A. Carl-| ment product planning department a fanee dee Waleatn taes see 


| staff. 





‘Liguid Glaze Saves Us 50) 
on Used Cor Conditioning 


- 















* *® * 


Wanek Joins Brown 


Brown Trailers Inc., Toledo, has 
appointed A. T. Wanek vice-presi- 
| dent in charge of operations. Wanek 
|formerly was vice-president and 
|general manager of an Eagle- 
Picher Co. subsidiary at Dover, 
N. J. 


* * * 


Plymouth Moves DeWitt 


| Harold N. DeWitt is the new 

| Plymouth regional manager in Min- 
neapolis, replacing D. K. Newell. 

| DeWitt formerly was Plymouth re- 

| gional manager in St. Louis. 

| * * . 





Auto Fabric Names Allen 
William G. Allen has been ap- 



























The accompanying letter points up pointed general manager of Auto 
. Fabric Products, Ltd., Montreal. 
one of the most effective and profit- a” ah ie 
able uses for Liquid Glaze products— Textileather Ups Davis 
a ie D. A. Davis has been promoted 
Used Car appearance reconditioning. to purchasing agent of the Texti- 
cs oe leather division of General Tire & 
Liquid Glaze Paste and Liquid Rubber Co., Toledo. He succeeds the 
: : | late Walter A. Schumacher. Davis 
bi. Cleaners provide the best combina- |has been with Textileather since 
ace & ‘ ° ° ° 
ek cee eo ~ ; tion for removing film and oxidation om. a 
“ °¢ ec ° a 
1, JONES. Incorpo! as i and restoring original car color. And New Job for Mabe 
Cc. M. * CUYAHOGA F eA e : : | James C. Mabe jr. has been ap- 
B® aap net ree © Liquid Glaze Spray, with exclusive pointed manager of plant opera- 
eet age : . tions for Chicago Pneumatic Tool 
ern. Glasite, 18 the finest, fastest _— of Co. He formerly was with Douglas 
protecting and beautifying car finish. Aircraft Co., Inc. 
x oe oa 
Ince . - ‘ 
Ligue es gan Why not investigate the advan- U. S. Rubber Ups Merrill 
Lan 7 "nl ° ° 
pe you Dr. R. A. Merrill has been ap- 
pear Sir: minutes of or oo your product tages of a Liquid Glaze treatment pointed assistant factory manager 
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der Kenna has been assigned to the 
No on + safety and fire protection services, 
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! to work with F. G. Wilson. 
cM. JONES, 1 G a a 
Ge Me ence? Rig ‘ d Jaze Hertz Elects 2 Directors 


° ul Edwin J. Carey and Harry A. 
> +0 q Yagle have been elected directors 
Sc of Hertz Corp., Chicago. The elec- 

tions increase the board’s total from 
12 to 14. Carey is president of 
«aes : . : Carey Driv-Ur-Self, Inc., New York, 
District Manager Needed, Kansas City Territory—Write Today. @ member of the Mests Mant-A-Cat 
System. Yagle formerly was an ex- 
ecutive of Metropolitan Distribu- 
tors, Inc., which was acquired by 
Hertz last January. 
ea ; Rect | * & 
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Ford Ups Dew, Boone 
| Orville Dew has been appointed 
manager of Ford Division’s Denv:r 
parts depot, succeeding Merrill ‘’. 
| Boone, who has been named Fo: 4 
parts depot manager at Minneap: - 


Continued on Page 37, Col. 1) 


So ae SERS 


ssi TT 


ae 


sate: 








\ 


Auto Personnel 


(Continued from Page 36) 


lis, Minn. The Denver depot serves | pointed assistant to the operations 

210 Ford and Lincoln-Mercury |manager of the Continental divi- 

dealerships in seven states. sion of Ford Motor Co. Wallace, 
a  . who was formerly administrative 

assistant to the general manager, 

joined Ford as a trainee in 1949. 
+ * +. 


Reynolds Heads Board 
R. S. Reynolds jr. has been 


Fitch Gets New Ford Post 


Thomas E. Fitch has been 
named assistant district sales 
manager for Ford in the Pitts- 
burgh area. Formerly general 
field manager, Fitch succeeds Cy 
Green, who resigned to take over 
a Ford dealership in New York. 

* 


* * 


| ecoee his father, the late R. S. 
eynolds sr. 
1-H Names Osborne i ol 

E. W. Osborne has been named | 
assistant district truck manager in 
Charlotte, N. C., for International 
Harvester Co., Chicago. He had 
been Charlotte branch manager 
since 1954. 


Johnson Named 


Kar-Rug, a product of Wooster 
Rubber Co. 


* * * 
* * * 


Houdaille Names Brooks 
Gerald W. Brooks, who has 


Pittsburgh Ups Hainsfurther | 

Robert M. Hainsfurther has been 
appointed manager of Pittsburgh 
Plate Glass Co.’s plate-glass plant 








two of Houdaille-Hershey Corp.’s 
plants since 1948, has been ap- 
pointed manager of the Chicago 
division plant. Brooks was em- 
ployed by General Motors Corp, 
| Packard and Hupp Corp. 


* * * 


Goodyear Appoints Wing 

Loren E. Wing, resident man- 
ager for Goodyear Tire & Rubber 
|Co.’s field warehouse at Gadsden, 
| Ala., has been named resident man- 
|ager of the firm’s new distribution 
| center now under construction near 
Cleveland. Austin C. Kellett, oper- 
ating manager of the car and home 


| division at Gadsden, will succeed 
elected chairman of the board of| Wing. 
Robertshaw-Fulton Controls Co. He| 


* * * 


Forshee, Collison Rise 
Chevrolet has named Ralph D. 
Forshee manager of its new truck 
assembly plant at Willow Run. Wil- 


Richard G. Johnson, Detroit, has/ liam J. Collison has been promoted 
been appointed sales representative | 
in Michigan for Rubbermaid | 


to general superintendent at Wil- 
low Run. 
ae 


* * 
Bendix Names Franklin 
J. C. Franklin has been appointed 


| assistant group executive of the 


eastern divisions of Bendix Avia- 


served in management positions in| tion Corp. He resigned recently as 





“Gentlemen — This year, we’re 
out to get 20 percent of the total 
1956 auto sales.” 





vice-president of General Aniline 
and Film Corp. and formerly was 
manager of the Atomic Energy 
Commission’s Oak Ridge opera- 
tions. 


Cadillac Unit Promotes 


Harry J. Hollywood has _ been 
named general sales manager of 
Cadillac’s Chicago branch. J. Gor- 








now under construction at Cumber- | 
land, Md. He formerly was assist- | 
ant plant manager at the Creigh- 
ton (Pa.) plant. 


* * 






a 


Dodge Promotes Lippitt 

Dunbar F. Lippitt jr. has been 
promoted to new-car sales and dis- 
tribution manager in the Minne- 
apolis region by Dodge. He for- 


merly was district manager. 
* * * 






Plymouth Promotes Two 


Plymouth has appointed Robert | 
L. Germain regional new-car sales | 
manager, and William Farmer 
city manager in the Minneapolis 
region. Germain formerly was 
district manager in Detroit and 
Saginaw, Mich., while Farmer | 
was city manager in Cleveland. 

* * * 


Lehmann Joins I-H 


E. W. Lehmann, retired head. of | 
the agricultural engineering depart- | 
ment at the University of Illinois, | 
has joined International Harvester 
Co., Chicago, as special representa- 
tive of the vice-president of the 
farm implement division. 

* * ok 


Clark Promotes Phillips 


B. E. Phillips has been named 
assistant sales manager of the in- 
dustrial truck division of Clark 
Equipment Co., Battle Creek, Mich. 
He formerly was New York district | 
sales manager. 

* 





* * 


Battery Firms Appoint 2 


Daniel T. Light has been ap- 
pointed district representative in 
the San Francisco area for Prest-O- | 
Lite Battery Co., Inc., while Alec | 
J. Moir has been named to a simi- 
lar post in the Detroit area by 
Auto-Lite Battery Corp. Both firms, 
divisions of Electric Auto-Lite Co., 
are located in Toledo. 

* * * 


Hallock Gets Ford Post 


J. Richard Hallock has been 
appointed general purchasing 
agent of the special products divi- 
sion of Ford. He formerly was 
manager of the Mercury pur- 
chase analysis department. 

* oe * 


Watson Retires 
J. A. Watson, executive vice- 
president of the automotive division | 
of Motor Wheel Corp., Lansing, has 
retired after 33 years of service. | 
He will remain a member of the 
board. 


* * * 


Helenhouse, Gillen Shifted 

New controller of Ford Motar 
Co.’s steel division is John H. Helen- | 
house, who joined Ford in 1951 as 
assistant controller of the division. 
He succeeds S. J. Gillen, who has 
been appointed controller of the 
tractor and implement division. 

- * * 


Great Lakes Names 3 


William D. Spaulding has been 
appointed operations vice-president 
of Great Lakes Steel Corp. Lee J. 
Wright has been named assistant 
Manager of primary production and 

in E. Groat becomes superin- 
tendent of steel production. 
* * x 


Wallace Moves Up 
William L. Wallace has been ap-| 
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| don Wilcox will succeed Hollywood 


as assistant sales manager of the 
branch. 
+ * al 


Resistoflex Appoints 2 
William Spangler has been ap- 
pointed head of a newly established 
Kansas City sales office and M. H. 
Eberle has been appointed sales 
engineer at the Chicago office of 


| Resistoflex Corp., Belleville, N. J. 


* * * 


Torrington Elects Officers 


W. C. Thompson has been re- 
elected president and director of 
Torrington Co., Torrington, Conn. 
Others reelected are: Milton E. 
Berglund, executive vice-president; 
Floyd A. Pearce, vice-president and 
treasurer; Lawrence W. Smith, 
manufacturing vice-president; Ed- 
ward D. Thompson, sales vice-pres- 


| ident; Byron T. Virtue, engineering 


vice-president; W. Weston Blelock, 
secretary; William R. Reid jr., as- 
sistant secretary; Ray E. White 
and Walter Hudson, assistant 
and Josiah H. Drum- 


| mond, clerk. Directors include F, L. 
| Braman, N. R. Clarke, J. A. Coe jr., 
L. A. Dibble, J. B. Ely, T. H. 
Mueller, Thompson, Berglund and 
Pearce. 





















s 


RIGHT UNDER 
HIS NOSE 


... but does he see it! 


Socony Mobil will help train your —** 


lubrication men to find extra business ° 


Scores of training centers coast-to-coast — plus a staff of 
experienced instructors and salesmen to train your men 


on the job — make Socony Mobil’s lubrication training 


program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 


emphasis on the make of car you sell . . . teaches them to 


point out the need for parts and services to your custom- 


ers. Result: your service departments get extra business, 


your customers are satisfied, you and your lubrication 


men gain an outstanding reputation for quality work. 


ONLY SOCONY MOBIL OFFERS ALL THREE: 


@ America's Favorites — Mobilgas and Mobiloil. 


@ World's Greatest Lubrication 


@ Exclusive “On-The-Job” Training. 


Experience. 


SOCONY MOBIL Oil COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 











BATTERY CHARGER—This 154A Speed- 
O-Matic tester-charger, for both six and 
12-volt batteries, is said to provide five 
different battery tests to identify battery 
trouble. A_ built-in “battery protector” 
makes fast recharging safe, it is claimed. 
Franklin Mfg. Co., Minneapolis, Minn. 

at -® 





GIFT TOOL SETS—The Vaco line of tool 
sets for gift-giving has been expanded to 
a wide range of price classes. The sets 
run from a mounted midget screwdriver 
with a “thank-you” message inside a card 
to a plier, wood chisel, screwdriver set. 
An illustrated brochure is offered showing 
all sets. Vaco Products Co., 317 E. Ontario 
St., Chicago 11, Ill. 
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MIXTURE CONTROL 


7 NN ea 






CLEP ED 


“MICRO - DIAL” 


MIXTURE CONTROL—Pow-R-Jet replaces 
the solid idling screw in the carburetor. 
It is said to give finer adjustment of fuel 
and air mixture and prevent overloading 
the engine with raw gasoline by bleeding 
air during periods of high vacuum. A 
calibrated dial is supplied for adjustment 
accuracy. Almquist Engineering, Depart- 
ment 100, Milford, Pa. 
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VACUUM FILTER—A pleated, internal 
cloth filter has been designed for Premier 
vacuum cleaning machines. Heavy - duty 
units now equipped with external, bag- 
type filters can be switched to the new 
filter which, triples the filtering area and 
increases suction efficiency, it is claimed. 
Premier Co., Department KP, 755 Wood- 
lawn Ave., St. Paul, Minn. 

“ae ae 


Early Autos Pictured 


On Christmas Cards 


Early automobiles and the part 
they played in shaping America 
are the theme of a series of Christ- 
mas cards by Barker Greeting Card 








Co. They come in a box of 16 cards 
with eight designs. 

Pictured are a 1902 Autocar Run- 
about, 1906 Cadillac, 1908 Ford 
Model T, 1904 Columbia Electric, 
1877 Selden’s Motor Wagon, 1899 
Packard, 1909 Stanley Steamer and 
1904 Rambler. Write Bill Shane, 
1304 Clay, Cincinnati, for samples. 

* + + 





ANCHOR SHOE CLAMP—The No. 4140 
fixed anchor shoe clamp is designed to be 
used with Ammco’s model 2000 Safe-Arc 
brake shoe grinder. It is said to allow 
shoes for cars now using brakes with only 
star wheel adjustment to be ground to an 
arc giving, 100 percent efficient lining to 


drum contact. The two devices handle 
all shoes for drums eight to 17 inches in 
diameter, including those for fixed anchor 
brake assemblies, it is claimed. Ammco 
Tools, Inc., 2100 Commonwealth, North 
Chicago, Ill. 


« 





LIFT TRUCK — A series of industrial 
lift trucks has been added to the Yale 
line of gas, diesel and LPG powered 
equipment. Known as the KGAS51 line, 
the trucks are equipped with the fully 
automatic Yale torque transmissions, elimi- 
nating manual shifting of gears. Built in 
capacities from 3,000 to 8,000 pounds, 
they are said to feature the latest in fork 
truck design. Yale & Towne Mfg. Co., 
11000 Roosevelt Bivd., Philadelphia 15, 
Pa. 
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GREASING SYSTEM — Forster Bros. has 


developed a centrally located greasing 
system for 1955 and 1956 Chevrolet and 
Ford automobiles. Said to save 90 percent 
of the time required for regular grease 
jobs, it consists of a series of flexible 
hose lines connected to each point of 
lubrication on the chassis. The lines are 
grouped in a header block under the 
hood for quick access. Forster Bros. Mfg. 
Co., 92 E. Lanark Ave., Lanark, il. 
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SEAT COVERS—Pinehurst 88" is a line 
of seat covers designed to meet the -mar- 
ket for covers in late-model cars with 
highly styled interiors. Featuring the latest 
styling trends, the covers are said to be 
resistant to static, burns and stains, and 
will not fade. Howard Zink Corp., Fre- 
mont, O. 
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BRAIDED FUEL LINE—Metalo Prene is a 
metal braided fuel line that features a 
Neoprene inner tube and a high-degree 
of flexibility. The line is said to be non- 
kinking and may be curved, twisted, or 
knotted without impairing free flow of 
fuel, and will not chafe. Available in all 
popular sizes, they are packaged in fac- 
tory-sealed plastic bags which are fitted 
with a grommet for hanging. Planet Metal 


Products, 964 Dean St., Brooklyn 28, N. Y. 
* * ® 





BRAKE CHART —This four-page chart 
contains specification data on brake lin- 
ings and lined brake shoes for all U. S.- 
made cars and light trucks, including 1955 
models. The 12 by 18 inch folder may be 
fastened to the shop wall to prevent mis- 
placement. Raybestos division of Raybes- 
tos-Manhattan, Inc., Bridgeport, Conn. 

ee 





EXHAUSTER SYSTEM—An exhauster sys- 
tem for removing fumes from garages, 
shops and areas where men are working 
on cars and trucks has been announced 
by Durkee-Atwood Co. Known as E-10, it 
will serve both dual and single exhaust 
pipes. Complete package provides metal 
door vent, 8’ and 4’ exhaust tail pipe 
adapters and “Y" connectors. The ex- 
hauster hose and accessories can be as- 
sembled in any number of multiples by 
easy snap-on method. Durkee-Atwood Co., 
Minneapolis 13, Minn. 

. 2 





WHEEL ALIGNER—Lite-A-Line is a wheel 
aligner that.employs the light-beam prin- 
ciple to record all wheel alignment read- 
ings. The light beams are projected to 
panel charts from Hunter projectors, which 
are installed on the front or rear wheels 
of the vehicle. The Hunter projector fea- 
tures a runout compensator, which com- 
pensates for any discrepancy in the wheel 
assembly. The Hunter is offered in 12 dif- 
ferent groups, for use on the floor, with a 
rack, frame lift, drive-on lift or a pit. 
Hunter Engineering Co., St. Louis 24, Mo. 

i. a), a 


Tyrex Brings Out Kit 


For Tubeless Repairs 


Tyrex Sales Corp. has marketed 
an all-purpose Tyre-X tubeless tire 
service repair kit which the firm 


said is tailor-made for dealers and 
service stations. 

It will enable dealers, Tyrex said, 
to make instant and permanent re- 
|pairs to punctures up to five-six- 
teenths of an inch in size from the 
outside of the tire without remov- 
ing the wheel or the tire. It is 
packed in a cylindrical can. Fur- 
ther information may be obtained 
from Tyrex Sales Corp., 71-09 Aus- 
tin St., Forest Hills, N. Y. 


* * * 


EMBOSSED METALS—Sun 3-D Steel is a 
vinyl-coated, embossed-textured metal for 
improving the appearance of cabinets, 


panels and housings. It can be deep- 
drawn formed or punched without effect- 
ing the embossed pattern, it is said. The 
product comes in coil and sheet form to 
48 inches wide, and the vinyl coating is 
available in any color. Sun Steel Co., 1702 
|W. 74th Place, Chicago 36, Il. 
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INDUSTRIAL MAGNETS—Alnico V Mag- 
nets are offered in small rectangular form 
for holding paper, film or acetate to any 
steel or iron surface without taping or 
tacking. Cadmium plated against rust, 
they can be used on production lines to 
hold job instructions, or to secure blue- 
Prints, notices, maps, price lists, schedules 
and cost sheets. Magnex, Inc., Department 
M-66, 851 Broadway, Denver 3, Colo. 


se # BALL BOOT — Designed for all late 


model Chevrolet cars and pickup trucks 
(through 1954) and for GMC pickups, 
the Davis Ball Boot is a neoprene sealing 
sleeve said to prevent the intrusion of 
dirt into the ball housing coupling and 
transmission. Fatigue tests on the boot 
indicate a life expectancy equal to over 
500,000 miles of driving, it is claimed. 
Davis Ball Boot Co., 2301 Yale St., Houston, 
| Tex. 








BUFFER — A flexible shaft buffer for | 
buffing both tires and tubes before ap- | 
| plying the repair patch has been de-| 
veloped by Egan Mfg. Co. The buffer can 
be attached to any quarter-inch drill, 
or with a fitting can be attached to any 
other small electric motor or polisher, it 
|is claimed. H. B. Egan Mfg. Co., Musko- 
gee, Okla. 





BRAKE CALCULATOR — Cali-Brake is 
an instrument for measuring inside di- 
|ameters of brake drums and outside di- 
;ameters of brake shoes. It can be used 
to indicate drum wear on drums of 
popular sizes, and provides rules to 
measure width, length and thickness of 
lining. Johns-Manville, 22 E. Fortieth St., 
|New York 16, N. Y. 
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CREEPER HEADREST—The nO-aKe ad- 
justable headrest is said to fit any cre- 
eper. It is padded with foam rubber 
and can be adjusted to any of five po- 
sitions. Midstate Mfg. Co., 1131 S. 
Bannock St., Denver, Colo. 

_— 


SPRING BOOSTER — Packard is said 
to have accepted this Air Lift pneumctic 
spring booster as an auxiliary lift for its 





HOSE REMOVER—The Mitchell Hose-Off 
is a tool that permits easy removal of 
radiator hoses on practically all makes of 
cars without damage to the radiator or 
hose. It is said to fit hoses of many diam- 
eters, and can be used in removing hoses 
from the block by removal of the back 
plate. Mitchell Hose-Off, 335 Peck St., 
Stevens Point, Wis. 


torsion-level suspension on new mode's. 
The boosters are heavy butyl chambers 
enclosed in coil springs, and are said to 
absorb stress of overloads up to 1,590 
pounds, when inflated with air. They cre 
in wide use throughout the trailer-towing 
industry, it is claimed. Air Lift Co., 2330 
W. Main St., Lansing, Mich. 
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Li wsuits Affecting Dealers ... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

e E. WEBSTER, of Webster 

¢ Chevrolet Co., Cody, Wyo., 
writes: “Having read your section 
for many years, I am taking the 
privilege of writing to you to ask 
your opinion of a case I now have 
pending. 

“First, however, I wish to tell 
you how much I appreciate the 
many helps you have given me and 
I have stated many times that your 
section alone is worth many times 
the cost of a subscription to the 
AvuToMoTIVE News. 

“In November, 1953, we sold a 
customer a 28-foot trailer house 
on a conditional sales contract. 
In November, 1954, he advised me 
he desired to turn the trailer 
house back and I replied that I 
would bring suit for deficiency 
if it was necessary for me to do 
so. 

“He then engaged a lawyer and | 
in December, 1954, wrote to me that 
the trailer house was not a 28-foot 


trailer house as it had been repre- | - 


sented, but was only 24% foot. He} 
contends that this is a breach of | 
warranty and the contract is void, 





and that I must take back the 
trailer and clear him. 


“I can prove that when the sale 
was made the purchaser looked it | 
over carefully, etc., and made no} 
statement as to the length. How- | 
ever, the sales order does describe 
the trailer house as 28 feet, and | 
the contract describes it as 27 feet. | 

“It is my opinion (after reading | 
your columns hundreds of times) | 
that in view of the fact that the| 
customer kept this trailer house | 
for over a year, during which time | 
no complaint was made as to the} 
length, that I do have adequate | 
grounds to sue the customer with 
reasonable chance of winning a de- | 
ficiency judgment. What is your 
opinion ?” 

* * * 


Liable for Difference? 


| 

Art=e reviewing the law on the | 
involved subject, my opinion is | 

as follows: You are correct in the} 
assumption that the court may | 
hold in your favor because the | 
buyer failed to complain for over | 
one year. 
On the other hand, if the pur-| 
chaser did not know, when he| 
signed the contract, that he was| 
getting a 24% foot trailer instead | 
of a 28-footer you may be liable to} 
him for the difference in the price | 
of the two jobs. It is my opinion | 
the buyer cannot at this time re-| 
scind the sale. 
See following relevant cases: | 
Murdock, 104 N. E. (2d) 486; Union | 
Motor, 264 B. W. (2d) 592; Deer 
Motor, 68 Atl. (2d) 337; Tucker, 48 | 
Fed. Rep. (2d) 783. | 
The higher courts consistently | 





Plymouth Expects | 
20,000 Salesmen at 


Training Sessions | 


DETROIT. — More than 20,000| 
Plymouth salesmen are expected to 
attend the Plymouth announcement | 
Product training meetings being 
held in 400 cities throughout the 
country prior to the Oct. 21 an- 
nhouncement of the division’s ’'56 
line, William L. Martin, Plymouth 
Sales manager, announced last 
week. 

Plymouth field representatives | 
are in charge of the sessions. 

Martin said that the large num- 
ber of persons who will attend this 
year's conferences represent a 50 
Percent increase over last year’s 
total. 

Subjects to be covered at the ses- 
sions include Plymouth’s new styl- 
ing, the new V-8 engine, push but- 
ton driving and safety features. 
Prizes will be awarded to persons 
attaining the highest scores on the 
comprehensive examination to be 
Siven at each conference. 





Warder Buys Into Deal 
Arch Warder is now co-owner 
and vice-president of Day Chevro- 
let Co. Aurora, Colo., succeeding 
the late Charles A. Parker. George 
Y is president. 





hold that a purchaser who is 

dissatisfied with a purchased au- 

tomobile, or other merchandise, 

must make complaint within a 

reasonable period of time, other- 
wise he forfeits his legal rights 
to rescind the contract. 

Nevertheless, the court usually 
will award damages to the pur- 
chaser equal to the difference in 
the value of the purchased auto- 
mobile and the one delivered to 
him. 

Of course, if the purchaser 
promptly complains on such a con- 
tract, he may either completely 
rescind the contract, or recover 
adequate damages. 

See Ader v. Zimmer, 71 S. E. (2d) 
270, where it was shown that an 
automobile dealer sold a purchaser 
an automobile representing it to be 
a 1949 model. Later the purchaser 
discovered that it was a 1948 model. 
He sued the dealer. 

The higher court held the 
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|and the higher court held that the 





| dealer liable to the purchaser for 
| $1,000 damages. 

| For comparison, see Water Co. 
|v. Murdock Acceptance Co., 104 
|N. E. (2d) 486. Here it was shown 
a buyer and seller signed a con- 
tract which contained a _ clause 
that the automobile being sold was 
a 1945 model. Later the purchaser 
| discovered that it was a 1941 model. 


The purchaser sued the seller 


seller was not liable to the pur- 
chaser on a warranty that the 
automobile was a 1945 model. This 
was so because the contract con- 
tained a clause that the seller 
would not be liable on any war- 
ranty. 





WOULD YOU CRAWL TO WORK? 


Shift of License Tags 
Trips Unwary Owner 


An auto dealer in St. Johnsbury, 
Vt., paid a fine of $5 and costs of 
$8.15 for a woman employe charged 
with operating an unregistered 
motor vehicle. 

It was brought out in testimony 
that a salesman for the dealership 
had removed plates from the car of 
Mrs. Helen R. Marden without her 
knowledge and put them on another | — 
vehicle to demonstrate for a pros-| 
pective buyer. 





—_ - 


Crows Aid Driver Training— 


E. R. Crow sr., president of Westfield Motor Sales Co., Westfield, N. J., second 
from left, presents three 1956 Fords to school officials of Westfield, Cranford and 
Scotch Plains, N. J., for use in their driver education programs. From left are Joseph 
W. Freeman; Crow sr.; Earl R. Smith; C. Stewart Mead, educational consultant for the 
|New Jersey Automobile Club; Paul W. Selby, and E. R. Crow jr., vice-president of 
Westfield Motor. The presentation was made on Ford's announcement day. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
' Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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LOW-COST ONE-PIT INSTALLATION 


MECHANICS WORK FASTER 
ON THEIR FEET UNDER 


PROFIT-MAKING 
GLOBE (jtsaefonac’ HOISTS 


Job studies prove 75% of all repairs are handled 
quicker, easier when cars are on Globe “‘Frame-Kontact”’ 
Hoists. Savings in repair time are tremendous, from 


25 to 60%. 


Average muffler installations take only 15 minutes... 
complete tire rotations are made in 10 minutes or less! 
Because jobs roll in and out faster, ‘“‘Frame-Kontact”’ 
Hoists quickly pay for themselves... quickly boost 
your service business! 


FAST, ONE-VALVE CONTROL 
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NO TIME LOST CRAWLING TO 
AND FROM THE JOB 
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FLAT CONTACT MEMBERS 


PERMIT FREE USE OF 


GLOBE HOIST COMPANY 
East Mermaid Lane 
Philadelphia 18, 
send me compl 
Kontact”’ Hoists includ 


low oil control an 
Globe. 


found only in 


at Queen Street 
Pennsylvania 
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Auxiliary tools and equipment can be kept close at 
hand. All underside parts are within easy reach. No 
stooping, bending, crawling, or sliding. 


Cylinders, spaced 42” apart, provide wide-open work- 
ing space under chassis. Lifting height is highest of 
any comparable Hoist ... accommodates tall or short 


FLOOR AREA - 
mechanics. 


Talk to your nearest Globe distributor or use the 


coupon below. 
















AN-714-FKH(2) 
SEND FOR 
THE FACTS TODAY! 




















The principle of ‘Frame- 
Kontact’ lifting was in- 
vented, pioneered, patented 
and licensed by Globe 
Hoist Company under the 
following U.S. Patents: 
2458986 - 2593630 - 2593635 
-2612344 -2612355 -2654443. 
Other U.S. & Foreign Pat- 
ents issued and pending. 









é £ ' ) 
| ad 
WY 


A i) ae 


BY vue wasr LirT\s 













State__—— 






ST iedaialT 


WORLD’S MOST COMPLETE LINE OF 


AUTOMOTIVE AND HEAVY-DUTY TRUCK 


HOISTS 
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Kansan Sells 3 Times U. S. Average... . 





‘Send More Station Wagons’ 


By L. H. Houck 
Staff Correspondent 

LEAVENWORTH, Kans. — “If 
there’s any overproduction, I hope 
it’s in station wagons,” Paul Strand, 
manager of Boling Motor Co. 
(Ford) told Automotive News, “be- 
cauSe We sell more than three times 
the national average in this type 
of vehicle.” 

Strand says he never seems to 
get enough station wagons and 
that they’re easier to sell than 
any other model on the floor. 

Why the accent on station wag- 
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Quality. .. SINCE 1881 


ons in Leavenworth? Strand ad- 
mits that the U. S. Army has much 
to do with the demand. 


Leavenworth is the home of the 
Fort Leavenworth Command and 
General Staff College course for 
the Army. Staff and field officers 
from all parts of the country come 
here for 10-month courses. 


These officers rank from major 
up, and the typical officer has a 
wife and two children who travel 
with him in the frequent changes 
of station. 

Strand studies the needs and 
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Mail Coupon For Information 
and Color Card on Arco 45. 





wants of these officers and tries 
to provide the type of service and 
sales that they like best. 


That he has done it successfully | 


is evidenced by the fact that last 
year Chevrolet out-registered Ford 
in the county by 74 units but Ford 
out-registered Chevrolet in Leaven- 
worth by 12 units, all sold by Bol- 
ing Motor Co. 


Most of these officers prefer sta- 
tion wagons because for their pro- 
fession it is a functional vehicle 
that gets the job done. Competi- 
tion is keen because all makers 


have station wagons and the offi- 
| cers are well informed. 

| Most of them can discuss the 
advantages of various makes with 
the best salesmen. They are not 
susceptible to scare tactics, gim- 
micks, or excessive terms. 


While they are not bargain 
hunters in the true sense of the 
word, they do know list prices 
and the value of their tradein. 
They cannot be influenced by 
others, because they have few 
Personal ties with firms and indi- 
viduals in this locality. 
Consequently the sales effort 
must be placed on performance, the 
availability of service throughout 
the nation, quality of construction 
and accessories. 

The typical Army officer in these 
| brackets trades about every two 













the automotive enamel 
that air dries 
for delivery 
in any weather 
in 


45 MINUTES 


...for two-toning new cars 


...panel repair...and 


complete refinishing! 


TRACE MARK 


THE ARCO COMPANY , Dept. 105 
7301 Bessemer Avenue 
Cleveland 27, Ohio 


Name 
Company 
Address 
City 







Gentlemen: Please send me complete information on Arco 45. 
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years. When he comes to the deal« 
he almost always has pre-selecte ! 
his car and is ready to talk pric« 
and delivery. 

Most are prepared to wait fo 
what they want if it is not in stocl.. 
Many pay cash for their cars an‘! 
jalmost all have ready credit a 
their home town or local bank 
jand with financial institutions 
within the services. 

The experience Strand and Bol- 
ing Motor Co. has had with this 
type of purchaser is all good. 
There never has been a reposses- 
sion or a kickback from an Arm) 
officer. 

Army officers, like other Ameri- 
can buyers, bring their wives in to 
make the final selection, but even 
here is evidence that the unit ha: 
been pre-selected and all that r« 
mains is the choice of minor items 
like seat covers and possibly col- 
ors. And for these they are willing 
to wait. 

Another interesting feature is 
that almost all take good care of 
their vehicles so their tradeins are 
the best of the crop. 

Strand said that when the sales- 
man can say that the unit was 
owned by Col. So-and-So, he has 
another recommendation that goes 
well with the civilian used-car 
buyer. 

Another point that has spurred 
the sale of station wagons in this 
locality is the large number of 
them on the streets. 

This increases the knowledge of 
the uses and desirability of this 
type of vehicle, thus more people 
ask about prices and terms on 
station wagons. 

As more are bought by Army 
officers and other Government per- 
sonnel, the ratio of those owned by 
the civilian population goes up. 

Since the national percentage of 
station wagon production is around 
14 percent and almost. half of Bol- 
ing’s gross sales are station wag- 
ons, it is apparent that they don’t 
make enough such vehicles to sup- 
ply this dealership. 

That’s why Paul Strand says: “If 
there’s any overproduction, I hope 
it’s all in station wagons.” 








Goodyear to Spend 
$100 Million on 


Plant Expansion 


AKRON.—Goodyear Tire & Rub- 
ber Co. is in the midst of a two- 
year plant expansion and improve- 
ment program involving $100,000,000, 
according to P. W. Litchfield, board 
chairman. 


The program involves several 
new plants. Part of the program 
has been completed, some is under 
way and the remainder is in the 
approved stage. 

In the U. S., new plants or addi- 
tions to present factories are being 
Or will be constructed in Akron; 
Houston; Jackson, Mich.; Niagara 
Falls, N. Y., and Litchfield Park, 
Ariz. 


New plants abroad include tire 
factories in Scotland, Colombia and 
Venezuela. 


Financial 


American Enka Corp. reports 
that sales for the first 32 weeks this 
year were at an annual rate of 
almost $70 million, compared to 
$60 million in 1954. 

The filament - rayon - yarn maker 
said production has averaged about 
94 percent of capacity this year, 
or close to 108 million pounds 
annually. Present employment of 
5,100 is an all-time high, the firm 


said. 
cs * * 


Gould-National Profit 


Drops to $581,744 


ST. PAUL.—Gould-National Bat- 
teries, Inc., reported net earnings 
of $581,744 for the quarter ended 
July 31, compared with $627,294 
in the corresponding period last 
year. 

Sales of $15,229,517 compared 
with $14,876,828 in the comparatie 
quarter of the preceding year. 

* = * 


National Motor Bearing 
National Motor Bearing Co., In-., 
first-half report, 1955 vs. 1954: bt 
profit, $365,289 and $500,706. 
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@ if you talk to a woman about your car 
as though she were a garage mechanic, she’ll sizzle. But if you talk 
to her as a woman, she’ll warm up like a sunny day. 





M The best place to talk a woman’s language is in 

a woman’s magazine. Because there she expects to hear her own 
language spoken from cover to cover. She feels as though she’s 
reading about herself on every page. 


Mi The magazine that generates the most warmth from the most 
women is Ladies’ Home Journal.* It’s the magazine 

that understands her best. So it’s the magazine 

that she responds to best. 


*Among all magazines edited for women, the Journal is: 


No. 1 in total circulation 
No. 1 in newsstand sales 
No. 1 in advertising revenue 


Never underestimate the power of the No. 1 magazine for women... 


° ‘ 
° 
Lodies Cuca 
A CURTIS PUBLICATION 


* 
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But Horsepower Remains a Secret. . 


| 
| 


Continental Mark IT Unveiled 


HE long-awaited Continental|the Continental is styled along 
Mark II, described as the only|what the company calls “modern- 
custom-made car built on a pro-| formal” lines. 


duction line, will appear in dealer Rear fenders, bumpers and grille i 


showrooms Oct. 21. are blended with the basic body 

It will be a two-door hardtop/to achieve an integration of all 
and will be available in 14 solid components of unified design. In 
and five two-tone combinations. general, the overall ratio of hood- 


Continental division of Ford |jength to passenger-compartment 
Motor Co. did not announce the length to rear-deck length of the 


eee ay tes te — former Lincoln - Continental has 
with the highest in the industry | een maintained. 
and is considered “more than |  Superfluous ornamentation has 
adequate for top performance.” | been avoided and the Mark II has 
A spokesman said the horsepower | 21 square feet of glass area. 
may not be announced at all, but| Parking lights are located in the 
_ as Seam 7 “— aes tae front bumper, corresponding to 
aine rom e fact a e ‘ 
Eadimewer of the 1956 Lincoln is the dual exhaust ports in the 
285 and the engine of the Mark II,| T¢@® bumper. 
has the same displacement and| The instrument panel is simple, 
compression ratio. | consisting of four clusters welded 
gh into the top of the front panel 
ETURNING to the auto scene| near the steering wheel. The dash- 
after an eight-year absence,|board and instrument panel are 





covered with imported leather to 


match the upholstery. 
x BS * 


NOTHER distinctive feature is 
the spare tire mount, also re- 
tained from the Lincoln-Continen- 
tal. The tire rests inside the 
luggage compartment beneath a 
moulding stamped into the rear- 
deck lid. 

Exterior dimensions of the car | 
are: wheelbase, 126 inches; length, | 
218.4 inches, height, 56 inches, and | 
width, 77% inches. 


The only optional feature will 
be air conditioning. Among | 3 
standard features are automatic | Inside the Mark Il— 


transmission, power steering, Dashboard and hood over the instrument panel of the Continental Mark II are 
power brakes and power windows. | trimmed in imported leather dyed to harmonize with the interior color scheme. Instru- 


Interiors feature imported, hand-| ment panel is in keeping with the car's 
worked leathers and deep-pile | toe 
carpets and are available in six) lesse. There are 49 trim schemes, 
fabric selections — leather, broad-|23 of which are all-leather. 
cloth, leather and nylon, leather | re ee 
and matalesse, broadcloth and|! ge» engine is an overhead valve 
nylon and broadcloth and mata- | V-8 with a compression ratio of 








New Blue Sunoco 
Delivers Premium 
Octane At 


Regular Ga 


Price 


Recommended for the newest high- 
compression cars whose owners’ manuals 


specify the use of 


Sun Oil Company does it again, with a New Blue 
Sunoco, raised in anti-knock power for every make 
car, that delivers more miles-per-dollar than premium- 
priced brands. This step forward is the result of Sun’s 
one-grade policy and another reason why Sunoco deal- 
ers, on the average, pump twice as much gas as com- 


A SUNOCO DEALERSHIP MIGHT BE 
OPEN IN YOUR TERRITORY 


Call our local office or write us direct: 
Sun Oil Company, Philadelphia 3, Pa. 


SUN OIL COMPANY, 


premium gasoline 


petitive dealers. Sunoco dealers know Sun guards 
against overlapping markets. They know they’ll com- 
pete with other brands—not with each other. And they 
know this: the regular-priced, premium octane gas 
they sell will bring more profits right down the line — 
from oil sales to lube jobs and TBA. 


Philadelphia 3, Pa: 


“‘modern-formal” design. 


* * * 


9 to 1. Displacement is 368 cubic § 
inches, bore is 4.0 and stroke 3.66. | 
The automatic transmission is of 
the torque converter type. 

The 56-inch height has been 
achieved without sacrificing 
headroom by means of modified 
ladder-type frame and widened 
siderails. 

Special air-intakes at the lead- 
ing edges of the rear quarter panels 


Rear-Deck Tire Mount— 


Reminiscent of the former Lincolin-Conti- 
nental is the spare-tire mount of the 
Continental Mark Il. The tire rests in the 
luggage compartment beneath a moulding 
stamped into the rear-deck lid. 

Ok oe * 
are cast into the bodies of cars to 
be air conditioned. All bodies are 
undercoated before assembly. 

Each car is shipped in a fleece- 
lined canvas and plastic covering 
for maximum protection in transit. 

ed = * 

j= of the Mark II designation, 

rather than a model year, is 
based on the assumption that the 
Lincoln-Continental constituted the 
Mark I series. A total of 5,322 Lin- 
coln-Continentals were produced in 
six model years from 1940 to 1948. 

The Mark II will be sold 
through Lincoln dealers who have 
signed a Continental sales agree- 
ment, the company said. 

The Continental program was 
approved by Ford’s board of di- 
rectors July 7, 1953. ‘ 

The first engineering prototype 
was completed and driven on 
Ford’s engineering test track Dec. 
24, 1954. The first production car 
was completed June 24, 1955. 


Capital Auto Show 
To Highlight U.S. 
Vacation Spots 


WASHINGTON. — “Vacation 
Land—uU.S.A.” will be the theme 
of the Washington Automobile © 
Show, Jan. 7-15, the auto show 
committee of the Automotive Trade = 
Assn.—National Capital Area, re- | 
ported last week. 

Advertising, decorations and pub- 
licity will highlight vacation spots © 
in the United States and urge vis- 7 
itors to use their automobiles to 7 
reach these locations, explained 
show manager Mike Murphy. 

The National Guard Armory, 
where the show will be held, will 
be decorated with large pictures 
depicting famous vacation spots } 
and route markers from every state | 
will be displayed around the bal- 
cony. 

Committee members are Jack J. 
Blank (Pontiac), chairman; Joseph 
E. Bowman (Studebaker), Henry 
J. Gartler (Lincoln-Mercury), Mar- 
tin P. Joyce (Chrysler-Plymouth) 
and Merle L. Creel (accessories). 











SPORTS AFIELD ANNOUNCES... 
THE GREATEST EXPANSION 
PROGRAM IN ITS HISTORY! 


@ We at Sports Afield firmly believe that the boom in the sportsman’s 
market — spectacular as it is — is only just beginning. 


® We believe that the growth of fishing, hunting, boating and other 
do-it-yourself sports over the next ten years will far exceed anything 


that has gone before. 


@ That is why — starting with the October 1955 issue of Sports Afield 
—weare... 


1. Doubling the number of editorial 
pages in the feature section. 


2. Doubling our already large number 
of four-color editorial pages. 


See the new Sports Afield . . . it's the most exciting thing in all outdoors! 


SPORTS AFIELD 


THE AUTHORITY FOR FISHING AND HUNTING 
A Hearst Mac E, 959 Eighth Avenue, New York 19, N. Y. 








ROUGHAM? .. . Education? If 

you don’t remember the word 
“brougham,” congratulations on be- 
ing so young at the beginning of 
the most exciting era. 

According to Webster: “Lord 
Brougham (1778-1869)—Brougham: 
A gasoline powered limousine with 
the driver’s seat enclosed.” 

What’s it got to do with educa- 
tion? 

Lord Brougham said, “Educa- 
tion makes a people easy to lead, 
but difficult to drive; easy to 
govern, but impossible to en- 
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slave.” But education takes 

money! 

Right now there are almost 40 
million persons enrolled in our 
schools and colleges—258,000 more 
than a year ago and the same rate 
of increase is expected at least un- 
til 1960. We are short 140,000 teach- 
ers and 250,000 classrooms. 

Last year’s record of 55,000 new 
classrooms should be nearly tripled 
every year if we hope to catch up 
by 1960. That’s when the wave of 
war babies that has already hit the 
elementary schools will hit the 
colleges. : 

* 


Lower Costs Sought 
ECENTLY Ford gave $50 mil- 
lion to raise teachers’ salaries 

and the United States Office of Ed- 

ucation started. a research program. 

One of the things the USOE hopes 

to find out is how to revise the old 

building codes to make new school 
construction less expensive. 
Fortunately, schoo] building 
costs have gone up less than any 
other kind of building costs. 

Schools built in the last few years 

show a cost per pupil of $1,265 to 

$3,128 for high schools and $555 
to $3,128 for elementary schools 

... highest in the New York area 

and lowest in the Central South. 
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Il-H Adds Nine Truck Models— 


This model RD-220-H tractor is one of nine‘ diesel-powered trucks. added to the 
heavy heavy-duty line manufactured by International Harvester Co. Ranging from 
26,000 to 60,000 pounds GVW, the trucks are equipped with NHB-600 Cummins 
engines, developing 165 horsepower. The tractor is one of seven additions to the fleet 
of Transport Co., Corpus Christi, Tex. 





North or south, that still ain’t | something about it. The Ford Foun- 
hay! dation, Carnegie Corp. and several 
But teachers and school build-| business and industria] firms have 

_ - 9 ao eee Ww deee. formed the National Merit Scholar- 
ccording to the Nationa uca-!ship Corp., aided by $20 million 
2 : | ” 

tion Assn., at least 200,000 gifted | +m Ford and $500,000 from Car- 


high school graduates—and none : 
seems to know Row many perfectly | "&8ie- The Sears-Roebuck Founda- 


normal graduates — were unable to|tion made a grant of $600,000 and 
go to college this fall because of | Time, Inc., allotted $30,000 for five 
lack of funds. scholarships. Several thousand 

Businessmen have started doing! other scholarships have been 


MR.CAR DEALER: How 


do you think 


stay in business ‘ 


The answer to this question is important to you! 


For, today you are selling the highest powered 
cars in history. These cars will be driven at high 
speeds over more than 400,000 miles of roads and 
highways from coast to coast. This situation puts 
an extra demand on tire safety. 


Car engineers and tire technicians agree that ARMSTRONG’S three patent- 

protected features: Ounce of Prevention Safety Discs, 
Interlocking Tread and Uni-Cushion Contour have contributed 

more to tire safety than any other development in the tire industry. 








WEST HAVEN , CONN, 






DES MOINES, IOWA 


What keeps us in business, then? Simply this. The public 
recognizes ARMSTRONG’S leadership in tire safety engi- 
neering. That’s why each year, more people switch to 


ARMSTRONG Tires than ever before! 
And remember, Mr. Car Dealer. ARMSTRONG’S ascend- 


ancy is directly attributable to the public’s recognition of 
this leadership in tire safety engineering. 


For your customer’s safety . . . for your own profitable 
future . . . investigate the advantages of an Armstrong 
franchise today! 


Armstrong Rubber Co. 


ONE OF AMERICA’S LEADING PRODUCERS OF REPLACEMENT TIRES 





granted by national, state and local 
business concerns. 

Two-thirds of the 6,000 founda- 
tions in the U. S.—seven with assets 


over $100 million — are primarily 
interested in education. 
cd Ed * 


Not Enough Money 

HAT all sounds like a lot of 

money. But it’s not enough by 
a long shot. That’s why a White 
House Conference on Education 
has been scheduled for Nov. 28- 
Dec. 1. Educators and other ex- 
perts will try to come up with the 
answers to the teacher and build- 
ing shortages and the need for 
scholarships. 

Prominent educators have sug- 
gested a civilian “G. I. Bill of 
Rights.” A university president 
thinks that too many colleges in 
one state doesn’t give the most 
for the least. The NEA wants 
the Federal Government to enter 
the scholarship business on a big 
scale. Many others believe that 
Federal aid to schools will be 
necessary. 

P. S. Sooo-oh . . . What are we 
going to do about it? Mark Twain 
said, “Training is everything. The 
cauliflower is nothing but a cab- 
bage with a college education.” 

Just pick up any metropolitan 
newspaper and read the want ads 
in the business section. Business- 
;}men don’t want cabbages. They 
want engineers, scientists, physi- 
cists the boys who know 
sumpin’. 

Talk about killing two birds with 
one stone. Set up a scholarship 
and it will be like flushing a covey 
of quail when you are out with 
|that fancy over-under job. How 
| can you lose? 
| ’Steada paying more taxes you 
| get a reduction ...a kid gets to go 


to college . . . you pay back that 
free education you got... you get 
trained personnel and — “what’s 


| more—help to keep this country on 
| the top of the heap. 


To Manufacture 


Parts in U.S. 


| NEW YORK. — Volkswagen, 
| Europe’s largest automobile manu- 
facturer, plans to manufacture in 
the United States those parts which 
can be made economically, The 
New York Times reported last 
week. 

The four-cylinder engine and 
other basic parts will continue to 
be made in Germany, however. 

As announced previously, the 
West German auto maker will as- 
semble cars in this country. It has 
purchased the Studebaker-Packard 
assembly plant near New Bruns- 
wick, N. J. No date has been set 
for the plant’s opening. 

All Volkswagens now are assem- 
bled in Germany and American 
dealers report that purchasers are 
waiting four weeks for delivery. ~ 

A new Volkswagen glamor model, 
the Karmann-Ghia coupe, wil] be 
introduced in the United States this 
month. Although the car has not 
been shown here, dealers report 
brisk business and a four-month 
wait for deliveries. The car will 
retail at $2,395 on the Eastern Sea- 
board. 

In the first seven months of 1955, 
Volkswagen sales in the U. S. re- 
portedly were 13,117. The British 
built Nash and Hudson Metropoli- 
tans were second with 4,303 and the 
MG third at 2,378. Total 1955 Volks- 
wagen sales in this country will 
hit 25,000, it is estimated. 


Montagnet Heads 
Ford Sales Area 


DEARBORN. — George P. Mon- 
tagnet, a 32-year Ford veteran, has 
been named sales manager of Ford 
Division’s central 
sales region at 
Kansas City. 

He will be re- 
sponsible for five 
district offices in 
a 10-state region, 
which includes 
1,000 Ford dealers. 

Since 1954, Mon- 
tagnet has been 
assistant regional j 
sales manager at 
Kansas City. He %- ©. Mentagnet® 
succeeds Ira B. Groves, who retired 
after 43 years’ service with Ford. 
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When you make ’em, 


you've gotta sell ‘em 


Biggest boom market America has ever seen! 
Record-breaking production . . . product pipe- 
lines filled to overflowing! Buyer is king! That’s 
the story—what’s your answer? 

Reach and sell the most people most often at 
lowest cost. To do it, 94 of America’s 100 largest 
advertisers include WBC in their selling cam- 
paigns. (Three of the remaining six, by custom, do 
not use broadcast media.) 25 of the 28 companies 


grossing over $1 billion annually use WBC, too. 
So do over 250 national advertisers and many 
hundreds of local advertisers. 

Put the big WBC stations on your sales force 
in the six big markets where over one-sixth of 
America’s sales are made. A call to WBC starts 
you selling. The number is MUrray Hill 7-0808, 
New York. Ask for Eldon Campbell, WBC 
National Sales Manager. 


No selling campaign is complete 
without the WBC stations 





WESTINGHOUSE BROADCASTING COMPANY, INC. 


RADIO TELEVISION 
BOSTON —W8BZ+WBZA BOSTON —WBZ-TV 
PHILADELPHIA— KYW PHILADELPHIA—WPTZ 
PITTSBURGH — KDKA PITTSBURGH — KDKA-TV 
FORT WAYNE—WOWO SAN FRANCISCO— KPIX 


PORTLAND —KEX 


KPIX REPRESENTEO BY THE KATZ AGENCY, INC 
ALL OTHER W&C STATIONS REPRESENTED BY FREE & PETERS. INC. 


Support The Advertising Council Campaigns 
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Developments in Finance Field .. . 





Alabama Judge Told 


Of 400 Pct. 


MONTGOMERY, Ala. — An Ala- 
bama judge, hearing a case under 
the State’s usury law, has heard 
testimony that the loan firm in- 
volved charged interest rates from 
400 to 700 percent on smal] loans. 

Maximum legal rate in Alabama 
is 8 percent a year. 


Interest 


than 8 percent is “voidable, but not 
void;” that the borrower may bring 
suit pleading usury and be required 
to pay only the principal, less the 
usurious interest. 

Other recent developments in the 
finance - company and auto - insur- 
ance fields are: 


of the Kentucky Automobile Deal- 
ers Assn., said his group will seek 
State legislation to protect buyers 
of mortgaged automobiles. 

He said that in a number of in- 
stances dealers have bought cars 
they believed to be unencumbered 
and then have had to satisfy liens 
on them. 

The Massachusetts Legislature 
last month defeated a bill to create 
a commission to regulate interest, 
within set limits, on small loans up 
to $1,500. Massachusetts limits in- 
terest on loans up to $300. There 
is no interest ceiling on larger 
loans. 


In Austin, Tex., insurance com- 
missioners from six states heard 
Texas officials accuse Service Fire 
Insurance Co. of New York, an 
affiliate of Universal C.LT., of 
collecting “millions of dollars” in 
excess charges on auto insurance 
policies. 

The company denied the accusa- 
tion and said it had been “pre- 
judged and mistreated.” 

Washington Whitesides, Texas 
commission examiner, claimed the 
alleged overcharges were the result 


Montgomery County Circuit 
Judge Walter B. Jones is consid- 
ering the case against Tide Fi- 
nance Co. Tide’s defense included 
42 affidavits from “satisfied” bor- 
rowers, all of whom said they 
knew they were being charged 
more than 8 percent. 

It was argued in Tide’s defense 
that a contract calling for more 


Leasing Firm Shifted 
LOS ANGELES. —TeleAutograph 
Corp. has acquired Executive Car 
Leasing Co., according to Louis R. 
Kurtin, president. About 300 cars 
are involved. 


ment now in effect requires auto 
dealers and finance companies to 
inform a buyer or borrower when 
insurance obtained in connection 
with such financing does not in- 
clude liability coverage. 

In Indiana, Gov. George N. 
Craig warned that finance firms 
which pay insurance rebates to 
auto dealers could lose their State 
licenses. He directed H. E. Wells, 
State insurance commissioner, to 
investigate the alleged practice 
after receiving reports of kick- 
backs. 


A California traffic code amend 
Lew Ullrich, managing director 


higher under-25 rate. 
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adjustment 


Up and down friction 
adjustment 


Custom brackets for 
all cars and trucks 


You will never see any UNITY Spotlights sold at cut prices under UNITY name or under a 
different name or trademark. UNITY protects the dealer ... that is why UNITY Spotlights 
are called “THE CAR DEALER'S SPOTLIGHT’. 


Three-tube construction @ Heavy duty gears @ Custom brackets © Brass construction © 
Electro-Chemical plating @ Silver plated contacts @ Rugged construction © Glass sealed 
beam @ Offset mirror © 360° turning radius. 


Most useful emergency light to read street signs, house numbers, road objects, night driving, 
etc. Used by State and City police, fire departments, everywhere. Preferred by car and 
truck manufacturers, 






MANUFACTURING COMPANY 


police and fire lights, deck lights, searchlights and emergency lights. 
2909 SOUTH INDIANA AVENUE ° 


of misclassifying drivers and that concerned,” 
older drivers were charged the|Charles Orsinger Buick Co., and 


Coil 


nee a 
SPOTLIGHT” 








Makers of spotlights, outside rear view mirrors, fog lights, back-up lights, 


CHICAGO 16, ILLINOIS 
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Orsinger’s New Building— 

The new home of Orsinger Buick Co., San Antonio, will be 75 feet wide and 150 
feet long. The building provides ample space for showroom, offices, parts and 
service departments and parking. Constructed of steel, concrete, masonry and glass, 
it will be completed in December. 


Orsinger Accents Service 


San Antonio Dealer’s New Building Features 
Plenty of Clearance and Stalls 


SAN ANTONIO. — (UTPS) —|ment of his new building with that 
“Time is money where service is | thought in mind. 
says Charles Orsinger, He’s designed his service sec- 
tion with plenty of clearance and 
plenty of stalls so no time will be 
lost in moving cars. There will be 
enough space for his mechanics 





he’s laid out the service depart- 


time. 

Orsinger’s new sales and service 
building, which will be completed 
in December, measures 75 by 150 
feet. More than half of the area— 
a 75-by-95-foot section—is devoted 
to service, making it one of the 
largest in the city. 

It can be entered from either side 
of the building through doors that 
are 22 feet wide. There is a 24-foot 
clearance down the center of the 
department to the rear door, which 
also is 22 feet in width. 

On either side of the central 
area are five service stalls, each 
equipped with an automatic hoist. 

The first stalls will be -devoted 

to cleanup work. Then each stall 
will be devoted to a single opera- 
tion with a wash job waiting for 
the car when it reaches the end of 
the “assembly line.” 

In commenting upon the loca- 
tion and arrangement of his new 
building, Orsinger said: 

“Not only is it easier to obtain 
adequate space for a sales and 
service building outside the down- 
town area, it is less expensive and 
it is more convenient to car owners. 

“Eighty-five percent of our cus- 
tomers live within a 10-minute 
drive from our shop. As we see it, 
the automobile dealer is going to 
have to follow the lead of the 
shopping center and go to the 
People. 

“Another factor,” Orsinger added, 
“is that women control] the pur- 
chase of new cars, and women, 
even more than men, like the con- 
venience of a service department 
‘Right in the neighborhood.’ 

“If anything has to be done in @ 
one-car family, it usually is the 
woman who brings the car in. So 
it is doubly important that a dealer 
be located in the midst of the com- 
munity he serves.” 


Napco to Move 
Federal Truck 


To Minneapolis 


MINNEAPOLIS.— Manufacturing 
operations of Federal Motor Truck 
Co. will be moved here from De- 
troit, it has been announced by 
Max E. Rappaport, president of 
Napco Industries, parent company 
of Federal. 

Truck production is expected to 
begin here by Dec. 1, Rappaport 
said. More than 50 of Federal’s key 
personnel will be moved here and 
150 additional workers will be 
hired in the truck plant. The opera- 
tion is expected to have an annual 
sales volume of about $10 million. 

Manufacture of Federal trucks 
will be carried on in a 300,000- 
square-foot plant expanded from 
present Napco facilities. Cost of 
the expansion and equipment will 
be about 1 millon, Rappaport said. 

The present Federal truck plant 
in Detroit of some 400,000 square 
feet will continue to operate as an 
additional manufacturing facility 
for Federal and also provide facili- 
ties for other Napco diversifica- 
tions. 


UNITY 


protects the car 
dealer's retail sales — 
hy distributing only | 
through legitimate 


wholesalers — never 
through chain stores 
or other cut-price 
channels. 
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For the third year in a row, 
Milwaukee’s Braves again 
led all teams in both major 
leagues in attendance with 
2,005,836—nearly double 
the attendance of the cham- 
pion Brooklyn Dodgers, 
and 500,000 more than the 
New York Yankee’s total. 


This record again spotlights 
the fact that Milwaukee 
and Wisconsin will go for 
anything good in a big way, 
whether in baseball, travel, 
appliances or groceries. And 
they have the big league 
buying power to make big 
things happen to your sales 
charts. THE MILWAUKEE 
JOURNAL reaches that kind 
of customers all over Wis- 
consin—including 9 out of 10 
families in the Milwaukee 
metropolitan area. 


THE MILWAUKEE JOURNAL 


National Representatives, O’Mara & Ormsbee, Inc. 
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Los Angeles 
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i Makes Claim 





Nation’s Largest GM Dealer? 


JACKSON, Miss. — One of the 
fastest rising tycoons in the U. S. 
today is R. E. Dumas Milner, a 38- 
year-old Air Force veteran who 
now claims to be the “biggest dealer 
in GM cars and trucks in the 
nation.” 

Starting less than 20 years ago 
as a $20-a-month bookkeeper, 
Milner now owns Milner Auto- 
mobile Enterprises, consisting of 
five Chevrolet dealerships, two 
Pontiac dealerships and one GMC 
outlet. 

Preliminary estimates on August 
sales indicate a retail business of 
about $5 million—off less than 10 
percent from the record July total 

of 4,000 vehicles worth $5.5 million. 
Total sales of $60 million are ex- 
pected for the full year. 

Operation Mopup has been put 
into effect for September. Milner 
estimates this month’s sales will be 
well over $5 million and may sur- 
pass the July record. 


Although his rapidly expanding 


50 Pct. Price Hike 
OK’d for Cars in 
Soap Box Derby 


DETROIT.—Official rules of the 
Soap Box Derby have been revised 
for 1956, raising to $15 the maxi- 
mum each contestant may spend 
for materials used in building his 
racer. 

This $15 limit does not include 
the cost of official wheel and axle 
sets which may be obtained only 
from Chevrolet dealers at sponsor- 
ing points. The previous cost limit 
was $10. 

This is the principal change made 
in the rules at a recent meeting of 
the All-American Rules Committee 
in Detroit, according to W. J. King, 
general manager of the Derby and 
assistant advertising manager of 
Chevrolet. 

King said the committee has set 
Sunday, Aug. 12, 1956, as the date 
for the 19th Derby in Akron, O. 
Some 150 local champions will com- 
pete for a total of nine top prizes, 
including $15,000 in college scholar- 
ships. First prize will be a $5,000 
four-year scholarship. 

In other action, the committee 
ruled that fiber glass may be used 
in car construction. 





New Passenger Car Registrations, All States for August, 1955-1954 








fortune is founded on cars, Mil- 
ner’s assets today also include an 
afternoon paper in Jackson, the 
city’s leading hotel, a line of popu- 
lar household products, the largest 
office building in Mississippi and 
the larger part of an export com- 
pany. 

He attributes his success to: 

1. A healthy working relation- 
ship with his employes. Sales 
incentives are offered to the sales- 
men rather than the customers 
and all promotions are made from 
within the company. Incentives 
are in the form of liberal com- 
missions, cash bonuses and pro- 
motions. 

2. An aggressive advertising pol- 
icy, costing more than $10,000 per 
month for advertising in news- 
papers, radio and television. 

Far from voicing alarm at cur- 
rent high production in GM fac- 
tories, Milner says he has had no 
difficulty in absorbing 1955 stocks. 
He sees five major selling years in 
autos ahead. 

In the present buyer’s market, he 
considers it unwarranted to lure 
customers with premiums, exces- 
sive discounts or over- elastic 
credit. 

Market research shows, says 
Milner, that 70 percent of the 
car owners in the U. S. trade in 
their old cars for new ones every 
three years. He says a good sales- 
man will first locate the pros- 
pect and then convince him that 
the salesman’s car is the one he 
wants. 


The Milner organization includes | 


235 salesmen, 600 service men and 
100 men in the parts, service sales, 
fleet and management departments. 
Some salesmen have earned up to 
$3,000 a month. 

Milner is-keen on sales incentives 
to keep his sales crews hustling. 
One standing offer is a $500 
bonus for any salesman who sells 
an average of one unit per day for 
a month. 

Milner’s handling of a Chevro- 
let outlet in San Antonio illus- 
trates how he operates. In Oct., 
1954, he bought the Milan Chev- 
rolet Co. and changed the name 
to Dumas Milner Chevrolet, Inc. 
He then brought in two top men 
from his other dealerships, ex- 
panded the sales force, promoted 
several men to better jobs—and 
within a year had established a 
new sales record for the territory. 
Milner has plans to purchase six 





-sed., 


| wag., 


more GM dealerships in the near 
future and is currently grooming 
men in his organization to serve 
as vice-presidents and managers. 

While he claims to be the world’s 
largest GM dealer, Milner is only 
the second largest Chevrolet dealer 
—first place being claimed by Don 
Allen of New York. 

Last August, the 10-story Milner 
Building was completed in Jack- 
son. It is a modern, air-conditioned 





The following advertised - delivered 


and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 


BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., §2,- 
332.43; 4-dr. hardtop, $2,409; conv., §$2,- 
590.17; 4-dr., stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., §$2,- 
600.56; 4-dr., hardtop, conv., $2,- 
991; 4-dr. stat. wag., $3,17 -dr. 
$2,876.17; hardtop Ny a ea 
conv., $3,224.5 Roadmaster——4- 
$3, 349. 36; hardtop cpe., $3,453.05; * conv., 


$3,551.56. (Dynafiow standard on Road- 
master, optional at $192.50 on other 
models. ) 


CADILLAC—Series 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 
clal—4-dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorade — conv., $6,285.96. (Hydra-Matic 
standard. ) 


CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., ee utility 
sed., $1, ‘593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-ar. sed., $1,775; 
cl. cpe., $1,835; hardtop cpe., $1,959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. 
Bel Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2,067; conv., $2,206; 4- 
dr. stat. wag., $2,262; Nomad 2-dr. stat. 
$2,472. Corvette—6-cyl. conv., §2,- 
799; V-8 conv., $2,934. (Powerglide op- 
tional at $178.35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. 300—Hardtop cpe., 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., ashes: 75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr. stat. wag., $3,170.25. | Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

FORD —(Prices are for 6-cyl. models; for 
V-8s, add $99.98)—Mainline—4-dr. sed., 
$1,858.29; 2-dr. sed., $1,813.11; bus. cpe., 
$1,711.03. Customline—4- dr. sed., $1,950.75; 

Fairlane—4 


2-dr. sed., $1,905.57. -dr. sed., 
$2,043.54; 2-dr. sed., $1,998.36; 4-dr. hard- 
top, $2,215.95; 2-dr. hardtop, $2,143.88; 








Kaiser Stock Trading 
Suspended in Argentina 

DETROIT. — According to 
United Press reports from Buenos 
Aires, trading in Kaiser Argen- 
tina stock was suspended on the 
stock exchange by order of the 
Central Bank. 

The action was believed due to 
the investigation into the finan- 
cial activities of the former Peron 


regime. 


structure. Milner’s real estate hold- 
ings now total $2.5 million. _ 

In November, 1954, Milner, as 
president of the new Citizens 





Current Prices on New Cars 


Crown Victoria cl. cpe., $2,287.65; conv., 
$2,309.97. Station Wagon—(2-dr. 2-seat)— 
Ranch Wagon, $2,134.95; Custom Ranch 
Wagon, $2,199.50; Parklane, $2,378.95; 
(4-dr, 2-seat)—Country Sedan—$2,246.77; 
(4-dr. 3-seat)—Country Sedan, $2,378.95; 
Country Squire, $2,482.50. Thunderbird— 
cpe., $2,944; conv., $3,019.30; hardtop- 
conv., $3,234.30. (Fordomatic optional at 
$178.20 on conventional models, $215 on 
Thunderbird. ) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-<dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4-dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matie optional on sixes 
at $178.85. Ultramatic on V-8s at $199.) 

IMPERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—8- 
sed., $6,972.50; lim., $7,094.75. 
Flite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 


pass. 
(Power- 


Darrin 161—Conv., $3,688. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161.) 


LINCOLN—Capri — 4-dr. sed., $4,157; 
hardtop cpe., $4,064.50. Premiere — 4-dr. 
sed. and hardtop cpe., $4,546; conv., §$4,- 
691. (Turbo-Drive and power 
standard on all models.) 

MERCURY—Custom—4-dr. sed., 
2-dr. sed., 
$2,214; 
wag., 


$2,370; 
$2,310.50; Medalist 2-dr. sed., 
hardtop cpe., $2,445; 6-pass. stat. 
$2,682. Monterey—4-dr. sed., $2,- 
515; 4-dr. spt. sed., $2,611.50; hardtop 
cpe., $2,590; 8-pass. stat. wag., $2,937. 
Montclair—4-dr. spt. sed., $2,746; hardtop 
epe., $2,724.50; conv., $2,859.50. (Merc-O- 
Matic optional at $189.45.) 

METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 7 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,77! 
Ambassador Custom V-8—4-dr. sed., $2. 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardtop, $5,128.05 at coastal ports. 
(Hydra-Matiec optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 

OLDSMOBILE — Series 88 — 4-dr. 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
cpe., $2, 474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2, 
436.25; hardtop cpe., $2,714.39; * 4-ar. hard. 
top, $2,788; conv., $2,893.59. Series 98-4 
dr. sed., $2.832.82; hardtop cpe., $3,068.7! 
4-dr. hardtop, $3,140; conv., $3,275.84 
(Hydra-Matic optional at $178.35.) 


sed., 
























— 


Publishing Co., announced plans — 
for the publication of a news- 

paper, subsequently named The 
State Times. He said that the new 
daily represented a “grass roots 
revolt” by the citizenry against 
the practices of the two existing 
dailies. 

Although Milner, the third of 12 
children, was “chopping cotton” in’ 
Mississippi 25 years ago, he now igs 
the owner of a 10-passenger Lock- 
heed Lodestar plane and a hunting 
and fishing lodge and preserve. 

Active in all civic and charity 
drives, Milner was named “Jack- 
son’s most outstanding young man” 
in 1951 and “Mississippi’s most out- 
standing young man” in 1952, 





PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
685.53; 2-dr. hardtop, ous Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. 
top, $3,075.53. Packard — 4-dr. sed., = 
040.32; 2-dr. hardtop, $4,080.32; conv., 
$5,932.32. (Ultramatic standard on Pack- 
ard series, $199 extra on other models.) 
PLYMOUTH—Piaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. na 5s $2,076. 50; 
4-dr. 2-seat stat. wag., $2,158.25 . Plaza V8- 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; ‘4-ar. 2-seat 
stat. wag., $2,261.75. Savey 6—4-dr. sed. 
$1,879.50; 2-dr. sed., $1,836.50. Savoy vs 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. "Belvedere V-8 
—4-dr. sed., $2, 082; 2-dr. sed., $2,039; 
hardtop cpe., ” $2,216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., $2,425. (PowerFlite op- 
tional at $178.30.) 

PONTIAO — Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,518. 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr. 
sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
stat! wag., $2,603. Star Chief Deluxe — 
4-dr. sed., =. — conv., $2,691. Star Chief 
Custom—4-dr $2,455; Catalina, $2,- 
499; Safari 2- Fg stat. wag., $2,962. (Hy- 
dra-Matic optional at $178.35.) 

RAMBLER—Deluxe—4-ar. sed., $1,695; 
2-dr. sed., $1,585. Super—4-dr. sed., $1,- 
798; 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Custom—4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 

EBAKE. 








































STUD Custom — 4- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,885.16; 2- 


dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
a 2-dr. sed., $1,873. Commander 
juxe — 4-dr. sed., $2,013.63; 2-dr. sed., 
au 969. 03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal 

$2,127.25; 5-pass. cpe., 
cpe., $2,282. 24; stat. wag. 
President Deluxe — 4-dr. sed., 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop epe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Aute- 
mative Drive optional at $216 on Champion 
= at $226.50 on Commander and Presi- 
lent.) 

WILLYS—Custom—2-ar. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at S208.085 at $178.55.) 





















































































































































able precaution has been exercised to insure accuracy of this report to the extent of the registrations 









































by reason of inaccuracies or omissions.’’—R. 

























L. Polk & Co. 





4 
a 
Car registrations by states ° 2 
are released here weekly, as Oz = ° z 
compiled by R. L. Polk rep- *. s. 3 4 < 
* oe = = 
resentatives in state capitals. 2° 3 = ° . 
32 States Previously 'S5| 2048) 4039} 6087; 5505] 3987| 10253] 24564) 44309| 67059; 1194; 15330; 83583; 29455; 5179: 67960; 24027| 20083) 146704; 10} += 148] ~=—sS8] =: $908) += 3234) +5142} ~+—:1402| 287378 
Reported for August '54| 1518} 3040) 4558} 2932) 2324) wis) 11826] 21898} 48805} 1215) 9539} 59559} 20096) 4302) 47811} 16438; 11445; 100092;  361{ 801] 1162) 1350] 3418) 4768/ 86 192902 
Alebama SM 55,44] ng 165) 82) 256] 709| 1212| 2376) 36 | 2817; —«877| 87; 2928; 724; 665) 528! | 2 2] 35 87; 122! 20| 9573 
‘54| 27 58| 85 65| 47 Vt 306} 529} 1906] 24 195} - 2125} 523] 87} 2041 318] 369} + 3338 5| 7 12 19 52 7! 11] 6171 
Arkansas 55/22] 39) 52) 65; 43)—S37| 359) 6041196) Ij 258) 1465316) 65; 1102; 345) 271| 2099 1 I 21 38) «59 4; 4284 
54) 17 20 37| 28) 65} 263} = 384) st 114} 147; 1272| (257) 57; 1015} 282 174| 1785} 5 4| 9 1 54 65) 2| 3554 
California hae "55, 383; 922) 1305) 1038) B11) 1905/3937) 7691) 11956| -282| «4384! (16622) «9532; 1843) 11563) 4539/4272) 31749 2 50 59 380; 857|_ «(1237 2661) 61324 
54) 124; «=~ 515} 639] 356} 307] +602) ~—«*1328] ~— 2593) 8201] ~— 311; ~—-2259|—«:10771| ~—«3789 947| 6528} 3045) 1650] 15959 130} 251 38! 151} 886} _—:1037|__—«827| _— 32207 
Georgia ee ~ *S5|«23|.~=S'si«S)Ss«iS]SC*WY SSC] =) = 92K] S98] «= 3869) 35 656; 4560} 1072; 175; 3677) 1043) 1095) 7062 1} 4 5 65; «132 197 18| 1355! 
'54| 20) 70) |) 58} 168, 433] 730) 2317! 44| 338} -2699)_—711|_—s«t31|_—- 2700) ~—523} ~—s521| +4586) 7| 19 26) 39)» 156} «195! 23| 8349 
—. = "55, 137) +306) + «443)-+«=S««389) +353) += 724) +«d667| 3133) 4169) 65) 821; 5055) 2078] 314) 4654) 1605; 1495) 10146 10 10; 149) 351) «500 39| 19326 
54) 108] ~——-202 310} 9! 196 | 390; 750) 1527) —_-3347/ 65; 542) 3954/1562 304; 3561; 1083) 840) 7350) 22 25 47 80} 421 501 28| 13717 
——  -  o.. . _ a a> oa, a 93) 351) += 830) 1392) 2510) 19} 454) 2983) 882 98; 2565; 699; 716) 4960) 7 7 37| 65) (102 12] 9592 
i) oe) ee ) 2 2 57} 112] —2t4|_—437]_~—1532) stl 192} 1740) 484} 66} 1505! 328} 296] 2679 6| 3 9 24 63 87 3} 5004 
Cootlons ae ~ *55| «17 73) 90; —*:129) 75; 30! 732|  1237| 2677) 24, 432|—=—«3133) S717 107| 2469, +853 +750) + 48% 5 5| 43 153) 196 14) 9571 
54 9| 48; 57/ 72; 50} _—siS| ~—353]_~—590)|__—1783| 29; 211] —-2023|—44t| 110) 2257) ~— 434] 391) 3633 5| 7 12 25 135} 160 19] 6494 
Maine 55 34) 57 9 37] 40 99| +274, «4450; += 569 12 98; 679, ~=—-209 30; 569; +116) 178) 1102 5 5 17) 49 66 30| 2423 
a a 88} 180) 233, 6 63} «302 94 23 315) 97| 105! _—634 6| 10 16 6 37 43| 1] 1229 
iad SSCOCS*W  *55| | 105 161 1% 184; 421; ~—«:11268| +2069 +~—«2281 40; 466, +2787) ~=«975 147; 2740; 812) ~—=—«732| +~—«5406 1 1 69/144) 213] 54| 10691 
‘S4| —«49|_~—=*105| ~~ —*154| ~—*108 98; 20! 729} 1136) 1827 31| 316) 2174) ~——692 133) 1755 509; 479! 3568) 13 43 56| 53| 147} ~—-200/ 28} 7316 
Massachusetts "55, 104) 358) 462; 291; 232) 467| 1448) 2438) 3575 Til 615} 4261 1457/2410; 3079; 1579, 9997355 9 9 97; 130) 227; «183; «14935 
_ "S41 92|_ 299) 391] 62} 193} 342] 947] 1644} (2598) 99| 544] 3241] —:1091/ ~——256| 2673} _~—=«1'153| 862} +6035! 19} 45 64) 113 188} 301; 102) _‘*11778 
Missourt 7 , "55 38; 170| 208) 173) 190) 376) 1393) 2132) 3163 51; 653) 3867, 1189) 241) 3265) 1232) 1238); 7165) l 7 7 64; —«154|—Ssa218 39) 13636 
‘54 32; 140 172 125 116] 228} —-766| ~—«*1235| ~—«2860 40! 383}_—-3283}_— 933) 202)_—-2936| =~ 871| ~— 652} 5594: 13] 20 33) 74| 194) 268] 21| 10606 
New York 55, 284) 860; 1144; 1549; 988; 2135) 5481/ 10153] 10512 276| 2777| 13565) 5782) 1385) 10417 5216| 3688) 26488 3] 37| 40 397, 497,894) 568] 52852 
: 54) 332] 7} :1043|_— 948) 737}_—*1421{ 3282] 6388) 8495) 269! 1957) _—10721| ~—4094/ ~—«1031|:10394| ~—-3584| ~—-2926| 22029! 74) 136} == 210) = 325} ~~ B13} ~—938} += 370) 41699 
Ohio Ce 55, +178 497 675 880 671; 2002) 3726; 7279) 10307 180; 2174) 12661; 4941| 738| + 9597) 3627) +3303) 22206) 1| 30 31/354) 396) ~=«750| ~=S«s134| + 43736 
a _'54) 203) 342545 372] 396) 766 ~—«1388| = 2922/7 145| 1288) 8050/2919 557| 5805] 2064) 1834) ‘13179 48| 88 136 205! 424) 629! 63| 25524 
Pennsylvania 55; 312; += 750 +1062) +1086) + 921) 2268) 5807; 10082; 9530) 175) 2266) 11971; 5209| 889) 10280| 3741; 3475, 23594 7| 92) 99; 491| «497 988| 229| 48025 
x - ‘54) 239) 475} 714) 480) 431) 962) 2260) 4133) 5779| 196 _—«1280)~—7255| 3327) ~— 680} 7223) +2514) 1886) 15630) 104) ~—«175 279| +321| += 467|— 788} ~=—s119] 28918 
EE Caroline "55 46) 45 91 70) 64;—«d1:98 = 820) 1655) 15) 272) +~«41942|+~—S=—«#573| 62|~ 1757; 430) 447) 3269 l 1| 1] 12! 7i 83] 20] 6226 
ee ad Las LLY ‘54 19| 33} 52| 47| 32| 88} 204 371} _ 1183) 16} 105] = 1304) 324] 56; 1381 253; + 278| += 2292} 4| 6! 10| 17 7 54 | 10| 4093 
Texas "55 98; 217; +315) 543) 356) 921; 2580) 4400, 9039, 161; 2051] 11351) 3739 748; 10134) 3214)  2866| 20701 | 5 6; é]~—SN|~—S—«427 63| 37263 
eae _'S4) 65] 220] 285} 231] 178} ~— 466] ~— 1203) ~— 2078) 7362) ~—s154|_—*1183| ~— 8699/2497) ~— 540) 7479! ~—«2728 ~—«s1816| 15060 16! 37| 53) 93| 371! 464! 38; 26677 
Wisconsin 55 179; 607; 786) 223) 187) 521| 1096) 2027| 3306) 63; 639| 4008 «1748; = 27!| += 3093) +=—«1400| += 943! += 7455) 2\ 8) 10; «107|.—~Ss«44)~—~Ss«S TY 41| 14578 
Me! a 54) 119} = 450} = 569] ~=—s173|—=S 180) += 357} ~— 8321 = 1542] + 3449) 76| 520; 4045) 1715) 273; + 3234) ~=—«1441], = 721 = 7435) 39| 80; 119] 74| 238} 312} 52| 14074 
All States Reported "55| 4043)  9302| 13345| 12635)  9378| 23726| 57280) 103019| 149749; 2710| 34851| 187310| 70751| 12620) 151849| 55202| 47216) 337638) 34,415] 449| 4362) ~—=«7310)~=«*1'1672| +~—«5531| 658964 
_ For August 54] 2998| —6795|_—-9793|_—6435|_— 5448) 11262) 27172) 50317) 109408) 2747| 21062! 133217| 45549! —-9755| 110613| 37665| 27296| 230878] —877| _—:1757|_—-2634|~—«-2980; += 790i| +‘1088!| 2592] 440312 
_aat Adjoctment _ 55) —38| —30| —68| —S8| _—29| —83| —220| ~390| —2003| —23| —2I6, —2242| —1450| —126| —1399| —S60| —286| —3e21|_—1|  —2|  —3) —31| —93| —124) —16| —66ea 
Year "55| 31979| 66354| 98333| 111378| 83421| 193233| 459269| 847301 |1032046| 21414) 24805411301514| 5157421 97343) 1056362| 3973751 359805|2426627| 854) 5237| 60911 36039] 69523) 105562) 3189214817320 
Sa ‘54| 24360] 57997| 82357| 69666| 52044 102089| 281391| 505190| 925878] 25583| 198428|1149889| 352181| 73715| 928009| 273216| 235905| 1863034! 6430| 13136| 19566 28348| 64332] 92680| 18712/3731428 
The information contained in this report has been compiled from official state documents. Every reason- received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 














2 Ns aes ac itanatle 






AUTOMOTIVE NEWS, OCTOBER 10, 1955 














410 WONDER PENNZOIL 
WITH Z-7 BUILDS 

PERMANENT CUSTOMER 
SATISFACTION ! 


Only this 












SuaRaw 


rere Lees 


HEAR 


the difference 











in smooth, quiet operation. Pennzoil 
with Z-7 stops ‘‘ping”’ by eliminat- 
ing combustion chamber deposits, 
prevents valve clatter by keep- 
ing valves, valve lifters and 
other vital parts clean and 
functioning properly. 


in power and pickup. Pennzoil with 
Z-7 controls carbon and restores 
compression, gives the effect of 
adding octanes to gasoline. 
Actually unlocks engine herse- 
power, because it keeps the 
entire engine free of power- 
stealing deposits. 














SEE ENJOY 
the proof carefree driving 


of improved performance in better and complete lubrication protec- 
gasoline mileage and low oil tion as long as Pennzoil with Z-7 is 
consumption. Pennzoil with Z-7 kept in the crankcase. The benefits 
banishes the carbon deposits of this different Pennsylvania 

that waste gasoline, neutralizes motor oil last from one fill to 
oil-wasting crankcase contami- the next, regardless of driving 
nants to give long protection conditions, no matter what 
against wear. the weather. 






















Member Penn. Grade Crade Oi! Assn., Permit No. 2 
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Bigger service profits, increased overhead absorption! 





Pennzoil doubles your power for service regularly and sells more items per repair order. 









GET THE FULL PROFIT STORY! 





Call your nearest Pennzoil distributor, listed in the yellow 
pages of your phone book. 











profits. First, with the motor oil that im- 
proves engine performance so noticeably 
your customers can hear and feel the differ- 
ence. Second, with the exclusive Kontax 
System®, the customer relations program 
that brings in more service customers 





Feature Pennzoil with Z-7 in your new and 
used cars and in your service department. Then 
put the Pennzoil Kontax System to work. 
You’ll see the difference—more satisfied cus- 
tomers, more service volume, and bigger net 
profit through increased overhead absorption! 
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$1,980; Two-ten (6) Handyman, $2,125, 
$1,850; 4-dr., $1,695, $1,550; 2-dr., $1,- 
500, $1,470. '54 Bel Air 4-dr. $i, 225°, 


Used-Car Auction Prices || ii"s.2% ste:,'| Average Used-Car Prices 


One-fifty 4-dr., $685. '52 Bel Air coupe, 
$750. A SL 4-dr., $455. (Compiled by Automotive News) 


CHRYSLER—’55 NY Deluxe 4-dr., $2,670° Oct., 1955 Sept., Aug., 


Market Trend Tee See me tetee, ; To Date 1955 1955 


The overall average price of used cars sold at auction declined $8 | fioos "sscue  ” OP": Baratowe fare ; ‘on "ton 


last week, according to Automotive News’ index. DeSOTO—'55 Fire Dome Hardtop, $2,350° F ‘* 200 
In an abrupt reversal of form, the two latest models on the index | (Ps). '53 tase an Cason ion, r - 634 


Custom 4-dr., 


showed healthy advances, as did the oldest model. The price of ’55s $490°. | 2 432 


’ . Lancer, $2,300*; 
went up $48, the price of ’54s advanced $23 and the price of ’48s moved | DODGE—'55 ~— o a 2 _ ; a 316 
ahead $5. 4-dr., $1,985*, $1,980*, $1,970°. 
net (8) 4-dr., $700*, ‘52 Coronet (6) be 216 
The price of ’49s remained unchanged. All other models declined, as 2-dr., $505*. 446 2-dr., $135. 
follows: ’50s, down $15; 51s, down $22; ’53s, down $30, and ’52s, down FoRD— jag Ay Bt FF 
$33. Record lows were established by the new prices of '50s, ’51s, "52s Victoria, $2,605*, $2,520; 2-45. §2,595°; 
and ’53s. Custom (8) 4-dr., $2,300*. ’ airlane i f 
d 2,075*; Cust 8 (The above figures are averages of used-car auction prices, all makes 
At a group of representative auctions last week, 68.9 percent of con- | {°). EP cy “Si 73, $1,650. Zar, $1n fig ages of ; ame 
and models, carried in Automotive News.) 
signments were sold, compared with 70.2 percent in the preceding 650, $1,645. : 
week. The average auction last week handled 195 cars, compared with ease ss bincerian, * ree $1,150, $1,065, 
167 a week earlier. HUDSON—"54 yen on coupe, | $1,100. Station, wason, _§*15. ‘50 Rambler conv., cuburben, gos. "62 Cranbrook 4-dr., 
marked wit * equ wit ‘omat 63 Hornet ba fh. ommodore| $240; 2-dr., ; . '51 Suburban, . 50 4-dr., 
aT eroneamesion a everdrine.and ta! tatoos peau searing N° | (8) dear, $200. "0 Commodore (6) 4a. OLDSMOBILE — "05 (96) Holiday coupe,| $370. Chine @ 
. $155. $2, (ps), , $ '55 Star ef Catalina, $2,500° 
LINCOLN—’53 Capri coupe, $1,600°. ’52 Holiday coupe, $2,650*, y $ (ps); Chieftain 4-dr., Station wagon, 
DENVER 075° (ps). "52 Special Riviera, $595°. '50/ Cosmopolitan Sport coupe, $1,115*; Capri] 4-dr., $2,625°, 2 at $2,420°; (88) Holi-| $2,405*, $2,070*; 4-dr., $2,115*; Star 
Super 4-dr., $310°. ~| ..4-dr., $1,080°. day 4-dr., $2,590*, §2,560*. '54 (98)| Chief 4-dr., $2,000* (ps). '54 Chieftain 
a 5 Prie = are for ‘cals "ot Sept, 26) en bar a —_ Cnr eiee tab oo MEROURY—'55 Montene 4dr. $3.4008;| Holiday, $3,210" (pe), $3,000°; Super! (8) 4-dr., $1,206°; 2-4r.. $095. "63 Chiet- 
7 9 ; ‘ ° * . o P , ; -ar., ~ * , > &-dr, ’ ”, 
"Yigid 300 out ot 290 omer)” | soe, ion be). Eaaon oe} ar] top 'shawit ary sour aL890, 8-| S38, Vay) Hany, guasee "| "| | gna) Sm” SAM'S a 00 
«= * Hardtop, $2,795*, ° , . roan 485*. °'53 Monterey Hardtop, $1,385*;| PACKARD —’'54 Clipper Deluxe 4-dr.,| STUDEBAKER — ‘53 Commander Sport 
mNs2,605°, $2,055"; RM 4-dr., $2,105" (ps); Feo) couse, $2,188 (per ba OASe pay | SBoFt coupe, $1,385°; Custom 4-dr., $1,- 151,085. oss a . coupe, $850; Land Cruiser, $785*. ‘50 
280%, $2,145%, $2, » $2, , $2, . 090, $1,065°. P —'55 Savoy (8) 4-dr., $1,850*,| Champion 2-dr., $195; %-ton pickup, 
Speen, Berdtop, $2. $1, t10e" (ps); ope. CHEVROLET—’55 Bel Air (8) Nomad, $2,-| NASH—'55 Ambassador (8) 4-dr., $2,-| $1,550; (6) 4-dr., 2 at $1,565; Belve-| $390. '48 Commander 2-dr., $115. 
cial Riviera, $1,705, $1,700*. '53 Super 225* (ps); 4-dr., $2,220* $2095*, $2,045°*, 475°. ’52 Rambler Station wagon, $590; dere (8) 4-dr., $1,750. "54 Belvedere WILLYS—’55 Station wagon, $1,935. ’'54 
Riviera 2-dr., $1,255*; RM Riviera, $1,-| $1,960*, $1,905*; Sport coupe, $2,175*,! Ambassador 4-dr., $585. ‘51 Rambler! Sport coupe, $1,100*, $1,070*. '53-Savoy| Jeep Station wagon, $1,385, ’52 %%-ton 
pickup, $700. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 27.) 
(Sold 259 out of 392 offerings.) 
BUICK—’55 Special Riviera 4-dr., $2,495*; 
Century Riviera, $2,330* (ps). ’54 Super 
Riviera hardtop, $1,850* (ps), $1,680*, 
$1,605*; Century Riviera, $1,740* (ps); 
Super Riviera 2-dr., $1,575*. °53 RM 
Riviera 2-dr., $1,300* (ps); 4-dr., $1,- 
200* (ps); Super Riviera, $1,205* (ps); 
Deluxe 4-dr., $960*. 
CADILLAC—'55 (62) Coupe deVille, $4,- 
145* (ps); conv., $3,995* (ps). ’54 (62) 
Coupe deVille, $3,435* (ps); coupe, $3,- 
165* (ps). ’53 (62) Coupe deVille, $2,410* 
(ps); coupe, $2,385* (ps). 
CHEVROLET—’55 Bel Air (6) Sport coupe, 
$1,820*. °54 Bel Air 2-dr., $1,070*; Two- 
ten 4-dr., $900. ’53 Bel Air Sport coupe, 
$1,195*; 2-dr., $780*; Two-ten 2-dr., 
$765*, $730. '52 SL Deluxe 4-dr., $575*; 
club coupe, $475; FL Deluxe 2-dr., $455. 
’51 SL Deluxe 2-dr., $460°; FL .Deluxe 
4-dr., $405. 50 SL Deluxe 2-dr., $345. 
CHRYSLER — '54 NY Newport, $1,905* 
(ps); Windsor 4-dr., $1,535*, $1,395*. 53 
NY 4-dr., $1,085* (ps), $985; Windsor 
4-dr.. $900*. °52 Imperial 4-dr., $615*, 
$570*; Windsor 4-dr., $525*. ’51 Windsor 
4-dr., $435*, $430*; NY 4-dr., $330* 
(ps). 
DeSOTO—’53 Fire Dome 4-dr., $925* (ps). 
’52 Custom 4-dr., $490*. '51 Custom club 
coupe, $490*; Sportsman, $405*. 
a | 4 DODGE—' 54 eae "sro0e; 
ai *§ a, hg 53 Coronet (6) 4 io *; Meadow- 
ERNEST W. PETERSON Peo ie , 4 brook 4-dr., $710*; 2-dr., $655*; Diplo- 
e , 1 CRs F mat, $700*. "52 Meadowbrook 4-dr., 
- 


$395°. 
FORD—’55 Fairlane (8) Victoria, $1,980*, 
$1,955*; 4-dr., $1,870*, $1,700* (ps); (8) 
Country Sedan, $1,880; Custom (8) 4-dr., 
$1,610*, $1,455. ‘54 Main (8) Ranch 
wagon, $1,255; Crestline (6) Victoria, 
$1,235"; (8) 4-dr., $1,100*; Custom (8) 
-dr., $1,150*. ’53 Victoria, $1,200* (ps), 
A : : $1,155*; (8) Country Squire, $1,140*. 
fo | ih Saati / HUDSON—’54 Hornet Hollywood, $1,215; 
or an b} ioe 4-dr., $850. °53 Hornet 4-dr., $900", 
‘ 2 $695. ‘52 Pacemaker 2-dr. $260*. 
KAISER—’53 4-dr., $450*. ’51 4- “ar. $260" 


- - LINCOLN—'52 Capri coupe, $1, 
BIG WHEELS in Automotive News MEROURY—'s5 Montclair’ coupe,  $2,500°; 
4-dr., $2,405* (ps); Custom 2-dr., $1,- 
J. A. *‘Jim'’ MANIN 890*. ’54 Monterey Sun Valley, $1,865* 
(ps), $1,650° (ps); Sport coupe, $1,650*, 
$1,360*, $1,350° (ps), $1,250; 4-dr., $1,- 
445° (ps), $1,360°. 
NASH—’54 Rambler 4-dr., $1,350. 52 Am- 
bassador Country club, gene's 4-dr., 
$750*; Statesman 4-dr., $580, $490. ‘51 


ERNEST W. PETERSON oubeMonia “ss “ser Housay, $2,710" 


is known as one of the nation’s deans of Boe pa cae? tpey: (> ak: 


No wonder Portlanders turn to their home- automotive news reporting. He’s as well Gay, $2,200". 04’ (98) Holiday, | §2.175° 
known to the industry in Detroit as he is $i, 1875"; (88) 4-dr., $1,690* (ps); 2-dr., 


in the Oregon Journal’s home territory. In *. : 
town newspaper, the Or egon Jour nal, 32 years, he has built up an enviable record : er 4d, “go00" "si Patrician’ 4-ar., 


as automotive news editor. Additional proof PLYMOUTH—'ss naeetese (8) er. $1,- 

. . . : : ’ * hs "54 
with a team like Peterson and Manin to of his prowess is that for 32 years he's also Savoy 4-dr., $050", $895" "68 ‘Cranbrook 
been Journal church editor and has won the 4-dr., $745°, $710, $685; Cambridge 4- ar., 

top national citation. 375: 51 Decinacets 4-dr.. $370; Belve- 


bring them all the real news in the auto- AIM cia ete dae 


J. A.“Jim’ MANIN (ps); Chieftain Catalina, $1,760*. ’54 
: . . : sos P Chieftain (6) Deluxe 4-dr., $1,260. '53 
motive field and the best in automotive is known as the advertising man with the Chieftain (8) 4-dr., $1,050°, $915*. "52 
merchandising flair. Since 1925 he has can aren eeen gaet?, "an (8) toe. 

$355* 


age headed the automotive display advertising . ee 4 
advertising. Remember, you can’t sell department at the Oregon Journal. Car deal- coupe, $1,505°. 62 Champion 2-dr., $320. 


ers have long depended on Jim to help them ween ee nae es aane’. 
‘ A ‘ keep up sales records. Jim’s results have 
Portland without the big evening Journal. almost become legendary, for when he VALDOSTA, GA. 
analyzes a problem, car sales start moving nin bern eons” 
up for Journal advertisers. ‘ (Priecs Gown on "BA and °55 motels 
Sold 172 cars out of 230 offerings.) e 


BUICK—’55 Special 4-dr., $2,500; Riviera, 

The $2,350; Century Riviera. $3,200. "6 su- 
per conv., $1,675. °53 4-dr., $1,165. 

Evening and Sunday $1,010; Special 4-dr., $985, $950. °52 


Riviera 4-dr., $780, $750. ’'50 


Super 
Home-Owned, Super Riviera, $475. 
CADILLAC—’55 (62) coupe deVille, $4,500* 


(ps); 4-dr., $4,355* (ps); coupe, $3,900*° 
Controlled, Edited (ps). ’54 (62) coupe, $3,385* (ps), ’53 
(62) 4-dr., 2 at $2,050* (ps). '52 (62) 
coupe, $1,675* (ps). 
i f i CHEVROLET — ‘55 Two-ten (8) station 
Represented Nationally by O'Mara & Ormshee, Inc. “6g * mee > wagon, $1,775*; 2-dr., $1,600, $1,575, 
Member Metropolitan Comic ond Pacific Sunday Magazine Groups : sgt ae ie $1,550; 4-dr., $1,500, $1,450, $1,425; One- 
e fifty 2-dr., $1,250. °54 Bel Air coupe, $1,- 
290, $1,180, $1,125, $1,000; 4-dr., $1,090; 


(Continued on Page 51, Col. 1) 
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Used-Car Auction Prices 


(Continued from Page 50) 


%-ton cab, $780. '53 Two-ten 2-dr., 2 at 
One- 


$775: station wagon, $775* (ps); 
fifty 4-dr., $690, $540. '52 SL Deluxe 
4-dr.. $540. 


CHRYSLER—’53 Windsor 4-dr., $925*. 
Oo—’53 Fire Dome (8) 4-dr., $850*. 
popGE—’55 Coronet 4-dr., $2,000*. ‘52 
Meadowbrook 4-dr., $190. ’49 coupe, $200. 
48 club coupe, $180. 
RD--'55 Thunderbird, $2,300; Fairlane 
(8) Country sedan, $2,285, $2,000; Crown 
Victoria, $2,160* (ps), $2,066; conv., $2,- 
050; 4-dr., $1,800, $1,700, $1,600; 2-dr., 
$1,575. '54 Crest (8) Victoria, $1,385; 
4-dr., $1,200, $1,100; Main (8) Ranch 
Wagon, $1,350; %-ton pickup, $850. '53 
Crest ‘(8) Victoria, $1,130; Main (8) 
Ranch Wagon, $950. '52 Crest (8) Vic- 
toria, $775; Main (6) 2-dr., $500, $400. 
51 Custom (8) 2-dr., $500, $400. °50 
Custom (8) 2-dr., $435, $415, $390. 
HUDSON—’53 Jet sedan, $580. 
KAISER—’53 2-dr., $450. 
LINCOLN—’53 Capri coupe, $1,310. 
MERCURY—’55 Monterey conv., $2,280°; 
sedan, $2,275, $2,200. ’°54 Custom 4-dr., 
$1,300. ’°51 Custom 4-dr., $375. '50 2-dr., 
$335. '48 4-dr., $180. '47 conv., $180. 
NASH—'54 Ambassador 4-dr., $1,100. '52 
Ambassador 4-dr., $570. 
OLDSMOBILE—’54 (98) Holiday, $1,925* 
(ps). °53 (98) Holiday, $1,310°. ’51 (88) 
coupe, $625*, $575*. 
PACKARD—’51 4-dr., $455°. 
PLYMOUTH—’54 Belvedere 4-dr., $1,140°; 
Savoy 4-dr., 2 at $800. °53 Cranbrook 
4-dr., $550. '52 Concord 2-dr., $360. 
PONTIAC—’55 Chieftain (8) Catalina, $2,- 
200, $2,050, $2,005. °53 Chieftain (8) 
4-dr., $880, $835. ’°52 Chieftain (8) Cata- 
lina, $800*. ’50 Silver Streak (8) 4-dr., 
$400, $150. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Sept. 23.) 
(Sold 215 out of 326 offerings.) 


BUICK—’55 Century Riviera coupe, $2,630* 
(ps), $2,370*, $2,360* (ps); 4-dr., $2,100; 
Special Riviera coupe, $2,350*. °54 Spe- 
cial Riviera, $1,645*. ’°53 Super Riviera 
2-dr., $1,235* (ps), $1,155*%; 4-dr., $1,- 
105*; Special Riviera, $1,150*. °51 RM 
4-dr., $575*, $350* (ps). ’50 Super Rivi- 
era, $545*, $280*. 

CADILLAC—’55 (62) coupe, $3,775* (ps). 
"52 (62) 4-dr., $1,460*. 

CHEVROLET—’55 Bel Air (8) conv., 
800*; 4-dr., $1,775* (ps), $1,490; 
ten (6) 4-dr., $1,365. '54 Bel Air 
$1,200*, $1,120*, $970*; Two-ten 
$1,035, $1,015, $1,010, $1,000, $955, $ 
Delray, $990; One-fifty 2-dr., $805. ‘53 
Bel Air 2-dr., $955; coupe, $940, $885; 
Two-ten 2-dr., $815. ’52 SL Deluxe 4-dr., 
$405*. 51 SL Deluxe 4-dr., $500*, $485°*, 
$400*, $390, $325, $320. ‘50 SL Deluxe) 
4-dr., $305, $240. 

CHRYSLER—’53 Windsor Newport, $1,-| 
055*; NY 4-dr., $375* (ps). ’51 Imperial | 
4-dr., $645* (ps). °50 Windsor 4-dr., 
$120. °49 NY 4-dr., $140. | 

DeSOTO—’49 Deluxe 4-dr., $195. 

DODGE—’55 Royal Lancer, $2,040°. '53 | 
Coronet (6) 4-dr., $680*, $505. ’52 Way- 
farer 2-dr., $330. '51 Meadowbrook 4- 
dr., $190. ’50 Meadowbrook 4-dr., $280, 





0. 

FORD —’56 Fairlane (8) 2-dr., $2,515°, | 
$2,435*, 2 at $2,375*, $2,335*; Custom 
(8) 2-dr., $2,125*. '55 Fairlane (8) 4-dr., | 
$1,735*, $1,690*; Custom (8) 4-dr., $1,- 


510*. '54 Custom (8) 2-dr., $1,040. °53 
Custom (8) 4-dr., $825*, $800°; conv., 
$725*. *52 Custom (8) 2-dr., $835. °51) 


Custom (8) Victoria, $525*; 2-dr., $490*, | 
$425*, $400, $370. 50 Custom (8) 2-dr., | 
$285, $280, $220. | 
HUDSON—’55 Rambler Cross Country, $1,- | 
690*. ’°52 Hornet 4-dr., $235*. ’°51 Com- | 
modore (8) 4-dr., $155*; Pacemaker club 
coupe, $145. 
KAISER—’52 Special 2-dr., $300*. ’51 Spe- 
cial 2-dr., $225; Deluxe 4-dr., $110. 
LINCOLN—’ 54 Capri coupe, $2,050* (ps), 
$1,990* (ps). °51 Cosmopolitan 4-dr., 
$335°. | 
MERCURY—’55 Montclair coupe, $2,205*. 
"54 Monterey coupe, $1,600* (ps), $1,- 
585*; conv., $1,590*; Custom 4-dr., $1,-| 
110*. ’53 2-dr., $895*, $860. ’51 4-dr., 
$500*, $485*, $450°, $445*, $410°. '50 
4-dr., $350, $280, $235, $130°. | 
NASH—’53 Super Statesman 4-dr., $845*. 


‘52 Super Ambassador 4-dr., $775; Super 
Statesman 4-dr., $470. | 
OLDSMOBILE — ’55 (88) 4-dr., $2,265*| 


(ps). °54 (98) 4-dr., $2,105* (ps); Holi- 
day, $2,020* (ps). '53 (98) conv., $1,240* 
(ps); Holiday, $1,190* (ps). °52 (98) 
4-dr., $1,005*. '51 (88) 2-dr., $625°, 
$595*. '50 (88) 2-dr., $400*, $300°. 

PACKARD—’55 (400) coupe, $3,050* (ps); 
Clipper Super 4-dr., $2,680* (ps). ‘52 
Clipper 4-dr., $385*. 

PLYMOUTH—’' 55 Plaza station wagon, $1,- 
560. °54 Belvedere Sport coupe, $1,205*; 
Plaza station wagon, $1,130; Savoy club 
coupe, $905. °53 Cranbrook 4-dr., $680, 
$500*. °52 Cambridge 4-dr., $265. ’51 
— 4-dr., $235. '48 Special 4-dr., 
130. 

PONTIAC—’55 Chieftain Deluxe 4-dr., $2,- 
200* (ps). °53 Chieftain (8) Catalina, 
$1,220*, $1,075*, $1,055*. °52 Chieftain 
(8) Catalina, $770*. ’51 (8) Catalina, 
$550*. ’50 (8) Catalina, $490; 4-dr.,; $180. 
"49 (8) 2-dr., $245*, $205*. 

STUDEBAKER—’53 Champion club coupe, 
$750; 4-dr., $725*. ’52 Commander Star- 
liner, $515*; Champion 2-dr., $450*. '51 
Champion 4-dr., $270*. ’50 Champion 4- 
dr., $165*. 

WILLYS—’51 (4) station wagon, $425*. | 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- | 
day. Prices are for sale of September 27.) 
(Market not too solid. Sold 86 out of 

137 offerings.) 

BUICK—’55 Super Riviera, $2,465*, §$2,- 
445*; Century Riviera, $2,375*; Special 
4-dr., $2,230*. °54 Special Riviera 2-dr., 
$1,745*; RM Riviera 4-dr., $1,700*; Spe- 
ciai 2-dr., $1,360. °53 Super Riviera 
4-dr.. $1,155*. '52 Super Riviera 4-dr., 
$915*. ’51 Deluxe 2-dr., $615*; RM Riv- 
lera 4-dr., $535*; Super Riviera 2-dr., 
$535*. °50 Super 4-dr., $190*. "49 Super 
4-cr., $255. 

CADILLAC—'53 (62) 4-dr., $2,135*; (6) 





Special 4-dr., $1,950* (ps). '50 (62) 4-dr., 
$950*. '47 (62) 4-dr., $153°. 
CHEVROLET—’55 One-fifty (6) 2-dr., $1,- 
280. '54 Two-ten 4-dr., $1,005; Delray, 
$900. °53 Bel Air 2-dr., $915*; conv., 
$900; 4-dr., $820; Two-ten 2-dr., $775*; 
4-dr., $700. '52 SL Deluxe 4-dr., $635°; 


2-dr., $550, $515, $500. '51 SL Deluxe 
2-dr., $455; 4-dr., $435°. °49 FL Deluxe 
2-dr., $155; Special 2-dr., $110. 


CHRYSLER—’'54 NY 4-dr., $1,485* (ps). 
’53 Windsor club coupe, $925. ’52 Wind- 
sor 4-dr., $600* (ps). °50 Windsor club 
coupe, $355. 

DeSOTO—’51 4-dr. Surburban, $375*. 

DODGE—’53 Coronet (6) 4-dr., $710*, 2 
at $705*; club coupe, $600°; (8) club 
coupe, $700. '52 Diplomat, $495°*. 

FORD—’54 Victoria (8) $1,360°; Crest- 
line (8) 4-dr., $1,140. '53 Custom (8) 
4-dr., $875*, $825; club coupe, $820; 
2-dr., $795*. '52 Victoria, $715*; Cus- 
tom (8) 2-dr., $640*%; Main (8) 4-dr., 


$300. '51 Custom (8) 4-dr., $460°. °49 
(8) Station wagon, $185. 
HUDSON—’53 Wasp club coupe, $690. ‘50 
Commodore (6) 4-dr., $101. 
MERCURY—’51 4-dr., $435*; club coupe, 
$310. °'49 Station wagon, $165; conv., 


105. 

NASH—’53 Station wagon, $855; States- 
man 2-dr., $790. 

OLDSMOBILE—’53 (98) Deluxe Holiday, 


$1,525* (ps); 
"51 (88) 2-dr. 
PACKARD—’53 Clipper 4-dr., $840*. 
PLYMOUTH—’52 Suburban, $635; Cran- 
brook 4-dr., $350. '50 Deluxe 4-dr., $250. 
PONTIAC—'54 Star Chief 4-dr., $1,250*. 
53 (6) Catalina coupe, $1,075*; conv., 
deluxe, $1,005*; (8) 2-dr., $875. ‘52 
Chieftain (6) 4-dr., $515*; 2-dr., $505°. 
"51 (8) 4-dr., $340°; (6) 2-dr., $280. '50 
(8) Deluxe 4-dr., $290*. '49 (8) Station 
wagon, $160; 4-dr., $150. 
MISCELLANEOUS — '53 GMC Suburban, 
$625. 


FT. WAYNE, IND. 


(Carl Marker Auto Auction. Sale every 
Tuesday. Prices are for sale of Sept. 27.) 


(98 _ $1,385° (ps). 


(Consignment very low. were 
good, Sold 68 out of 86 offerings.) 
BUICK—’55 Century 2-dr., 2 at $2,380° 

(ps). °54 RM Riviera, $1,900*; Super 


Riviera, $1,695*. '53 Super Riviera 4-dr., 


$1,175*: 2-dr., $950. '51 Special 4-dr., 
$575*, '$505*, | $500*. ‘50 Special 4-dr., 
$255, $190. 

CADILLAO—'62 (60) Special 4-dr., $1,- 
445°. 

CHEVROLET —'53 Bel Air 4-dr., $825; 


Two-ten 4-dr., $770; One-fifty 2-dr., $650. 
‘52 SL 4-dr., $550; 2-dr., $445. °51 SL 
Deluxe 4-dr., $560. 
CHRYSLER—’51 Windsor 4-dr., $505. '50 
‘4-dr., $435, $415. 


Windsor 4-dr., $355. 

DeSOTO—’51 Deluxe 

DODGE—’53 Meadowbrook 2-dr., $800*. 
*51 Coronet 2-dr., $365. 

FORD—’'56 Fairlane (8) 2-dr., $2,540°*; 
Custom (8) 2-dr., $2,275*. '55 (8) Sta- 
tion wagon, $1,935*, $1,745. °54 Custom 
(8) 4-dr., $1,305*; $1,020; Main (8) 2- 
dr., $1,035, $1,025. '53 (8) Ranch wagon, 
$950, '51 Victoria, $600; Deluxe (8) 2- 








Watch out for naughty girls because sometimes even good little girls are naughty. 


dr., $435, $395. '50 Deluxe (6) 2-dr., 
$180. '49 Deluxe (6) 2-dr., $165... 


HUDSON—’49 Wasp 4-dr., $120. 
KAISER—’52 Manhattan 4-dr., $375. 


MEROURY—’'55 Monterey 2-dr., $2,050*. 
"64 4-dr., $1,290. "52 2-dr., $865. ‘49 
2-dr., $155. 

OLDSMOBILE—’55 (88) Holiday, $2,240° 
(ps). °54 (98) Holiday, $2,010*; (88) 


Holiday, $1,850*. '53 (88) Holiday, $1,- 
105*, $1,005*. °51 (98) Holiday 4-dr., 
$605*, $600°. 

PLYMOUTH—’55 Savoy 2-dr., $1,475. '54 
Plaza 4-dr., $845. ‘53 Cranbrook conv., 
$660. 

PONTIAO — '55 Chieftain 2-dr., $2,235° 
(ps), $2,220* (ps); Catalina, $2,040° 
(ps). '53 Chieftain (6) 2-dr., $950, $905, 
$765, $680. '51 (8) 4-dr., $545, $540; 
Station wagon, $630. '50 (6) 4-dr., $460. 
‘47 conv., $150. 

STUDEBAKER—’51 Champion 2-dr., $250; 
Commander 2-dr., $200. '50 Champion 
4-dr., $165. 

WILLYS—’52 2-dr., $330. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
+ 5 piety Prices are for sale of Sept. 
“(Heavy demand for fancy 
and station wagons. Market strong.) 


BUICK—’55 Super Riviera, $2,300%. '54 
Century Riviera, $1,825*. '53 Super 4-dr., 
$1,050*. ‘52 Special 2-dr., $585. ’50 RM 
Riviera, $350*. 

CADILLAC—’55 (62) coupe, $3,800* (ps). 
"53 (62) coupe, $2,125* (ps). ’51 (62) 
4-dr., $1,285*, $1,200°. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 


840*, $1,790*, Hardtop, $1,695, $1,590*. 


53 Bel Air 4-dr., $970, $960; 2-dr., $935°, 
$885. 


°52 SL Deluxe 4-dr., $575*, $540. 


’51 SL Deluxe Bel Air, $675, $625. °50 
SL Deluxe 4-dr., $405, $355*; SL Special 
2-dr., $305, $265. 

CHRYSLER—’'50 Windsor Newport, $395*. 

DeSOTO—’51 Custom 4-dr., $450*, '49 Cus- 
tom 2-dr., $155. 

DODGE — '53 Coronet 2-dr., $740*. ’5i 
Meadowbrook 4-dr., $390. ‘50 Coronet 
2-dr., $295*. '49 Wayfarer 2-dr., $250. 

FORD—’56 Fairlane (8) Victoria, §2,455*; 
2-dr., $2,075*; Custom (8) station wag- 
on, $2,295; 2-dr., $2,180*. ’'54 Custom (8) 
4-dr., $1,270*, $1,175*. °52 Main (8) 
Ranch Wagon, $865*; Custom (8) 2-dr., 


$700*. °51 Custom (8) 4-dr., $470. °49 
Custom (6) 4-dr., $180. 

MEROCURY—’55 Montclair Hardtop, $2,- 
465°; Monterey Hardtop, $2,170*. ‘54 
Montclair 4-dr., $1,550*, $1,490*, ‘53 
Custom 4-dr., $1,135, $1,065*. 

NASH—’54 Rambler station wagon, $1,- 


050°. °50 Statesman 4-dr., $170*; 2-dr., 
$160°. 

OLDSMOBILE — '55 (98) 4-dr., $2,700* 
(ps), $2,600° (ps); (88) Holiday 4-dr., 
$2,355* (ps). '54 (88) Super 4-dr., $1,- 
800° (ps), $1,780° (ps). '53 (98) Holiday, 
$1,500° (ps); 4-dr., $1,340° (ps), $1,250°*. 
’51 (88) Super 2-dr., $665°; 4-dr., $520°. 
’49 (76) 2-dr., $140°. 

PACKARD—’51 4-dr., $310*. 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,335. 
’53 Cranbrook Belvedere, $885*; 4-dr., 
$690, $610. '51 Cambridge 4-dr., $365. 

PONTIAC—’55 Chieftain (8) station wag- 
on, $2,065; 4-dr., $1,765. ’54 Star Chief 
(8) Catalina, $1,550* (ps); 4-dr., $1,350* 


(ps). °’53 Chieftain (8) 4-dr., $1,040°*. 
’52 Chieftain (8) 2-dr., $950*; 4-dr., 
$645*. 

STUDEBAKER — ‘'55 Champion station 
wagon, $1,495*. °53 Commander 2-dr., 


(Continued on Page 52, Col. 3) 





**My name is Mary Lou. 
I live at 916 Indian Road. 
I am a good girl. I never, never play in the street. 
Naughty girls play in the street so please drive carefully. 
Even naughty girls are too young to have to go to heaven. 


Please drive carefully.” 


The above message is brought to you in the 
interest of safer driving by Auto Specialties 
Mfg. Co. of Saint Joseph, Michigan, where 
we raise a lot of good little girls who some- 
times run into the street and, incidentally, 
where we manufacture safer automobile brakes 
. . . Auto Specialties Double-Disc Brakes. 
They are ready for cars now. 


You can stop smoothly and in a straight line 
at high or low speeds with Auto Specialties 
Double-Disc Brakes. 


In a “panic stop” your brakes won’t cause 


AUTO SPECIALTIES MFG. CO., INC. Saint Joseph, Michigan 


Plants also at Benton Harbor and Hartford, Michigan and Windsor, Ontario, Canada 


you to swerve. You'll have a better chance 
to maintain control of your car when it’s 
equipped with Double-Disc Brakes. 


Their adoption will be in keeping with in- 
creased horsepower, speed and with the 
industry’s continuing desire to give the 
American motorist better, safer and more 
pleasant means of transportation. 


For more information on these brakes, a 16- 
page, 4 color, illustrated booklet is available 


free. Write for ‘““The Stopping Story.” And if 
you’re driving today, watch out for Mary Lou. 


Manufacturing for the automotive and farm machinery industries since 1908 
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SOME DEALERS HAVE 1007 ABSORPTION FIGURES! 


(National Average is 65%) 


We quarantee to Increase service absorption figures and fill shop with customer- 
‘i her... climate cen-prodediive end enapptied time... and lncrease 


month, we can install a complete service juction 
thlewer It cools you nothing, We will anclyse your lems and 
correct them . . . train the entire service personnel . . . free 

so that he can think . . . free service salesmen of doing 

can have 8 hours a day to sell . . . eliminate duplicate handling 
away from single-item repair orders. 

volume is $7,000 er more, and you do not have a service desk 

us and hear our story . . . we promise some new siants—without 


1112 S. Wabash A 
AN-106, Chicage 3 'unnels 


Flash-A-Call Service Contro 


“Tell Your Story Here!" 
Mounted Dismounted in Seconds* 
Polished Aluminum Prames & Sheet Stee! Face 
Sign Telescope into Non-Visible Brackets Mounted 
Does Not interfere with Operation of Trunk Lid 
* After original installation. State Make and Model When Ordering 


$16.50 Lettered —$12.50 Unlettered 
7.0.B., MOUNDS, ILLINOIS 


Signs Are Shipped 1 to 5 in Bundie via Parcel Post. Postage to Be Added. 
Now taking orders for Bumpa-Tel Signs to fit all 1956 model 
cars. Orders will be filled in the order in which they are 
received. 


WARREN HASTINGS MOTOR COMPANY, INC. 
103 NORTH BLANCHE MOUNDS, ILLINOIS 
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(Continued from Page 51) 
$895*; Champion 4-dr., $705*. '50 Cham- 


pion 2-dr., $210°. 
WILLYS—’52 Aero 2-dr., $365°. "51 (6) 
, 470°. 
US—’'49 International 1%- 
ton pickup, $250. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 

Thursday. Prices are for sale of Sept. 29.) 

(Prices and demand on older models 
falling along with ’55s. Others remaining 

firm. Sold 134 cars out of 167 
offerings.) 

BUICK—’55 RM 4-dr., $2,360°. '53 Super 
Riviera 2-dr., $1,325°; 4-dr., $875*; RM 
4-dr., $1,190*, $1,000*. '52 Super 4-dr., 
$655*; conv., $680°. °51 Super 4-dr., 
$590*; Special 2-dr., $550; RM 4-dr., 
$345*. °50 Special 4-dr., $395, $385. °49 
RM 4-dr., $190*. °48 Super 4-dr., $135. 

CADILLAC—’52 (62) 4-dr., $1,455°. ’51 
(62) 4-dr., $1,005*. °50 (60) Special 4- 
dr., $975°. 

CHEVROLET — ’54 Bel Air 2-dr., $980; 
One-fifty 2-dr., $845. ’'53 Two-ten 2-dr., 
$800; Bel Air 4-dr., $795. '52 SL Deluxe 
4-dr., $675; station wagon, $570; 2-dr., 
$565*°. ‘'51 SL Deluxe station wagon, 
$700; Bel Air, $530; 4-dr., $500; 2-dr., 
$430°; SL Special 4-dr., $485; 2-dr., 
$210. 50 SL Deluxe 2-dr., $430, $230; 
4-dr., $410, $295; FL Deluxe 2-dr., $420, 
$190; SL Special 2-dr., $370; club coupe, 
$360; 4-dr., $290*; 1-ton panel, $290. '49 
FL Deluxe 2-dr., $265; 4-dr., $210, $190, 
$150; SL Deluxe 2-dr., $150, $140. °48 
SM 2-dr., $160. 

CHRYSLER—’52 Saratoga 2-dr., $520*. ’50 
Windsor Newport, $580. °49 Windsor 4- 
dr., $200. 


DeSOTO—’52 Fire Dome (8) 4-dr., $515*. 
*49 Custom 4-dr., $130. ’48 Custom 4-dr., 
$165*; club coupe, $185. 


DODGE—’55 Royal Hardtop, $1,955*. °53 
Coronet (8) 4-dr., $810, $655. °52 Coronet 
(8) 4-dr., $535*%; Meadowbrook 4-dr., 
$500*. °51 Coronet 4-dr., $360°, $345; 
Wayfarer 2-dr., $340. '50 Coronet club 
coupe, $395*, $250. ’°49 2-dr., $100*. 

FORD—’55 Fairlane (8) Victoria, $1,980*. 
’54 Custom (8) 4-dr., $1,040; Main (8) 
2-dr., $900; %-ton pickup, $690. ’52 Cus- 
tom (8) station wagon, $805; 2-dr., $720, 
$670, $610*; Main (6) 2-dr., $540*; Main 
(8) 4-dr., $450. ’51 Custom (8) 2-dr., 
$425, $385, $340; Main (8) 2-dr., $380, 
$375; Deluxe (8) 2-dr., $400. '50 Custom 
(8) 2-dr., $380. °49 Custom (8) 4-dr., 
$275, $220, $180*; club coupe, $190; De- 
luxe (8) 2-dr., $255; 4-dr., $180. 

MERCURY—’54 4-dr., $1,210*. ‘51 4-dr., 
$490*. °49 2-dr., $180. 

OLDSMOBILE—’53 (88) Super 2-dr., $1,- 
230*. '52 (88) Super Holiday, $1,000*; 
club coupe, $925*. '51 (98) 4-dr., $695*. 

(88) Super Holiday, $375*; 4-dr., 

(98) 4-dr., $180*. °49 (76) 4-dr., 
$220*; (88) 2-dr., $160°; (98) 4-dr., 
$130*. 


PACKARD — ‘52 4-dr., $350*. '50 


$105. 

PLYMOUTH — ’53 Cranbrook 4-dr., 
Cambridge club coupe, $490. ’'52 Cam- 
bridge 4-dr., $430. '51 Cambridge 4-dr., 
$425, $230. °49 Special Deluxe 4-dr., $125. 
’48 Special Deluxe 4-dr., $145. 

PONTIAC—’52 Chieftain (8) 4-dr., $680*. 
’51 Silver Streak (8) 4-dr., $525*. 

STUDEBAKER—’52 Champion 2-dr., $385*; 
4-dr., $305*. °51 Champion 4-dr., $225*; 


4-dr., 
$720; 









r op 5 
Oh, What 2 beautify) Market! 





Oklahoma is going places! In less than fifty years Oklahoma 
has grown up from Indian territory to a land of super-highways, 


skyscrapers, oil derricks and factories. Sales of automotive 


products have been growing, too. 


Sell your automotive products best in this growing market with 
advertising in Oklahoma’s statewide newspapers — The Daily 
Oklahoman and Oklahoma City Times. 


OKLAHOMAN and TIMES 


OKLAHOMA | 


WHERE AUTOMOTIVE PRODUCTS MOVE FAST 


Published by The Oklahoma Publishing Co. * The Farmer-Stockman * WKY * WKY-IV © Rep. by The Katz Agency 


Commander 4-dr., $215*. '50 Champion 
2-dr., $230°; Commander 2-dr., $150. 


MISCELLANEOUS — ’52 Hillman 4-dr., 
oon. ’61 Ford (English) Consul 4-dr., 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 


Sept. 29.) 
(Sold 179 cars out of 261 offerings.) 
BUICK—’55 1 conv., $1,450* (ps). 
’654 Super 2-dr., $1,730* (ps); 4-dr., $1,- 
710* (ps); Special conv., $1,545*. ’'53 
Special 2-dr., $1,005; RM 4-dr., $975* 
(ps). °52 RM 4-dr., $655* (ps); 2-dr., 


$610*; Special 2-dr., $620. 


CADILLAC—’55 (62) coupe deVille, $4,265* 
(ps), $4,155* (ps). °53 (62) 4-dr., $1,955° 
(ps), $1,890*° (ps). ’°51 (62) 4-dr., $1,305°, 
$1,180*. '50 (62) coupe, $1,100*, $900*, 
$800*; 4-dr., $1,060*, $825*, $650*, $605*. 
"49 (62) 4-dr., $380°. 

CHEVROLET—’54 Bel Air 2-dr., $1,180*, 
$1,145*; conv., $1,100. 53 Bel Air coupe, 
$875; 2-dr., $865*; 4-dr., $825; Two-ten 
2-dr., $695; One-fifty 4-dr., $650; 2-dr., 
$615. '52 FL Deluxe 2-dr., $605; SL De- 
luxe 4-dr., $600; SL Special 4-dr., $425. 
’51 SL Deluxe 2-dr., $525*, $450*, $320*; 
4-dr., $460*, $430. 


CHRYSLER—’53 NY 4-dr., $1,000* (ps); 
Windsor 4-dr., $770* (ps). °52 Windsor 
4-dr., $540*. °51 NY Newport, $370* 


(ps); Windsor 4-dr., $310*. ‘50 Windsor 
2-dr., $265*. °49 2-dr., $235*. 

DeSOTO—’'52 Custom 2-dr., $450*. °51 2- 
dr., $290, $210*. ’°49 Deluxe club coupe, 
$230* 


DODGE—’53 Coronet 2-dr., $700*; Mead- 
owbrook 2-dr., $580*. ’°52 Coronet 2-dr., 
$430°*, $345*. °51 Coronet 4-dr., $295*, 
$275*, $230°. 

FORD — ’55 Fairlane (8) 4-dr., $1,725*; 
Custom (6) 4-dr., $1,315. ’54 Main (6) 
Ranch Wagon, $1,225; Crest (8) Victoria, 
$1,100* (ps); 4-dr., $1,030; Custom (8) 


2-dr., $1,000*. ’°53 Crest (8) Victoria, 
$905*; Main (6) 2-dr., $575*. '52 Custom 
(8) 2-dr., $620*; Crest (8) Victoria, 


$585°*; conv., $575. 

HUDSON—’53 Super Wasp 2-dr., 
"52 Wasp 2-dr., $400. 
$435°. 

KAISER—’52 4-dr., $350*. ’51 4-dr., $210*. 

MERCURY—’54 Monterey coupe, $1,490* 
(ps), $1,415*; Sport coupe, $1,460*. 
Custom Sport coupe, $1,150*; Monterey 
coupe, $1,125*; 4-dr., $985. °52 Sport 
coupe, $745*. ‘51 2-dr., $650*, $510*; 
club coupe, $475*. °50 4-dr., $300. °48 
club coupe, $325. 

OLDSMOBILE —'’ (88) 4-dr., $2,375*. 
"54 (98) Holiday, $2,160* (ps), $2,050*° 
(ps); (88) 4-dr., $1,725*. ’53 (98) 4-dr., 
$1,315* (ps); (88) 4-dr., $1,120*. ’51 (88) 
2-dr., $440°, $365*. '50 (88) 4-dr., $500*; 
2-dr., $455*. 

PLYMOUTH—’54 Savoy 4-dr., $975; Plaza 
4-dr., $730. '52 Cambridge 4-dr., $365. 
’51 Cranbrook Belvedere, $410; 4-dr., 
$330. ’°50 Special Deluxe 2-dr., $315. 

PONTIAC — '54 Star Chief (8) Catalina, 
$1,750* (ps); Chieftain (8) Catalina, $1,- 


$560*. 
’51 Hornet 4-dr., 


100*. °53 Chieftain (8) 4-dr., $925%, 
$830*. '52 Chieftain (8) 4-dr., $620*; 
2-dr., $440. ’51 Silver Streak (8) 4-dr., 


—- *50 Silver Streak (8) 2-dr., $465*, 


$325. 

STUDEBAKER—’53 Champion 2-dr., $840*. 
‘52 Commander Land Cruiser, $380. ’51 
Commander 4-dr., $240; 2-dr., $230*. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Sept. 28.) 

(Market firm, More consignments 
-) 

BUICK—’55 Super Riviera, $2,445*. '53 Su- 
per Riviera, $1,295*, $1,150; Special 4- 
dr., $990. ’52 Super Riviera, $795*; 4-dr., 
$425. °51 Super coupe, $620*. '50 Super 
4-dr., $395*; Special 4-dr., $355. 

CADILLAC—’53 (62) conv., $2,320* (ps); 
4-dr., $2,100* (ps). ’52 (62) 4-dr., $1,- 
690* (ps). "51 (62) 4-dr., $1,505*. °49 
(62) 4-dr., $530*. 

CHEVROLET — ’55 One-fifty (8) station 
wagon, $1,820; Two-ten (8) 4-dr., $1,- 
780*. '54 Two-ten 2-dr., $1,115. '53 Two- 
ten 4-dr., $985; club coupe, $900. ’52 SL 
Deluxe 2-dr., $785; club coupe, $705; 4- 
dr., $680*. °51 SL Deluxe 2-dr., $490; 
%-ton pickup, $615. "50 SL Deluxe coupe, 
$395; %-ton panel, $325. '49 %-ton pick- 
up, $450. 

CHRYSLER—’50 Windsor 4-dr., $500*. °49 
2-dr., $290. ’'48 %-ton pickup, $400. 

DeSOTO—’ 46 4-dr., $150. 

FORD—’56 Parklane station wagon, §$2,- 

; Fairlane (8) Country sedan, $2,- 
700*; Victoria, $2,685; Custom (8) sedan, 
$2,385*. °55 Fairlane (8) 2-dr., $1,565; 
Custom (8) 4-dr., $1,550, 2 at $1,535, 
$1,515; 2-dr., $1,550, $1,540. 

LINCOLN—’50 Sport coupe, $360*. 

MERCURY—’52 Hardtop, $1,100*. ’°51 Cus- 
tom 2-dr., $725, $600. '50 4-dr., $450. 
°49 4-dr., $295. 

NASH—’52 Rambler 4-dr., $485. '51 States- 
man 4-dr., $315. °49 (600) 4-dr., $125. 
OLDSMOBILE—’53 (98) Holiday, $1,650*; 
4-dr., $1,400* (ps). °50 (98) Holiday, 
$495*; 4-dr., $400; (88) 2-dr., $395*. ’49 

(88) 4-dr., $385*. 

PLYMOUTH—’'55 Two-ten (8) station wag- 
on, $1,880. °54 Two-ten station wagon, 
nae ’49 Special Deluxe 4-dr., $320, 

PONTIAC—’53 Chieftain (8) 4-dr., $975*. 

STUDEBAKER—’53 Champion 4-dr., $775. 
"51 Champion club coupe, $330; 4-dr., 
$285. °50 Commander 2-dr., $345; 4-dr., 
$225; Champion conv., $200. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept. 
28.) 


(Used °55s really moved today. ’54s 
were slow but ’51s, ’52s and ’53s were 
very good.) 

BUICK—’55 Super Riviera, $2,500* (ps); 
Special Riviera, $2,175*; 4-dr., $1,960*. 
’54 Super 4-dr., $1,675*. '53 Super 4-dr., 


$1,110*. °52 Special 4-dr., $660*. ‘49 
Special 4-dr., $175*, $125*. 
CADILLAC—’55 (62) conv., $4,210* (ps). 


'53 (62) 4-dr., $2,000*. ’52 (60) Special 
(Continued on Page 53, Col. 1) 
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“1000. eee - $17.00 
500. eevee 8.75 
250...... 4.50 


¥ Enclose Check with Order. 
Shipments Prepaid. 
Free Used Car Systems & Ald: 
Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A”, Bex 1037, Cleveland 2, Ohic 
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THE BENMATT Write for name 
of your- nearest 
RGANIZATION, inc. epresentativ 
oe " rove aa gr ‘t 
3447 E. 15th St:, Los Angeles 23, Calif. 
NATIONAL SALES OFFICE, 
962. Milwoukes Ave... Chicoge 22, ils... © 





End Company Xmas 
Gift Problems the 
“Select-A-Gift" Way 


- - - Customers and Employees Select 
The Gift They Want. 


- - » You Pick The Price Range—Five 
Groups .. . $6.62 to $47.25. 


Stop worrying if they have one... 
if they want one . . . what size or 
color. Pick your price range and we 
mail, or you give, a beautiful com- 
bination Christmas Card - Gift 
Folder to each person on your list. 
Folder is personalized with your 
name, and/or your company’s, and 
illustrates as many as 24 of Amer- 
ica’s most-wanted, nationally-adver- 
tised gifts. Recipient tells us the 
gift he wants FROM YOU; we ship 
it to his home. 


Cost of Gift Covers Everything 


We handle mailing, packing, ship- 
ping, all details. You give more be- 
cause your COMPLETE COSTS 
average 25% less than regular retail 
prices of the gifts alone. “Select-A- 
Gift” is used and endorsed by hun- 
dreds of leading companies. Write 
to Dept. AN for free folders .. .- 
complete details. 


SELECT-A-GIFT 


Division of 
Maritz Sales Builders 


4200 Forest Park Boulevard 
St. Lovis 8, Missouri 





3S 

& 

) it a 
100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Oniy $4.50 
Money refunded if not satisfied. 

MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 











MORE AUTO DEALERS SPECIFY 
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4-dr., $1,700* (ps). "51 (62) 4-dr., $1,- 

275". ‘49 (62) 4-dr., $480*. 

cCHEVE OLET—’55 Bel Air (8) 2-dr., $1,- 
670°. 4-dr., $1,645*; Two-ten (8) ‘4- dr., 
$1,475. 54 Two-ten 4-dr., $1,025, $985; 
One-iity 2-dr., $920, $875. 53 Two-ten 
4-dr.. $860°; 2-dr., $825, $790. 52 SL 
Deluxe 4-dr., $605, $495. ‘51 SL Deluxe 
Sport coupe, $550*; 2-dr., $455, $400. 
50 SL Deluxe 2-dr., $335, $300, $290. 
49 SI. Deluxe 2-dr., ” $250, $200, $150. 

cHRYSLER— 53 NY 4- dr., $770*. 

o—'54 Fire Dome (8) 4-dr., $1,340*. 

54 Royal 4-dr., 2 at $1,200*. 

$800*, 2 at $775*. '52 
Meadowbrook 4- dr., $455*. "51 Meadow- 
brook 4-dr., $335°. "50° Coronet 2-dr., 
$275". ‘49 Coronet 2-dr., $170*. 

FORD— '55 Fairlane (8) conv., $2,050*; 
Victoria, $1,950*, $1,900°; 2-dr., $1,- 
750*, $1,710°*; Custom (8) 4- dr., $i, 600*, 
$1,560*. '54 Crest (8) Victoria, $1,575* 
(ps); Custom (8) 4-dr., $1, 170*, $1,120; 
Custom (6) 2-dr., $985*. '53 Crest (8) 
Victoria, $1,030*; Custom (8) 4-dr., $850, 

- Main (6) 2-dr., $450. '52 Main 
(8) 4-dr., $635, $625, "$600. ’51 Custom 
(8) Victoria, $690*, $610*; 2-dr., $425*, 
2 at $400*. 50 Custom (8) 4-dr., $300°, 
$285. *49 Custom (8) 4-dr., $150*, $125, 
$110. 48 FM 2-dr., $100. 

LINCOLN—'52 Cosmopolitan 4-dr., $510*. 

MERCURY—’55 Custom 4-dr., $1, 910°. "54 
Custom 4-dr., $1,430*. '53 Custom 4-dr., 
$1,060*. 51 2- dr., $710*. °50 2-dr., $410°, 
$275*. °49 2-dr., ” $210°, $200°. 

NASH—’50 Statesman 2-dr., $195*. °48 
Statesman 2-dr., $115*. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
460*; Deluxe 4-dr., $2,270*, $2,145*. '54 
(88) 4-dr., $1,710*. '53 (88) Super 2-dr., 
$1,395*. '52 (88) 4-dr., $745*. °51 (98) 
4-dr., $660°. 

PLYMOUTH — ’54 Savoy station wagon, 
$1,150; Plaza 4-dr., $910. '53 Cranbrook 
4-dr., $600. °52 Cranbrook 2- dr., $440. 

PONTIAC—'55 Chieftain (8) Catalina, $2,- 
140*. °54 Chieftain (8) Catalina, $1,670*. 
53 Chieftain (8) 2-dr., $740. ’52 Chief- 
tain (8) 4-dr., $600*. '51 Silver Streak 
(8) 4-dr., $430*. ’50 Silver Streak (8) 
2-dr., $340*. °49 Silver Streak (6) 2-dr., 
80. 

ten 53 Champion 4-dr., $710*. 
‘51 Champion 4-dr., $225*. °50 Cham- 
pion 4-dr., $170*. 


DGE 
7 Coronet 4-dr., 


MISCELLANEOUS — ’'51 Henry J 2-dr., 
$140°. 
(Wes Coon Auto Service. Sale every 


Thursday. Prices are for sale of Sept. 29.) 

(The Wes Coon Auto Auction celebrated 
its first anniversary Sept. 29th with a 
dinner party after the auction for the 
200 dealers present. At the auction, bid- 
ding was brisk on clean autos with sellers 
reluctant to drop late models at offered 
prices. Sold 87 cars out of 143 offerings.) 
BUICK—’54 RM sedan, $2,650* (ps); Spe- 
cial 2-dr., $1,430. ‘53 Super 4-dr., $1,- 


125*; Riviera 2-dr., $1,055", $930*, $885. 
'52 Special 2-dr., $730, $670, $600*; 
Super 2-dr., $650. 

CADILLAC—’54 (62) 4-dr., $3,400* (ps). 


CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
580. °54 Bel Air 2-dr., $1,080*; Two- 
ten 2-dr., $965, $955, $825. '53 Bel Air 
4-dr., $790", $785; 2-dr., $785, $775. °52 
SL Deluxe 2-dr., $380. '51 SL Deluxe 
4-dr., $300, $255, $250*. '50 SL Deluxe 
club coupe, $275, $270. °49 SL Deluxe 
-dr., $195, $125. 

CHRYSLER—’55 NY 4-dr., $2,175*. °53 
Windsor 2-dr., $760*. ’51 Windsor 2-dr., 


$400, $385. 
DeSOTO—’52 Custom 2-dr., $410. 
tom 4-dr.. $240, $220*. 
DODGE—’55 Coronet (8) 4-dr., 
*53 Coronet Hard Top, $785; 2-dr., 
’52 Coronet 2-dr., $375. 
FORD—’55 Custom (8) 2-dr., $1,345. ‘54 
Crest (8) conv., $1,100; Custom (8) 4-dr., 
$975, $885*. 53 Main (8) Ranch Wagon, 
$850; Custom (8) 2-dr., $785; Custom 
(6) club coupe. $760, $750*. °52 Crest 
(8) Victoria, $715*, $625*; Main (8) 
2-dr., $450*; %-ton panel, $365. ’51 Cus- 
tom (8) 2-dr., $300; Deluxe (6) 2-dr., 
$170. ’50 Deluxe (8) 2-dr., $215; Deluxe 
pd 2-dr., $150. °49 Custom (8) 2-dr., 
5. 


HUDSON—’53 Hornet 4-dr., $750*. ’52 
Hornet Hollywood, $550*; 4-dr., 
LINCOLN—’53 Capri 4-dr., $1,250*. 


*50 Cus- 


$1,810*. 
$680*. 


MERCURY — ’54 Monterey 4-dr., $1,305. 
"63 Monterey 4-dr., $930; 2-dr., $670. ’51 
Monterey 4-dr., $400. 

NASH—’53 Statesman 2-dr., $610, $575. 


PACKARD—’53 Clipper 4-dr., $855*; 2- 
dr., $730*. '51 (200) 2-dr., $310*. *50 
Clipper 4-dr., $190. 

PLYMOUTH—'53 Cranbrook 4-dr., $615; 
Cambridge 4-dr., $550. ‘52 Cranbrook 
4-dr., $325. 

PONTIAC—’ 53 Chieftain (8) 2-dr., $1,050*, 
$835*. ’52 Chieftain (8) 4-dr., $600*. "51 
Silver Streak (8) 2-dr., $405, $360, $330. 

STUDEBAKER—’51 Champion 2-dr., $205; 
conv., $165. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Sept. 27.) 
(Market off as all years and models 
are down in price. Sharp stuff still bring- 
ing top dollar. We could have sold 75 
More clean pieces this week. Sold 77 cars 
out of 109 offerings.) 

BUICK—'55 Century conv., $2,250* (ps). 
‘54 Super Riviera, $1, 695". °52 Special 
2-dr., $685*. ’51 Super 4-dr., $450*; RM 
4-dr., $450*. 

CADILLAC—’ 54 (62) 4-dr., $2,900* (ps). 
52 (62) coupe deVille, $i, 630° (ps). ‘48 
(62) 2-dr., $325*. 

CHEVROLET—'55 Bel Air (8) 4-dr., $1,- 
325 (flood). '54 Two-ten 4-dr., $965, 
2 at $950, $915; oon’ $975, $945; One- 
fifty 4-dr., $830, $825; 2-dr., $835, 
$825, $815, $805, $e00, ‘53 Bel Air 2-dr., 
$755* (flood); conv., $805*; Two-ten 
—.. ee: One-fifty 4-dr., $635, $615, 
; $665, $640, $630, $615, $575. 
52 ‘an "Dela 2-dr., $430*. '51 SL De- 
4 conv., $340*; SL Special 2-dr., $305. 
50 SL Deluxe 2-dr., $330*, $235; sta- 
— wagon, $280. ‘49 SL Deluxe 2-dr 

CHRYSLER—’ 52 Windsor 4-dr., $450*. 

maoTO—61 conv., $225*. ’50 4-dr., $335*; 


Dopo 52 Coronet Hardtop, $565. 
FORD—'54 Main (6) 4-dr., $655. ‘53 Cus- 


Used-Car Auction Prices 





2-dr., 
$170. 


tom (8) 4-dr., $725; Main 2 4-dr., oma 50 (62) aetna, a: aie coupe, $280; 4-dr., $190. 
90. ‘52 Custom (6) 4-dr., 0; Main VROLET—’ r 4-dr., ° ; NTIA , “ 
(6) 2-dr., $425. °51 Custom (8) 4-dr.,| 2-dr., $900, $855; club coupe, $1,000*; ress Chieftain (8) 2dr Sa08, “Be Chief- 
$375°. Two-ten 4-dr., $850; 2-dr., $865, $790.| tain (8) 2-dr., $615*. ’51 Silver Streak 
MEROURY — ’54 Monterey 4-dr., $1,110*| ‘53 Bel Air club coupe, $950°; 2-dr., (8) 4-dr., $435; 2-dr., $150 
(ps). "52 Monterey 4-dr., $720*; Custom| $920; conv., $760; Two-ten club coupe,| srpDEBAKER -— ‘53 Commander 4-dr., 
4-dr., $435. '51 4-dr., $470°; 2-dr., $365*.| $840; 4-dr., $700, $575; 2-dr., $650; %-| 30%, g490*, 51 Commander 2-dr., 
NASH—’55 Rambler 2-dr. ‘$950 (flood). ton pickup, $550. ’°52 SL Deluxe 2-dr., e e 
‘54 Rambler Hardtop, $1,050*. $455; 4-dr., $395, $300; %-ton pickup, ALBANY 
OLDSMOBILE —'54 (88) 4-dr., $1,650*| $560. '51 SL Deluxe 2-dr., $380, $265, 
(ps). "53 (98) 4-dr., $1,105* (ps); (88)| $250%; 4-dr., $330*. "50 SL Deluxe 4-dr.,| (Tim Anspach Auto Auction, Sale every 
» $1,110*. '52 (98) conv., $685*. '50| $305*, $225, $140; 2-dr., $290; club coupe, | Tuesday. Prices are for sale of Sept. 27.) 
(sy & dr., $360°; (88) 4-dr., $265*,| $160. 49 SL Deluxe 2-dr., $160; 4-dr.,| (‘Today’s prices showed » mixed trend 
$250*, $230°. $100; FL Deluxe 4-dr., $115. as choice autos of all makes moved 
PLYMOUTH—'55 ere (8) A ae a . CHRYSLER—’53 NY 4-dr., $885* (ps). ee oe eae much lower 
r nbrook | nopGE—’53 Meadowbrook 4-dr., $625. '51| than week. Rough garbage 
S — = on jase s260 e b2 Meadowbrook 4-dr., $200. takers and was left unsold. Buyers ga- 
cock ene an 3415; ‘ : . * ran-| FORD —’54 Custom (8) conv., $1,185°; lore attended the sale but were conserva- 
rontta©-oe Citeteane: or $ b . Crest (8) 4-dr., $1,085*, $975; Custom tive in their bidding. We look for a 
<ee° (os). 62 Chlefiain \e oan.” eet: (6) 2-dr., $995; Main (6) 2-dr., $760, market recovery as soon as stock market 
yl 575° ) 4-dr., ; $735, $670. 53 Custom (8) 4-dr., $750*, — Sold 156 cars out of 216 offer- 
STUDEBAKER—'53 Champion sedan, $685.| $00" ,2-4r-», $720°, $7108; Custom (6) | Tien) 
‘52 Commander Lancer, $390: Chany “pat 2-dr., $640; 4-dr., $595. °52 Custom (6) | BUICK—’55 Century conv., $2,560*; 
4-dr., $360 = ’ P 2-dr., $460. '51 Custom (8) 2-dr., $415*, cial Riviera 4-dr., $2,550*, $2,250*, 
WILLYS_~’54 2-dr., $575* $365*, $165; 4-dr., $280, $165*. °50 De- Special 2-dr., $1,335. '52 Special 4-dr., 
“a . luxe (8) 2-dr., $225, $220, $165; Deluxe $650. °51 RM 4-dr., $495*; Special 2- dr:, 
(6) 2-dr., $150; Custom (8) 4-dr., $200; $420*. ’50 RM 4- dr. » $300*, $250°; 
FLINT conv. 2-dr., $250, $180*; Special 4-dr., $240*. 


(Flint Auto Auction, Ine. Sale every| “gio, an Gan. 63 (62) Si ctot 
wee a oe sale of Sept. 28.) | mERCURY—'51 club coupe, $275. ’50 club| coupe deVille, $1,310*, 

} ces are ! _ 7s with good, ~— coupe, $140. 4-dr., $550*. '47 (61) coupe, $210*. 
= = — cars out of 1 NASH—’52 Statesman club coupe, $600*; | CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
offerings. 4-dr., 2 at $325°, 670; Two-ten (6) 4-dr., $1,385; 


BUICK—’55 Special Riviera 2-dr., $2,235°. 


'54 Super Riviera 2-dr., $1,730%; Special 
Riviera 2-dr., $1,485. 


$575; RM 2-dr., 
$465, $295; 4-dr., $370. 
$410°; 


CADILLAC—’55 (62) club coupe, $3,750* 


60. 
LINCOLN — '50 Cosmopolitan club coupe, 


OLDSMOBILE—’55 (98) club coupe, $2,780° 


(ps); 


"53 RM 2-dr., $1,- coupe, $1,045°. 


$500*. °51 Special 2-dr., 
*50 Super Riviera 


$200; 2-dr., 


PACKARD—’50 4-dr., 
Special 4-dr., 


$555. 


brook conv., $260. 


Pickup, $800. 


(88) 4-dr., $2,400*, 
"52 (98) 4-dr., 


200° (ps); Super Riviera 4-dr., $1,055° (88) 4-dr., $495°. °50 (88) 2-dr., 
(ps), $970*, $945*; Special 2-dr., ’ $1,000°, $145; (98) 4-dr., $135*,. 
$885; Riviera, $810. °52 Special 4-dr., coupe, $160. 


$110, $100°. 


PLYMOUTH—’54 Cambridge 4-dr., 
’53 Cambridge club coupe, 
*52 Cambridge 4-dr., 


’54 Two-ten station wagon, 


"63 (98) club 
$740°. 


"49 (76) club 


$585; 4-dr., 
$375; Cran- 
‘51 Cranbrook club 


$2,075*. 
°49 (60) Special 


$1,400; 4-dr., $950; 2-dr., $940. °53 Bel 
Air 2-dr., ana! Two-ten 4-dr., $850 
2-dr., $825, 2 at $685, $500. 52 SL De- 
lue 4-dr., gers". $470; 2-dr., $500, $350; 
SL Special 2-dr., $425. '51 SL Deluxe 
Bel Air, $630, $450°; 2-dr., $360*, $260°; 
club coupe, $385*; sL Special 2-dr., $360; 
4-dr., $280; FL ‘Deluxe 2-dr., $200. "50 
SL Deluxe 4-dr., $345, $240*; 2-dr., 2 at 
$280; SL Special 2-dr., $290, $280. °49 
SL Deluxe 4-dr., $280; SL Special 2-dr., 
$200; 4-dr., $170. 

DeSOTO—’53 Custom 4-dr., $990*> club 
coupe, $690*. ‘52 Fire Dome (8) 4-dr., 
$630*. ’51 Custom limousine, $200*, ‘50 
Custom 4-dr., $305*. 


DODGE—’53 Coronet (8) 4-dr., $900°. °52 
Wayfarer 2-dr., $410. '51 Meadowbrook 
-dr., $350; coupe, $250*%; Custom 4-dr., 
$250°. 

FORD — ’'56 Custom (8) Country sedan, 
$2,635*. °55 Fairlane (8) Crown Victoria, 
$2,030*. '54 Custom (8) conv., $1,425°; 
Main (6) 2-dr., $850. °53 Crest (8) Vic- 
toria, $1,035; conv., $900; Custom (8) 
4-dr., $975*, $800, $800*; Main (6) 
Ranch Wagon, $770*; Main (8) 2-dr., 
$670*. °52 Main (8) 2-dr., $525°. °51 
Custom (8) 2-dr., $475, $440; 4-dr., 
$300*. °50 Custom (8) 4-dr., $370*; 2-dr., 
$275, $260; Deluxe (8) 2-dr., $260; De- 
luxe (6) coupe, $220. '49 Custom (8) 
2-dr., $160; club coupe, $160, $150; 4-dr., 
$140; Deluxe (8) $190; 2-dr., $130; Cus- 
tom (6) conv., $150; 4-dr., $130; 2-dr., 
$100. 

HUDSON—’51 Commodore 4-dr., $320. '50 
Pacemaker 4-dr., $150. °49 Super 2-dr., 
$170. 

LINCOLN—’51 coupe, $380*. 

MERCURY — '54 2-dr., $975. ‘53 conv., 
$950*. ’51 club coupe, $400, $395*; conv., 
$270*. '49 2-dr., $150. 

NASH—’53 Rambler station wagon, $800; 


(Continued on Page 54, Col. 3) 





“Substantial increase in our business 
with new Pittsburgh Plate Glass front,” 


says Mr. Edward C. Viner, 


Viner Chevrolet, Inc., Denver, Colorado 


Viner Chevrolet, Inc., of Denver, Colorado, is an excellent example of the way Pittsburgh Store Front Prod- 
ucts can be used in the modernization of an older building. The Products used were: Pittco® Store Front Metal, 
Polished Plate Glass and two Herculite® Plate Glass Doors with Pittcomatic® Hinges and two Herculite Sidelights. 


“Since the new Pittsburgh Plate Glass 
front was installed, we have enjoyed a 
very substantial increase in our busi- 
ness every month in comparison with 
months of previous years. We feel that 
the money spent on improving our front 
has been returned to us from the stand- 
point of extra sales and advertising.” 

This is not an unusual testimonial. It 
has been shown, by automobile dealers 
of all sizes—in all parts of the country— 
that a Pittsburgh Open-Vision Front on 
their showrooms pays dividends. Peo- 
ple are attracted by the modern good 


PAINTS - GLASS - 


TT SsSBUR GH 
IN CANADA: 





CHEMICALS 


ae Oe de - 


looks, the bright, clean appearance of 
your Open-Vision Front, by the excel- 
lent displays of your new cars. They 
like to do business with you, and they 
prove it by telling other people about 
your modern showroom and by doing 
repeat business there themselves. 


For more information on Pittsburgh 
Open-Vision Store Fronts and Pitts- 
burgh Store Front Products, just send 
in the convenient coupon. We'll be 
glad to send you a copy of our booklet, 
“How To Give Your Store The Look 
That Sells.” There is no obligation. 


* BRUSHES - PLASTICS - FIBER GLASS 


oLA SS 
CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Pittsburgh Plate Glass Company 
Room 5391, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 


Please send me a FREE copy of your 
store front booklet. 
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There’s only ONE answer when it comes to 
tuning both 6 and 12-volt systems and the 
answer is ELECTRO Super Analyzers! 


ELECTRO SUPER ANALYZERS HAVE ALWAYS 
BEEN CALIBRATED TO SERVICE BOTH 
SYSTEMS AND TO COMPLETELY ELIMINATE 
THE NEED FOR COSTLY CONVERSIONS OR 
EXCHANGES. Those are the BIG reasons why 
dealers everywhere are switching to 
ELECTRO! 


ELECTRO Super Analyzers are known for their 
accuracy and rugged dependability. Every 
~ — ELECTRO instrument is designed to save time 
— to quickly and accurately diagnose motor 
troubles. They enable service men to cor- 
rectly repair and adjust with a complete 
confidence that every job turned out gives 
economical, peak performance. 


ELECTRO Super Analyzers come in handy, 
portable-table models for indoor or outdoor 
work. And, as you expand your service opera- 
tion, these very same table models can be 
incorporated in De Luxe Mobile Floor Units. 


Your ELECTRO Distributor will be very happy 
to show you how ONE will do instead of two. 
In addition, he will also arrange for on-the- 
spot training with one of our expert field 
engineers. . 


Write for details and free catalog. 
ELECTRO PRODUCTS CO. 445 East 189th Street 
New York 58, N. Y. 


Y ViaRR Me none 
SERVICING 
DIATORS - 


McCain-Richards, Inc., 
Monroe, La. 


INVESTIGATE THE HUGE PROFIT POTENTIAL 
IN AN INLAND RADIATOR DEPARTMENT! 


“Our radiator department took in $13,904.14 from 
April 11th through the following January! We find § 
that, in addition to helping us maintain 100% service 
absorption, when we pull a radiator off a car we have —_ 
ee to sell motor a ag = TRAINING 

auls, radiator hose, water pumps, and other relat 
eee — FRE SCHOOL 

Few automotive services offer such a potential for _ practic 
new and expanded business. Of the 60,000,000 vehicles + seas s pornos 
in the U. S., over 20,000,000 require radiator service quickly. Cleaning, repair- 
yearly. Inland-developed equipment allows Inland- _ ing, recoring, pricing, mer- 
trained operators to employ highly profitable chandising —everything! 
production methods. And Inland, world’s largest Hundreds of graduates 
manufacturer of radiator servicing equipment, offers now expert radiator 
the only complete package—equipment, free training repairmen. FREE to Inland 
and merchandising! customers! 


i . INLAND MFG. CO., Dept. AN-10 
A ire peetit sives 4 1108 Jackson St., Omaha 8, Nebr. 


the thousands all over the [| Please send new free booklet “Blueprint for Profit” 


an 
$8,000 to $15,000 ayear, {£G% Fi 
details ess poten of , = PLEASE PRINT 
equipment, ind’s — ADDRESS. 


req 
For-Itself"’ payment plan. Inves i 
minute to mail the coupon—the i 
rewards can be amazing! i OO 
INLAND Mfg. Co., 1108 Jackson St., § ,, - 
Dept. AN-10 Omaha 8, Nebr. 1 
World's Largest, Manufacturer If Dealer, make of cor sold 


of Radiator ing Equipment a : : 





Used-Car Auctions 


(Continued from Page 53) 


Statesman 2-dr., $550. ‘52 Statesman 4- 
dr., $450. '51 Rambler station wagon, 
$125. 

OLDSMOBILE — '53 (88) Super Holiday, 
$1,260"; (98) 4-dr., $1,180%. ‘52 (98) 
4-dr., $840*°. ’51 (98) 4-dr., $580°. '50 
(88) 4-dr., $360°, $230°; 2-dr., $250. 
'49 (98) 4-dr., $250°. 

PACKARD — '52 4-dr., $460°, ‘51 4-dr., 
$430°. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
500. °'54 Plaza club coupe, $770. ’53 
Cranbrook club coupe, $760; 4-dr., $740; 
Cambridge 4-dr., $650. °'52 Cranbrook 
4-dr., $550. '51 Cranbrook club coupe, 
$410; 4-dr., $380; 2-dr., $320; conv., 
$300; Concord coupe, $350; Cambridge 
coupe, $290. '50 Deluxe 2-dr., $170. 


PONTIAC—’55 Chieftain (8) 2-dr., $1,780. 
’54 Chieftain (8) 4-dr., $1,125*. '53 
Chieftain (8) 4-dr., $800; 2-dr., $700. | 
’51 Silver Streak (8) Catalina, $700*; | 





4-dr., $600*; Silver Streak (6) 2-dr., 
$310, '50 Silver Streak (6) 2-dr., $210; | 
Silver Streak (8) 4-dr., $200*. °49 Sil-| 
ver Streak (8) 4-dr., $220, $180*. | 

STUDEBAKER — ’'53 Commander 4-dr., | 
$660*; Champion 2-dr., $635. °52 Cham- 
pion 2-dr., $250. ’51 Commander coupe, | 
$240; Land Cruiser 4-dr., $185*. ‘50 
Champion 4-dr., $140. 

WILLYS—’52 Aero 2-dr., $395, $270*. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Fri- 

day. Prices are for sale of Sept. 30.) 

(Clean autos bringing g00d money. 

Truck sales subsiding. Sold 61 out of 
104.) | 

BUICK —’53 Super 4-dr., $1,000*. ‘'50 
Super 4-dr., $340*. 

CHEVROLET—’54 Two-ten Delray coupe, 
$1,070. °53 Two-ten 4-dr., $775; One- 
fifty 4-dr., $685. °52 SL Deluxe 2-dr., 
$645. °51 2-ton truck, $940; SL Deluxe 
2-dr., $455; FL Deluxe 2-dr., $445. '50 
2-ton truck, $600; SL Deluxe 4-dr., $350, 
$335. °49 SL Deluxe 4-dr., $255; 2-dr., 
$220. '41 1%-ton truck, $205. 

DODGE — ’53 Coronet 4-dr., $655*. °51 
Coronet 4-dr., $335*. '46 %-ton pickup, 
$115. 

FORD—’54 Custom (8) 4-dr., $1,250; 2- 
dr., $1,165*. °53 Custom (8) station 
wagon, $1,310; Main (6) 2-dr., $695*; 

-ton pickup, $755. '52 Main (8) 2-dr., 
645; 2-ton truck, $550. ’51 Custom (8) 
4-dr., $520*; 2-dr., $575, $390. 50 2-ton 
truck, $800; Custom (8) 4-dr., $405, 

; 2-dr., $300, $270; Deluxe (6) 
- . 49 Custom (8) 2-dr., $215, 
$180; 4-dr., $150. 

HUDSON—’51 Hornet club coupe, $400*. 
MERCURY—’52 club coupe, $810*. ‘50, 
4-dr., $445, $375. °49 2-dr., $300, $240. 
OLDSMOBILE — '55 (88) Super Holiday, 

$2,590* (ps), $2,440*. 

PACKARD—’54 Clipper 4-dr., $1,075*. 

PLYMOUTH—’54 Savoy 4-dr., $680. °53 
Cambridge coupe, $680; 2-dr., $680; 4- 
se $785. °51 Cranbrook club coupe, 

85. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
100*. ’52 Chieftain (8) 4-dr., $675*. 50 
Silver Streak (6) 4-dr., $250. 

ELLANEOUS—’47 International 1%- 
ton truck, $230. 

* * * 


— Auctions in Brief — 
HARRODSBURG, KY. 


Blue Grass Auto Auction. Sale every 
Thursday (Sept. 29). Clean autos are still 
bringing the high dollar. We sold a fair 
percentage of the 112 cars entered. 

* * * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Sept. 29). We had an excellent variety 
of all makes and models ranging from the 
new '56 Fords to a '41 “hot rod.”’ We 
sold 80 percent of the 225 cars registered. 


* * * 


SYRACUSE 
Syracuse Auto Auction, Sale every Wed- 

nesday (Sept. 28). Market erratic. Many 
autos brought good money but some clean 
cars went cheap. Common cars are 
dropping. Many new car dealers ‘‘clearing 
the decks’’ for action on the ’5é6s. 

* * * 


ACTON, MASS. 

Concord Auto Auction, Sales every Fri- 
day and Monday (Sept. 23-26). Sold 434 
units out of 620 offerings. 

* * 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction, Inc, Sale every 
Wednesday (Sept. 28). Prices steady on 
clean merchandise. Sold 67 cars out of 97. 
* * * 


COLUMBUS, O. 

Mobiles, Inc, Sale every Friday (Sept. 
23). We had buyers all over the place and 
cars sold high and quick with six or seven 
bidders on every car. Certainly a big switch 
over the past two weeks. 

* 7 * 


OMAHA 
Richard Abel Auto Auction. Sale every 
Thursday (Sept. 29). Market strong with 
buying power and consignments good. Clean 
autos bringing good money. 
* * + 


DANVILLE, VA. 

Danville Auto Auction, Sale every Wed- 
nesday (Sept. 28). Excellent sales due to 
tobacco market demand. Sold 98 cars out 
of 142 offerings. 

* * * 


LITTLETON, COLA. 

Denver Auto Auction. Sale every Friday 
(Sept. 30). Market good. Sold 225 cars out 
of 402 offerings. 

* * * 


PHILADELPHIA 
Harold B. Robinson Auto Sales. Sale 
every Tuesday and Thursday (Sept. 22 and 
27). Trading still very brisk with clean 
ones way up there. Prices slipping slightly 
on average merchandise. Sold 192 cars out 
of 237 offerings. 





@ Instant, permanent sealing 
of tire punctures. 


® Tube or tubeless tires. 


® No driving impairment 
to balanced wheels. 


® Not affected by heat 
or cold. 


® Lasts life of tire. 


® User-tested more than 
5 years. 


THE AMAZING 
NEW TIRE SEAL! 


4 TIRES TREATED IN 15 MINUTES 


Protect your truck and car customers against the hazards 
of flats, at low cost to them—good profits to you! Takes: 
but a few minutes to inject PERA into each tire through 
the valve opening. 
EXCLUSIVE DISTRIBUTORSHIPS NOW AVAILABLE IN YOUR TERRITORY 


: 7 PERA PRODUCTS, INC. 
Write or wire Sales offices: 14700 Grandmont Ave. 


General Sales Manager Detroit 27, Michigan 
Detroit Manufacturing plant: 801 N. 2nd St, 
Corvallis, Oregan 
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Automotive Washington 


(Continued from Page 12) 


the Federal Trade Commission in 
the following respects: 

To assist in keeping the rules of 
the industry active by periodically 
bringing to the attention of indus- 
try members the provisions thereof; 

To publicize and disseminate 
among all members of the industry 
commission stipulations, orders and 
opinions or administrative interpre- 
tations relating to practices covered 
by the rules; 

To meet periodically with com- 
mission personnel for the purpose 
of discussing the rules, the need 
for their revision, and the adminis- 
tration thereof, the committee’s 
function in connection with such 
meetings being informative only, 
with decisions as to any action to 
be taken being left solely in the 
hands of government Officials. All 
such meetings shall be: 

1. Called and chairmaned by a 
full time commission official; and 

2. Limited to a discussion of mat- 
ters outlined in an agenda prepared 
by a full time commission official. 

Full and complete minutes of 
each such meeting shall be pre- 
pared and filed with the commis- 
sion. 

It is not the function of the 
committee to: 

1, Interpret the rules; 

2. Attempt to correct alleged rule 
violations; 

3. Make determinations or ex- 
press opinions as to whether prac- 
tices are violative of the rules; 

4. Receive or screen complaints 
of violations of the rules; or 

5. Perform any other act or acts 
within the authority of the Fed- 
eral Trade Commission or any 
other governmental agéncy or de- 
partment. 


Aluminum Probe Ends 


‘HE House Small Business Com- 

mittee concluded its investiga- 
tion of the aluminum shortage and 
its effect on small users by calling 
in several Government officials to 
explain the recent decision against 
another round of government- 
supported expansion. The commit- 
tee was told that the present 
aluminum shortage is caused 
almost entirely by high civilian 
demand and that capacity is ade- 
quate to take care of the wartime 
defense requirements and vital 


civilian needs. 
= * 


+ 
Trolleys, Buses Lose 
ae in Washington, as in vir- 
tually every city and town i 
the nation, efforts to restore to 


Dealership Aide 
Convicted; Faces 
4 Fraud Charges 


SALISBURY, Md.— Clarence M. 
Disharoon, 31, has been convicted 
in Wicomico County Circuit Court 
of embezzling $4,400 from the deal- 
ership he managed here. 

Although another jury acquitted 
him of obtaining money on false 
pretenses, Disharoon still faces four 
fraud charges. His wife is charged 
with being an accessory. 

Disharoon was found guilty of 

taking three cars from his dealer- 
ship shortly before he disappeared 
in January, 1951. He later sold them 
in Norfolk, Va., for $4,400. Dish- 
aroon and his wife were captured 
by the FBI last fall. 
_ Although State’s Attorney Ham- 
ilton P. Fox jr. recommended a 
12-year sentence, the court with- 
held sentence pending the filing of 
a motion for a new trial. 


Southwest Dealers 
See New Buicks 


HOUSTON. — More than 1,200 
Southwest Buick dealers and re- 
gional sales personnel today (Oct. 
10) are viewing the new Buicks for 
1956. A team of factory executives, 
headed by Ivan L. Wiles, general 
manager, are attending the display. 

This is the second of a series of 
similar meetings which began in 
Los Angeles last week. Others will 
be held in Chicago, Oct. 14-15; At- 
lanta, Oct. 19; Detroit, Oct. 24, and 
New York, Oct. 27-28. 


- 





trolleys and buses. patronage lost 
to the private motor car—especially 
since the long local transit strike— 
are meeting with little success. 

The use of private cars is grow- 
ing and worse congestion seems 
inevitable. The auto manufacturers 
and dealers are doing such a red- 
hot job of selling that the two-cars- 
per-family idea is coming closer to 
reality every day. Never before has 
there been such an acute need for 
more and better roads and streets. 

While the big Eisenhower road 
program missed fire last year, it 
appears a cinch for 1956, with the 
many benefits it will bring to all 
the people. 


* * * 


Nickel Diverted 
IVERSION to non-defense in- 
dustry in October of 2,500,000 
pounds of nickel from scheduled 
shipments was authorized last 
week by the Office of Defense 





Mobilization. This is in addition to 
13,250,000 pounds of the metal al- 
ready made available to civilian 
users by the Government thus far 
this year. Additional diversions are | - 
likely in November and December, 
it is understood. 

As has been the case in the 
past, it was stated, none of the 
nickel is taken from the national 
stockpile, but diverted en route 
from producers to the Govern- 
ment. 

Even with the substantial Gov- 
ernment diversions, radio receiving 
tube manufacturers have protested 
to ODM that unless nickel is made 
more plentiful, production and em- 
ployment will have to be cut back. 

+* x * 


Loans to Dealers 


A= the loans approved by 
the Small Business Adminis- : : : 
tration last week was $25,000 for 

a Lisbon (O.), auto dealer and| Marion Draws Full House— 


$80,000 for one in Scranton, Pa. Fred G. Marion, Nash dealer in Holyoke, Mass., celebrated the completion of his 
There also was a $40,000 loan| new $125,000 building by holding a grand opening that attracted an estimated 

approved for a Yates Center| 11,000 persons the first day. Part of the crowd is pictured watching city officials 

(Kans.), truck sales and service | congratulate Marion. The event was televised over station WWLP-TV. 

Eran GG. Geuee ter 6 Fe ees | ee 

trailer park. In each case, local Wondering how new-car and truck production and sales are making out? AUTOMO- 

banks took 20 percent of the loans.! TIVE NEWS gives you the entire story every week throughout the year. 








Sell batteries that are protected 


against vibration damage! __ 
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The automotive battery takes a lot 
of vibration and jarring, causing 
the plates to damage the ordinary 
battery separator—resulting in 
shorts and battery failure. But 
this doesn’t happen when the 
separators are U.S. Peerless. These 
rugged separators stand up under 
vibration, give longer service than 
any other separator. They are 
known as battery savers. 

U. S. Peerless has other big ad- 
vantages: it cannot be harmed by 
battery acid, heat or plate pres- 


RUBBER COMPANY 


e Rockefeller Center, New York 20, N. Y. 





sures—will not get mushy or soft 
in service. High mechanical 
strength prevents cutting by 
warped plates or loose plate mate- 
rial. Peerless even outlasts the 
plates. It assures more economical 
operating costs. In cold weather, 
it gives 20% faster cranking speed, 
10% more power. Protect your 
battery business and the good will 
of your trade by making sure the 
batteries you stock and sell have 
Peerless Rubber Separators. 
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Used-Car Notes America’s Best 


Rove eee pe por, Auto Sales Manager 


state used cars sin sie 

accordi: H. Tolb ij 

CE Sieees Gee FOR NEW CAR DEALERSHIP 
The shifting population of Fort $1 5,000 te $25,000 


Knox is a major reason for this, 


Riggs believes. Cars taken from e 
Kentucky for sale in other states The man we are seeking must be one of the top 10 


do not balance the number brought auto Sales Managers in America. He must be able to 
in, he says. take charge and operate a large dealership in North- 
, AR saree “Most of the cars brought in by ern N. J., one of the Big Three. Our company has 
IRON CASTINGS a ho 1m ee Sa been in business for many years and enjoys the finest 
i ~ rea,” Riggs said. “This is because . " . 

Kentucky is a better, higher mar- reputation in the industry. We are now and always 

ket for used cars than Michigan.” have operated profitably. 

‘ He said ‘many Michigan dealers 

NT IC NIATIONIC wholesale the used cars they take The man we want must be able to operate a volume 
ONE OF THE NATION'S in but that Louisville dealers us- dealership in a clean, ethical business-like manner 
WN Yel =~ i) MOCT M ually retail their tradeins. profitably and successfully in today’s market. He must 
LARGEST AND MOST MODERN io ik be an exceptional individual, who can develop new 
PRODUCTION FOUNDRIES Colorado Group business, hire, train and direct our sales personnel, 
° help close deals, be experienced in sales promotion, 
Maps Expansion and have present proof of accomplishment. 


DENVER.—The Independent Au- This is a rare opportunity for an automobile sales 


tomobile Dealers Assn. of Colorado sys 
is expanding into a statewide or- — of unsurpassed ability. 


sa ae ae ganization. Wade Mullins, Colorado Please do not apply unless you have a proven record 
wpengs, Bee been named the mato of accomplishment, have the finest of character with 


FOUNDRY DIVISION oo = ag ey = oa the very best of references, and can stand rigid inves- 


tion has operated as a local asso- tigation of your past performance. Send full resume, 
MIN OFFICE “AND MANUFACTURING PLANTS ie ~~ ee the Den- which will be held in strict confidence to Box 512, 
v - ea. ssn. ° ° 
CHATTANOOGA 2, TENNESSEE “The orgenieation now bas 160 c/o Automotive News, Detroit 26. 
dealer members and nearly 50 asso- 
ciate members. 
W. H. Skillings, formerly of Gen- 
eral Motors Acceptance Corp., has 


— Seesneeers ore. M .- ~~ 
oak: aaseeer soacntly to jasuneet Save on ey On LC, i . P 
the expansion program. & J 4 \ j 


Letterbo 
Pnecceher yogi TRUNK MAT KITS __ |’ 


might be reprinted in the AuTomo- — = = ee 
tive News as a reminder of old Basse - = ¢~ a an 2 
times. ; 
You will recall that at those ; a sateneaaoaeen - . 
show dinners we had one serious a - ment — made of equivalent 
speaker and one humorous speak-| §, ae to Cadillac trunk lining ma- 
er ee, yer —s ~e° E terial in 2 colors—Blue or 
We put on a gridiron r, Ps os : 
stowing big plaster medals on high 4 Brown. Individually boxed 
officials for their advertising, for] FP and labeled, ready for easy 
new models that were prominent \ a F installation, each kit is com- 
at the time. The citations were! [RAR o (é = — plete with all parts and can 
read in a dignified voice by the 
a wearing a gown and : 
our-cornered hat, but the words] * ‘ eM ft: : ‘ 
were of the gridiron type—ALFRED| = = ¥ irae > rscters $9495 Prepaid 
Reeves, advisory vice-president,| ~*~" _ 
Automobile Manufacturers Assn. 
Eprror’s Note: Here is Graham’s 
windup: 
In a noble poem, “Thou too sail 
on, O Ship of State!” the great 
poet Longfellow has apostro- 
phized the nation as a ship. I 
ee eee. Se —— hy a DEC ALS Original Decal— 
or We move fast. I should wan . thi 
to know that in every detail it Shipped within Hours After you Order 
; i ‘ » : ; t Amer 5 ae 
People in your business _who ve Write on your business letterhead aaemeek oer ee oni TEAR ene 
been using adding machines for to Underwood Corporation, Dept. not be lacking in the ideal Amer- Type Merc, 1952-55 
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Fra: chises Near 700... 


2% Dealer Discount 
Set for Continental 


(Continued from Page 2) 


eral feeling when he said, “The 
car’s 2 bit overwhelming—a queen. 
But the old Continental was a 
lovely princess.” 
* * * 
So Continental bloodlines are 
easily discerned—the ' extra-thin 
roof cross-section, the long hood, 
steel-paneled rear quarters in the 
enger compartment and the 
much - copied Continental spare 
wheel—although the latter has been 
given a new treatment. 
In privately discussing the car 
itself, Ford said, “I knew pretty 
much what I wanted when we 
started. We set up basic dimen- 
sions for length and height, but 
let stylists experiment with where 
to place the ‘greenhouse’ in rela- 
tion to the hood and rear deck.” 
The deck of the Mark II looks 
somewhat longer than the stubby 
trunk of the old Continental, but 
Ford says much of that is an op- 
tical illusion—“you visually meas- 
ure it from the tire kickup on the 
new car.” 
* *~ * 

are topic of speculation 

at the showing was horsepower. 
Division officials disclosed no fig- 
ures and indicated that horsepower 
would not be merchandised aggres- 
sively on the Continental. 

However, the Continental power 
plant is basically the Lincoln en- 
gine, which has 285 advertised 
horsepower. 

Harold W. Johnson, 


04 Auto Earnings 
Down 19 Percent, 


Canada Reports 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA.—Canadian auto indus- 
try earnings dropped 19.3 percent 
in 1954 and gross dollar-value of 
sales fell 20.3 percent, the Canadian 
Government reported. 

Earnings were $106,062,439, down 
$25,253,695 from 1953. Gross sales 
dipped to $666,286,542 which was 
$169,268,007 less than 1953’s total of 
$835,554,549. 

Twenty auto and truck plants 
were in operation in 1954, the same 
number as in 1953, but employment 
dropped from 32,973 to 27,949, the 
Government said. 

Car and truck registrations both 
increased but the percentages of 
gain were less than in 1953. Car 
registrations jumped 6.7 percent in 
1954 to 2,682,430. The 1953 rise was 
95 percent. 

The 1954 truck total was 886,315 a 
gain of 5.2 percent. Truck registra- 
tions increased 7.1 percent in 1953. 

Scrappage totals dropped in 1954 
to 137,201 cars and 21,031 trucks. 
The previous year 155,753 cars and 
50,404 trucks were scrapped. 


chief 


product engineer, admitted the 

Continental engine has “some” 

modifications, but was close- 

mouthed as to details. He did 

say, however, that when the Lin- 

coln engine plant builds Conti- 
nental engines, the “workers 
know what they are building.” 

Special care is taken with these 
engines, he said. “We manually 
match heads and manifolds, for 
example, and pick components with 
the lowest variations on tolerance,” 
Johnson said. 

Educated guesses peg the Conti- 
nental’s stable at 325 to 330 horses. 
At any rate, on a test drive, the 
engine and the basic Lincoln trans- 
mission (also slightly modified) 
gave the 5,000-pound Mark II plenty 
of punch from a standing start 
and in powering out of turns. 

* ~ * 

ONTINENTALS are being 

turned out with fastidious care 
at the rate of 15 a day in a new 
plant specifically built for the divi- 
sion. 

The plant—small by usual auto- 
motive standards with its 189,000 
square feet—is-.curiously anachro- 
nistic. Automation is unknown, 
with hand-handling of parts and 
subassemblies the order of the day. 

Bodies for the Mark II are built 
by Hayes Mfg. Corp. Grand 
Rapids, Mich. When they arrive 
at the Continental] plant, fenders 
and hoods are fitted, then given 
a serial number and disassem- 
bled. Bodies, hood and fenders 
go through the paint booth as a 
unit to make sure of absolute 
color match. 

The final-assembly line has a 
capacity of only seven units, as 
does the chassis line. Build time 
through the plant is approximately 
10 days. 

The 348 hourly rated Continental 
workers, a spokesman said, were 
carefully screened and hired from 
other automotive firms as well as 
other Ford divisions. Workers with 
records of stability and craftsman- 
ship were preferred, he said. 

x = * 
- ADDITION to the production 
workers, there are 484 salaried 
employes, making a total payroll 
of 832. 

On Bill Ford’s staff, besides John- 
son, are Ben D. Mills, assistant 
general manager; Lowell E. Krieg, 
operations manager; Raymond K. 
Schieb, programming manager; 
Wallace L. Wallace, operations as- 
sistant; Richard Morris, public 
relations manager, and John M. 
Reinhart, chief stylist. 

Also, Douglas T. McClure, sales 
manager; Charles P. DeVoss, man- 
ufacturing manager; Ray A. Hulce, 
purchasing agent; Russell P. Smith, 
industrial relations manager, and 
Douglas A. Holmes, divisional con- 
troller. 








Allen H. Wetter, superintendent of schools. 


Philadelphia Schools Get 1956 Fords— 


Fieet of 29 new 1956 Ford sedans presented to the Philadelphia school system for 
driver-training program by Ford Dealers of Philadelphia is inspected by, from left, 
Waiter B. Saul, Board of Public Education president; Alvin A. Swenson jr., chairman 
of Ford Dealers of Philadelphia; John B. White, president of the Ford group, and Dr. 








NJATA Selects New Officers— 


New Jersey Gov. Robert B. Meyner, center, poses with new officers of the New 
Jersey Automotive Trade Assn. at the group's 37th annual convention in Atlantic City. 
From left are: William L. Mallon, secretary; Gerald S. Kleinhanz, first vice-president; 


Eldred R. Crow, third vice-president; Gov. 


Meyner; Walter F. Conover, retiring presi- 


dent; George G. Downes, second vice-president, and Elmer Blauvelt, new president. 


L. John Hutton, treasurer, is not pictured. 





U.S. Rubber’s Wired Tire 
Called Answer to Blowouts 


(Continued from Page 2) 


of the new Safety-Shields im- 
pressed auto writers making their 
first visit to U. S. Rubber’s desert 
test ground here. 

Broken bottles, ax blades, greased 
spikes, razor-sharp knives and even 
shotgun pellets failed to penetrate 
or mar the wired tires. 

* + * 


UICKS, Oldsmobiles and GMC 

trucks rolled over and through 
the rubber-cutters as if there were 
nothing underfoot but soft grass. 
Conventional all-fabric tires, by 
contrast blew out. 

“We have placed the wire under 
the thread in such a position,” 
stated U. S. Rubber’s Dr. Arthur 
W. Bull, “as to use its tremendous 
strength for greater safety, while 
at the same time using textiles in 
the carcass and sidewall where 
their flexibility is necessary for 
smooth riding qualities.” 

Among the other advantages 
cited for the Safety-Shields by Dr. 
Bull were the following: 

1. They run from 20 to 40 degrees 
cooler than conventional tires—be- 
cause the wire conducts heat away 
from the shoulders of the tire to- 
ward the cooler core of the tread. 

2. They reduce the danger of 
throwing off treads at high speed— 
since the wire helps to prevent sep- 
arations between tread and carcass. 

* = 7 

3 They contribute to—but do not 

necessarily guarantee — in- 
creased tread mileage and tire life. 
While the wire is impervious to 
carcass rotting, breakdowns still 
will occur because of varying in- 
flation and roadability factors. 

“Nevertheless,” Dr. Bull said, 
“all the advantages of wire add 
up to greater safety with a mini- 
mum of tire breakdowns.” 

At least 40 percent more mileage 
should be possible with wired car 
tires, said the company, because of 
a new synthetic-rubber tread stock 
that uses a new type of carbon 
black and a new tread row distri- 
bution. 

“For truckers,” it was stated, 
“this means a lower operating cost 
per mile. The elimination of 
groove cracking. ruptures and cut 
damage means less down time per 
mile of haulage. Operating econo- 
my is possible without increased 
tire inflation and without limiting 
truck speeds.” 

+ + 
HE shield-comprising wire fila- 
ments, from six to 38 of which 


Toledo Dealers 


Elect Trustees 


TOLEDO. — The Toledo Auto- 
mobile Dealers Assn. last week re- 
ported that it has elected a new 
slate of trustees to serve through 
the coming year. 

Those elected included D. Nelson 
Banham (Oldsmobile); Edgar T. 
Keller (Nash); Richard W. Moore 
(Ford); Arch W. O’Rourke (Buick) ; 
R. H. Roth (Pontiac); David D. 
Smith (Cadillac), and Donald B. 
Wearley (Chrysler-Plymouth). 





are used in truck tires, are slightly 
larger than a human hair. One 
truck tire contains about 40,000 
short wire strands laid close to- 
gether side by side and placed pre- 
cisely under the tread in two layers. 

U. S. Rubber compared the 
strength of the tire to that of 
bridge cable. The steel wire initial- 
ly is heated to 1,750 degrees F. and 
then quenched in lead at 900 de- 
grees. It finally is brass-plated to 
obtain better adhesion with rubber 
and drawn through dies to 20 times 
its original length, so as to improve 
its tensile strength. 

Newsmen were informed that 
more than eight million test miles 
been run on steel shield tires 
without a single tire failure nor 
any sign of rupture, cuts reach- 
ing the carcass, groove cracking 
or tread separation. 

Two truckers found in advance 
tests of Safety-Shields, U. S. Rub- 
ber reported, that they were able 
to perform recapping jobs without 
any carcass repairs. One trucker 
drove a set 39,000 miles on the orig- 
inal treads, while the other went 
70,695 miles over mountain roads. 

* * * 


S. RUBBER billed the wire- 

* tire announcement as the cli- 

max of a 20-year search for punc- 
ture-proof tires. The _ see-it-for- 
yourself demonstration for news- 
men touched off plans for an exten- 
sive promotion on television and in 
newspapers. 

At a dinner in Los Angeles, the 
newsmen heard J. Chester Ray, 
administrative head of the com- 
pany’s tire division, hail the new 
tires as the forerunner of another 
record year for the tire industry. 

“As far as we know,” Ray said, 
“our competition is not remotely 
close to introduction of a tire of 
this type. This marks a revolution 
in tire manufacturing pioneered by 
U. S. Rubber.” 

* 


* * 





Shielded by Wire— 


Wire shield on new safety tire of VU. S. 
Rubber is shown on cutaway by Dr. H. 
S. Howe, manager of new products devel- 
opment. Wire is as strong as that used in 
bridge cable. Shield is 1% inches inside 
tread and, U.S. Rubber says, will protect 
tire from punctures even after tread is 
worn away. 


Big-City Hazards 
Detailed in Diary 


Frank Dealer Weighs 
Stimulators, Discounts 
(Continued from Page 3) 


recent weeks we have taken as lit- 
tle as $75 on a sale.”) 

This official said the stimulator 
dealer had had a tremendous effect 
on other local Oldsmobile dealers, 
forcing them to change many of 
their merchandising methods and 
possibly cutting $100 profit off each 


|| car sold. 


“This guy is a huge advertiser,” 
he continued. “So a large percent- 
age of the shoppers—and that’s 99 
percent of the public — has been 
quoted a price by this dealer before 
they come in here, and we have to 
equal or beat his price to make a 
sale. 

“Most of us can’t figure how he 
does all the advertising. We have a 
pretty good idea of the ‘nut’ he 
has to break to make any money 
and it’s tremendous. 


* * + 
‘wus fellow is awfully tough 
competition but I wouldn’t call 
him dirty competition. But he cer- 
tainly has the Oldsmobile dealers 
in a dither in this city.” 

He said most of the veteran 
dealers were surprised that the 
factory would give a franchise to 
such a “non-gentlemanly” fellow 
since Oldsmobile dealers formerly 
had been pretty dignified fellows 
who were willing to “live and let 
live.” 

Discussing the different models, 
the sales manager asserted, “The 
Holiday coupe is the only car you 
can make a decent profit on these 
days but they’re terribly scarce. 
The four-door hardtops were pretty 
hot shortly after they were intro- 
duced but the demand for them 
now is much less than the supply.” 

He said that the $100 deals the 
dealership had been taking lately 
were pretty unprofitable since the 
firm pays its salesmen a minimum 
of $50 on each sale. Pre-delivery 
and post-delivery servicing also 
have to come out of this $100, as 
well as part of the general over- 
head. 

He said that one of the leading 
phenomena on the current market 
is the “high-ball.” He said the art. 
of “high-balling” was perfected by 
one of the stimulator’s salesmen, , 
although a great many dealerships 
are now doing it. 

* * 


* 
E high-ball just confuses the 
Prospect so much that he 
doesn’t want any car,” he stated. 
“And it makes things a lot more 
difficult for the other salesmen and 
dealers.” 

In the midst of the interview, 
a salesman came in to get the 
general manager’s OK on a deal 
for a Holiday coupe in which 
there was a profit of $350, 

After the general manager glee- 
fully signed his name, he was asked 
if he would have taken the deal if 
there had only been $200 in it. He 
replied: 

“It would depend on which sales- 
man brought in the deal. If it was 
a guy who had had tough going, 
despite hard work, I probably would 
have approved it. 

“On the other hand, if it was 
brought in by one of the men who 
had been making a lot of sales 
lately, or by a guy who had been 
deliberately giving everything to 
the customer, I would have turned 
it down.” 

Summing up the 1955 model year, 
the general manager said, “It’s 
been our biggest volume year by 
far, but we’ve made more money 
in a couple of other years. But still 
it’s been a pretty good year.” 


IH Opens Office 


In San Francisco 


CHICAGO. — International Har- 
vester Co. has opened a regional 
truck sales office in San Francisco 
to administer the company’s motor 
truck business in 11 western states, 
Alaska and Hawaii, according to 
W. C. Schumacher, general man- 
ager of Harvester’s motor truck 
division. 

L. A. Hanson, Harvester’s west- 
ern regional motor truck sales 
manager, will be in charge of the 
new office. 


a NO hl en a 
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Dealers Detail Union Activity 


By Joseph M. Callahan 
Staff Writer 
A SURVEY of auto dealerships in 

10 new areas revealed last week 

that the unions were active in 

seven of the places. 

Shop personnel 

were involved in all 

the areas reporting 

union activity. Gen- 

erally, the dealer- 

ships were successful in their at- 

tempts to slow down organizational 
attempts. 

One of the more unusual labor 
situations was solved temporarily 
last week at Raiph Ellsworth (Ford) 
in Garden City, Mich., a suburb of 
Detroit, where the shop workers 
voted 38 to 25 against representa- 
tion by Local 376 of the AFL Team- 
sters Union. 

Gene Butman, general manager 
for Elisworth, said the company 
had been aware of mild organiza- 
tional activity for some time. The 
situation suddenly came to a 
head when a workman was laid 
off because of “poor work,” he 
said. 

Local 376 immediately threw up 
a picket line. Butman_ said he 
later learned that the discharged 
man was the union steward. Sub- 
sequently, the company laid off the 
entire night shift. 


All Men Re-Hired 


oe two days of picketing, a 
meeting was held between the 
company and the union, and it was 
agreed that a state-sponsored elec- 
tion be held. Ellsworth also agreed 
to re-hire all the men. Checking 
into the situation, the company 
learned that the state election 
would not be held for some time. 
By-passing the union, the com- 
pany asked the employes if they 
would agree to a representation 
election, to be supervised by the 
local clergy — a Catholic priest 
and a Protestant minister. The 
result was 38-25 company victory. 
Four workers failed to vote. 
Butman said the company is now 
meeting informally with a commit- 
tee representing the employes to ex- 
change ideas about working condi- 
tions at the dealership. He said an 
effort was being made to develop a 
“relationship of understanding.” 
While many businessmen ap- 
plauded the company for solving its 
labor problem amicably, a weak- 
ness in the solution is that the AFL 
Teamsters can still request a state 
election at any time, since the 
“minister’s election” is unofficial. If 
it had been a state election, there 
could not have been another elec- 
tion for a year. s 


Ohio Strike Cracking 


SANDUSKY, O., a month-old 
strike of mechanics at seven 
dealerships appeared to be break- 
ing up last week when the strikers 
returned to work at two shops, 
Sandusky Motor Sales (Ford) and 
Foster Chevrolet. The strike was 
called by the CIO Auto Workers, 
which is conducting an organiza- 
tional drive. Sixty men were in- 
volved. 
Thomas Kinney, UAW inter- 
national representative, did not 


disclose whether the dealers had 
agreed to recognize the union but 
he did say the union approved 
the back-to-work movement. 

Kinney said the srike was con- 
tinuing at Grabner Buick, Over- 
myer-McCullough (Dodge-Plym- 
outh), Fresch Motors, Hunter Mo- 
tors (Lincoln-Mercury) and Ken 
Oldsmobile. 

However, officials of these firms 
said operations were normal for all 
practical purposes. One dealer re- 
ported that his staff had been aug- 
mented by mechanics hired since 
the strike began. 

Another month-old strike was 
ended last week at Taylor-Wilson 
Chevrolet in Paducah, Ky. 

« + * 


Des Moines Strike Called 


OUR HUNDRED Des Moines 

mechanics, members of Local 
254 of the AFL Machinists, walked 
off their jobs last week, beginning 
a strike against 16 members of the 
Des Moines Automobile Dealers 
Assn. 

Business Agent J. P. O’Connell 
said the men were asking a 16-cent 
hourly raise. Their present wage is 
$2 an hour. The dealers have of- 
fered a 10-cent raise this year and 
another 10-cent raise next year. 

The strike followed 15 negoti- 
ation sessions which have been 
held since the contract expired 

Sept. 1. Union officials said the 

mechanics were asking for $2.16 

because that is the rate paid 
transportation and truck me- 
chanics. 

Max Holmes, of Holmes-Oldsmo- 
bile and president of the dealer 
association, said, “Our mechanics 
receive pay equal to other automo- 
bile mechanics doing the same kind 
of work. The truck work rate 
always has been higher.” 

Mechanics in the same 16 dealer- 
ships received a six-cent boost last 
year after a month-long strike. 

+ *~ + 


Unions Active in Denver 


A DENVER dealer reported last 
week that labor unions are cur- 
rently attempting to organize deal- 
ership workers. He said both sales 
and service personnel were being 
urged to join. 

An NLRB election at Jerry Cra- 


vens, Oklahoma City, Okla. re- 


sulted in a 27-11 victory for man- 


agement over the petitioners, the) 


AFL Teamsters atid the AFL Ma- 
chinists. 

Dealers in three areas — north- 
western Illinois, North Dakota and 
South Dakota—reported that there 
was no union activity at present in 
their sectors. One North Dakota 
dealer said that he had seen no 
evidences of the unions since 1949. 

A Philadelphia dealer said that 
he had observed considerable activ- 
ity by the unions who are attempt- 
ing to organize the dealerships me- 
chanics. 


8 Shot at Perfect Circle 


[A week eight persons were 
shot in a pitched battle involv- 
ing an estimated 5,000 demonstra- 
tors outside the Perfect Circle 
Corp. foundry in New Castle, Ind., 
where a strike has been in progress 
for two months. 

Five demonstrators were wound- 
ed by city police who fired from 
inside the plant and three non- 
strikers inside the plant were hit. 

The demonstration was blamed 
on Perfect Circle’s firing of 35 
workers last week. They were dis- 
charged because of an_ earlier 
picket line disorder in which 55 
pickets were arrested on _ riot 
charges. 

Meanwhile, production at Willard 
Storage Battery Co. of Cleveland 
was stopped last week by a strike 
of the CIO Auto Workers. 

+ *« * 


S-P Talks Continue 


EGOTIATIONS between the 
Studebaker-Packard Corp. and 
the UAW were continuing last 
week in Detroit. Neither side will 
comment on any progress being 
made. The contract has been ex- 
tended on a day-to-day basis. 
Last week the three-year con- 
tract between American Motors 
Corp. and the UAW was ratified 
despite a rejection by employes 
at the Milwaukee body plant, who 
were opposed to both national 
and local clauses in the pact. 
Edward Paulson, secretary of 
UAW Local 72, said the favorable 
votes at Kenosha, Wis., and Grand 
Rapids, Mich., were sufficient to 
overcome the Milwaukee vote. 
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Ps Mj 
Ford of England's 


or Export— 


This English-built Ford Zephyr Zodiac is the millionth export unit produced by 
Ford Motor Co., Ltd., Dagenham, England, since 1945. Total vehicle production during 
the period was 1,800,000 units. Delivered prices in the New York area range from 
$1,398 for the two-door, four-cylinder Anglia to $2,100 for the four-door, six-cylinder 


Zephyr Zodiac. 








Sales, Enthusiasm High .. . 
New England Likes °56s 


By Charles G. Sampas 
Staff Correspondent 

LOWELL, Mass.—Initial reaction 
to the first 1956 cars shown in the 
New England area has been excel- 
lent despite fears by some dealers 
that President Eisenhower’s illness 
and the stock market reaction 
might depress buying. 

A spot check in Boston; Provi- 
dence; Hartford; Manchester, 
N. H.; Portland, Me.; Lowell and 
Fall River, Mass., and Montpelier, 


Flaherty to Speak 


MINNEAPOLIS. — W. C. Fla- 
herty, director of business research 
for Chrysler Corp., Thursday (Oct. 
13) will tell the company’s “forward 
look” story from a research and 
development standpoint at the Mar- 
keting Research Institute here. The 
two-day session ending Friday 
(Oct. 14) will be sponsored by the 
Minnesota chapter, American Mar- 
keting Assn., and will present 14 
eastern and midwestern marketing 
and research men. 


Galloping Cleanup Ads Slow to a Trot 


= cleanup ad pace across the 
country generally seems to be 
slowing to a trot as it merges with 
campaigns to move the new '56s 
now appearing. 

Here and there dealers who are 
awaiting their new models are 
trying to influence prospective 
buyers to wait a while. 

However, in Detroit, Louis Rose 
Co. (DeSoto-Plymouth) advertised 
in a different vein: “Mr. and Mrs. 
Detroit, now that you’ve had the 
opportunity to see the newest in 
the low price field (Ford), you'll 
agree that our 1955 models with the 
Forward Look are years ahead.” 

Rose offered: “You'll never buy a 





At Olds San Francisco Preview— 


G. R. Jones, general sales manager, left, and J. F. Wolfram, Oldsmobile general 
manager, center, greet Russell Lesher, former Oldsmobile field official, at the preview 
showing of Oldsmobile’s 1956 models in San Francisco. Lesher now is an Oldsmobile 


dealer in San Francisco. (See Story, Page 6.) 


new 1955 DeSoto or Plymouth for 
less—anywhere.” 
* * + 
[psn wenn these ads were ap- 
pearing: 

SPRINGFIELD, It.: Bates Chevrolet 
Co., Inc., tied in with the advent 
of the annual football fever by 
using a full page showing the Bates 
“team” trotting into the stadium. 

“Coach Bates says don’t kick 
but pass,” the ad read, “so out of 
the huddle we come to pass on to 
you 20 new cars and trucks in 
October. All will be sold by the 

night of Oct. 29.” 

Capital City Motors warned buy- 
ers: “Don’t buy any 1955 model 
until you get Capital City Motors’ 
deal on a '56 Ford.” It listed past 
tradein allowances together with 
invoice number. Included was $1,008 
on a ’51 Chevrolet business coupe; 
$1,985 on a ’54 Plymouth and 
$2,699.50 on a ’55 Mercury. 

7 * * 

PITTSBURGH: Don C. Crane, 

manager of Packard retail 
branch, advertised “Crane’s Pains,” 
a list of used cars together with 
prices and advised the public: 
“We're not hurting too much, but 
that ... sale of new Packards and 
Clippers this week has loaded us 
with tradeins ...”’ Meanwhile, an- 
other ad told buyers that the sale 
was still on with 72 cars to go. 

Heidelberg Motor Co. (Pontiac) 
in suburban Carnegie, offered “66 
percent over actual value for your 
car on the new ’55 Pontiac.” It also 
advertised “we will pay up to these 
amounts: $2,000 on ’53s; $1,400 on 
51s; $1,700 on ’52s, and $1,100 on 
"50s ” 


McMillen & Baer Motor Sales 
(Dodge-Plymouth) told the public 
that it was “unloading” its used 
cars in preparation for the arri- 
val of the new Dodge. 


CHARLESTON, W. Va.: Park Pon- 
tiac’s full-page cleanup advertise- 
ment depicted a mountaineer, 
moonshine jug, rifle and all, saying: 
“Some folks must think we moun- 
taineers are mighty big squares, 
advertisin’ with prices as low as 
and up to... now seems to me like 
Park Pontiac’s got things down in 
black and white.” 

The ad, “shootin’ fair ‘n’ square 
all the way” offered “$1,000 ‘bucks’ 
off on 10 demonstrators and execu- 
tive cars” and 20 percent off on 39 
1955 Pontiacs. , 

+ 

AMBRIDGE, Md.: Bennett Auto- 

motive Service (Chrysler-Plym- 

outh) offered “for the man who 
has waited for September to trade 
up ... here’s where you get a big 
new Chrysler for the price a small 
car will cost!” 

Koxomo, Inp.: Jim White Chev- 
rolet advertised: “We’re up to our 
necks in new Chevrolets.” The deal- 
ership added: “In our opinion there 
will be no radical model changes 
next year. You save a year’s de- 
preciation if you buy now.” 

St. Louis: Ben Stepman’s two 
dealerships, Studebaker and Hud- 
son, advertised they were “com- 
bining their entire new car stock” 
and offered both makes from 
$1,295 and up “full price.” A re- 
minder “these are not stripped 
cars” was carried in the ad. 

Big 3 Kar Karnival offered 125 
used cars, including some ’55 Stude- 
baker demonstrators, “for the 
amount the bank will loan you on 
it.” The sale was limited to two 
days. 

Kansas Crry: Watts Motor Co. 
(Chevrolet) offered “only money” 
as an inducement to buy new 
1955s. It advertised: “No free fish- 
ing poles, no free gas, no free carv- 
ing sets, no free trips to Europe, no 
free gimmicks of any kind.” 


Vt. reveals that the buying surge 
continues and enthusiasm is un- 


abated. 

A Lowell dealer said: “The peo- 
ple who are buying the new cars 
are the people who made up their 
minds months ago to buy them. 
They had been reading and asking 
about the new model they were 
planning to buy, and they are keep- 
ing that promise to themselves.” 

Customers were “keyed up” for 
the new models for several weeks 
by newspaper stories, magazine 
articles and television and radio 
advertising. 

A Boston dealer, pointing out 
that the automotive industry is 
very sensitive to national and world 
happenings in both the economic 
and political fields, said that the 
auto industry’s tremendous com- 
mitment in the future is a big fac- 
tor in his belief that auto sales will 
continue high. 

He said such statements as 
Henry Ford’s that the company 
is going ahead with its huge ex- 
pansion program, including $500 
million for 1956, serve to energize 
the entire nation. 

In Providence, a dealer said some 
dealers are gloomy because they 
have had record years and fear 
that the boom may be over. Said 
he: “They read the headlines—I 
read the pages inside which con- 
tain the profit and loss and divi- 
dend statements. Those are mighty 
wonderful reading.” 

One of the healthiest signs is the 
fact that competition for auto sales 
remains at an alltime high in the 

New England area. Never before 
have so many dealers—new and 
used—spent so much money to ad- 
vertise their cars. 


Chrysler to Build 
Stamping Plant 
Near Cleveland 


DETROIT. — Chrysler Corp. will 
build a huge metal stamping and 
fabricating plant on a 300-acre site 
between Cleveland and Akron, it 
was announced last week by L. L. 
Colbert, Chrysler president. 

Construction is scheduled to 
begin about Dec. 1. The plant, 
which will be operated by the com- 
pany’s Automotive Body division. 
will cover 1% million square feet 
and will be located on State High- 
way 8. a mile south of Macedonia, 
O.. and three miles north of the 
Ohio Turnpike. 

Colbert said the plant will re- 
quire about 3.500 employes and wil! 
have an annual payroll of $18 mil- 
lion. It will house 28 lines of stamp 
ing presses, consisting of about 260 
machines. 

The installation will consist of a 
manufacturing building. adminis- 
tration building, boiler house and 
accessory buildings. 

The manufacturing building wil! 
cover about 34 acres. In addition 
to the stamping machines, it will 
house a steel storage area, meta! 
assembly area and finished product 


storage. 








ae Sn Ne i al 





| by 
ring 
from 
nder 





' 


— 





AUTOMOTIVE NEWS, OCTOBER 10, 1955 


Tren: Alarms Pennsylvania Dealers... 
Fuctories Condemned 


Fer ‘Cut-Rate’ Sales 


Ey Leon M. Leffingwell 
Staff Correspondent 

PITTSBURGH. — Sales of motor 
vehicles to any political subdivision 
by automobile manufacturers at a 
price less than that available to the 
retail automobile dealer, were con- 
demned by the 35th annual con- 
vention of the Pennsylvania Auto- 
motive Assn. 

Citing a report by William D. 
Thomas, state secretary of prop- 
erty and supplies, that a contract 
for 450 new automobiles has been 
awarded to Chevrolet at prices 
ranging from $1,139 to $1,223 each, 
delegates adopted a resolution 
requesting the NADA “to call this 
matter to the attention of all 
automobile manufacturers.” 

The resolution hit “as harmful 


See Pictures, Page 6. 


ee 
' to the dealer” the publicity on 


ridiculously low prices paid by the 
te. It pointed out that “no men- 
tion is made that state purchases 
are exempt from Federal excise 
and state taxes, or that the price 
is under dealer cost (even consider- 
ing the tax advantage.) 

“This is only the first move,” the 
resolution read, “for, according to 
newspaper accounts, the state plans 
to replace its 3,200 automobiles 
annually. The plan calls for pur- 
chasing and reselling the entire 
fleet each year, thus placing on the 
used-car market 3,200 one-year-old 
automobiles to be sold directly to 
the general public rather than 
traded in to dealers.” 

The resolution further noted that 





4 Thomas stated that Chevrolet bid 


$1,139 each for 270 two-door sedans; 
$1,172 each for 150 four-door sedans, 


* and $1,223 each for 30 models with 
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. overdrive, dual exhaust system and 


rear-view mirror for state police 
use. 


The members elected John P. 
Mooney, McKeesport, president. 
Other officers are E. P. Blough; 
B. Wayne Beglin; John B. White, 
W. M. McCune and C. E. Snyder, 
vice-presidents; Robert Romes- 
burg, secretary, and A. W. Golden, 
treasure 


r. 
Directors are E. D. Baldwin, B. 


Tire Makers Seek 


Review of Tax 


Ruling in Canada 


OTTAWA.—Three tire companies 
have asked the Canada Supreme 
Court for permission to appeal de- 
cisions of the Tariff Board and Ex- 
chequer Court that, for tax pur- 
poses, large tire retailers should not 
be considered manufacturers on the 
special brand tires made for them. 

Petitioning firms are Firestone 
Tire & Rubber Co. of Canada; B. F. 
Goodrich Co. of Canada, Ltd., and 
Goodyear Tire & Rubber Co. of 
Canada, Ltd. Justice Robert Tash- 
ereau has taken their motion under 
advisement. 

The companies contend that 
these special-brand tires are made 
especially for the merchandisers 
who sell them under their own 
brand names and that they should 
be liable for sales taxes. 

Manufacturers now pay sales 
taxes on both standard and special- 
brand tires. 


06 Expansion 
et by Timken 


CANTON, O. — A $7 million ex- 
pansion and modernization pro- 
g§tam has been announced by Tim- 
ken Roller Bearing Co. to purchase 
new equipment and increase the 
fapacities of the steel and tube, 
tock bit and bearing divisions. 

An additional $5,000,000 budget 
Was established, Timken said, to 
Produce railroad bearings. It is un- 

ly that all this amount will be 
Pent during 1956. 
e new railroad bearing produc- 
equipment will be geared, 
Timken said, to turn out newly 
desizned journal bearings being 
Mopted by the railroad industry. 





Wayne Beglin, E. P. Blough, R. R. 
Hauser, Roy W. Marberger, John 
P. Mooney, Paul Ruch, David H. 
Smith, Earl Stoyer, John B. White, 
Aldo Franconi, and Elmer W. 
Reiber. 

Honorary directors are E. A. 
Sahli and Samuel H. Parker. Harry 
W. Allum was appointed to com- 
plete the board term created by 
resignation of Kenneth L. Bell. 

During a young executives panel 
discussion, E. D. McKean jr. (Olds- 
mobile) told the dealers that they 
are doing themselves more harm 
than good by advertising “crazy 
credit” terms when they are not 
actual practice. 

Ethical advertising, McKean con- 
tinued, is the only kind that can 
do a firm long-term good. McKean 
said he handles his own advertising 
and reads through textbooks on 
salesmanship for one whole eve- 
ning for ideas for one good news- 
paper ad. 

In his place on the panel, Charles 
W. Frantz (Ford), pointed out that 
“over the last six years there has 
been a remarkable stability in the 
percentage of the 35 million families 
in the $3,000 plus income bracket 
who purchase new cars each year. 
In recent years, said Frantz, this 
group has bought about 90 percent 
of the new cars, many of them 
buying two per family.” 

R. W. Schreiber jr (Chevrolet), 
third panel member, said he felt 
“the paramount problem facing 
dealers today” is getting good young 
men to come into the business. 

Schreiber contended “the auto- 
mobile industry is missing the 
boat” by not sponsoring courses 
in colleges. 

“Easy credit terms can be tough,” 
the Pennsylvania dealers were told 
by Thomas W. Rogers, Chicago, 
executive vice-president, American 
Finance Conference. Rogers said 
buyers should be urged to seek 
shorter, rather than longer, terms 
“in their own best interests.” 

Rogers recommended these guide- 
posts for the 65 percent who buy 
their cars on time: 

1. Make the largest down pay- 
ment possible. 

2. Enter contracts for the least 
rather than for the greatest num- 
ber of months. 


Rogers said dealers and finance 
companies must adhere to basic 
fundamentals for proper exten- 
sion of retail consumer credit. 

In the closing address of the two- 
day convention, Vincent T. Baker, 
sales manager, W. K. Hurd Pontiac 
Co., Pueblo, Colo., claimed that deal- 
ers and manufacturers themselves 
are to blame for the “professional 
shopper” through the type of 
advertising they use and their spe- 
cial “offers” to induce sales. 


Nash Has a Secret— 


Roy Abernethy, Nash sales vice-presi- 
dent, right, presents to George Romney, 
American Motor Corp. president, a tie 
clasp engraved with “G. U. I. '56,"" which 
is a secret slogan for 1956. The meaning 
of the initials will be revealed after the 
dealer-announcement meetings. The pres- 
entation was made at a two-day meeting 
held in Detroit to tell zone manager of 
sales plans for the coming year. 


































service engineers. 


Niblett, San Francisco. 


Study Plymouth Power Steering— 


Reviewing the fine points of Plymouth coaxial power steering at the conclusion of 
a four-week service training program are these recently appointed Plymouth field 
The men and their regions are, from left, J. W. Elsasser, New 
York; L. A. Loy, Detroit; J. C. Kaiser, instructor; S. J. Barnic jr., Philadelphia; W. D. 
Leifhelm, Los Angeles; F. T. Nichols, Los Angeles; C. M. Shoemake, Denver, and F. J. 








S-P Sees Bigger Markets 


As Selling Challenge 


BILOXI, Miss.—Studebaker-Pack- 
ard looks for auto markets as large 
as 10 million cars annually by 1960 
and such markets may be only a 
start for bigger selling jobs ahead, 
Dan O’Madigan jr., director of 
marketing services and distribution, 
told the 14th annual meeting of the 
Mississippi Automobile Dealers 
Assn., here today (Oct. 10). 

Taking as his theme, “Sales- 
men Will Supply the Production 
Steam,” O’Madigan said the U. S. 
can achieve a production of $506 
billion dollars annually by 1965, 
yielding a 50 percent increase in 
living standards, while permitting 
consumers to save $20 billion dol- 
lars annually. 

Speaking in the same vein, James 
J. Nance, Studebaker-Packard 
president, last week in New York 
said that the auto industry’s eight- 
million-car production in 1955 is 
“only a peak from which to move 
to new high plateaus.” 

Nance also cited examples of the 
safety developments in his com- 
pany’s new 1956 line of cars and 
stressed the need for improved 
highways. 

O’Madigan told the Mississippi 
dealers that the job ahead is “one 
which involves salesmen educating 
consumers to progressively better 
standards of living” as they move 
from one income bracket to higher 
ones in the present booming econo- 


my. 

He stated his belief that suc- 
cess for all sellers in future mar- 
kets depends on a higher order of 
salesmanship which will empha- 
size quality and value rather 
than price alone. 

Discussing the population growth 


NADA, BBB Join 
In Campaign to 
‘Clean Up’ Ads 


WASHINGTON.— NADA repre- 
sentatives have met with officials 
of the Assn. of Better Business 
Bureaus to draft plans for steps to 
be taken in the current drive to 
clean up unethical, misleading and 
false advertising. 

Birkett L. Williams (Ford), 
Cleveland, NADA committee chair- 
man, said the problem stems from 
@ small minority of the nation’s 
dealers. 

“The purpose of the meeting is to 
find areas where NADA and BBB 
can act to halt misleading and 
false advertising,” said Williams. 
The meeting analyzed advertise- 
ments sent NADA from all parts 
of the country. 

Williams repeated a comment 
made by Frank Yarnall, NADA, 
president: 

“We're not concerned with ag- 
gressive selling and advertising; 
competition is the heart of auto 
retailing and we’re not trying to 
curb it.” Concern wag expressed 
over “circus” advertising, which, it 
was felt, was “degrading auto 
retailing.” 


of 50,000 persons every week in the 
United States, O’Madigan said the 
American people “are dynamic in 
their wants and willing to work to 
satisfy those wants. They are 
unique in their avid desire for im- 
provements in established products 
and will dispose of goods now 
owned before they are worn out if 
improved replacements are made 
available to them.” 

He told the MADA that “we can 
only be optimistic for the future of 
the automobile business. An ex- 
panding America needs more auto- 
mobiles to make possible the ex- 
pansion.” This in turn means big- 
ger and better markets in which to 
compete throughout the nation, he 
added. 

In summing up, O’Madigan said: 
“Speaking from Studebaker-Pack- 
ard’s point of view, I will say that 
this is a period into which we are 
entering with great anticipation.” 


59 


Bushing, Packing 
Lead Chicago 


Complaint List 


CHICAGO. — A total of 139 com- 
plaints against auto dealers were 
received during August by the Chi- 
cago Better Business Bureau, ac- 
cording to the Chicago Automobile 
Trade Assn. 

The bureau said that it had 
checked 7,125 auto advertisements 
and sponsored 105 shopping in- 
vestigations. 

Customer complaints it broke 
down as follows: Bushing, 30; 
packing, 29; deposit refund refused 
on questionable credit, 17; ambigu- 
ous guarantees, 17; baiting, 5, and 
other complaints, 41. 

The BBB said that nine confus- 
ing advertising claims had been 
revised and that eight “correc- 
tions” were published or broadcast. 

Two, it said, admitted their offers 
of attractively priced cars failed to 
identify the vehicles as fleet or 
police cars. One dealer conceded 
that an offer of “$642.44 worth of 
accessories free” with the purchase 
of a new car applied only to the 
most expensive model in the line, 
it said. 

Another admitted that a sub- 
stantial downpayment or tradein 
was required in addition to pay- 
ment of the advertised price of 
several used cars. Advertising 
copy failed to explain this fact 
clearly. 

A third confessed several in- 
stances of falsely saying adver- 
tised used cars had been “sold,” in 
attempts to sell more expensive 
autos and of featuring cars not in 
suitable condition for demonstra- 
tion or sale. 

Three dealerships published cor- 
rections involving new-car offers. 
Two admitted advertised tradein 
allowances did not apply either on 
all tradeins listed on or on the less- 
expensive models of the new car. 

A third admitted that a “no- 
money-down” offer on a new car 
was inaccurate, since a downpay- 
ment was required, which might 
be obtained through a small loan. 
Moreover, no car was available at 


|the advertised price. 








John S. Burdick 


BUFFALO.—John 8. Burdick, 78, engi- 
neer who designed the first all-aluminum 
auto, died Sept. 28 after a short illness. 
He was chief designer with Locomobile Co., 
Bridgeport, Conn., from 1907 to 1913 and 
engineering vice-president of Buffalo Body 
Co. between 1913 and 1923. In 1924 Mr. 
Burdick became chief engineer of Buffalo 
fabricating division, Aluminum Co. 
America, where he designed and built the 
first all aluminum automobile. This was 
driven by Edsel Ford and now is in Ford 
Museum, Greenfield Village, Dearborn. The 
body was cast aluminum on an aluminum 
chassis. The engine also was aluminum. 


* * = 


Donald S. Kees 
MIAMISBURG, O.—Donald 8S. Kees, 48, 
Miamisburg auto dealer, died of a heart 
attack. 
* * * 


Maurice E. Jones 
CONNEAUT, O.—Maurice E. Jones, 42, 
owner of Jones Motor Sales (Chrysler- 
Plymouth), was killed in an automobile 
accident. 
- * 


James Thorp Bond 
CLYDE, O.—James Thorp Bond, 43, 
operator of Dodge-Plymouth Sales and 
Service here, died in a hospital in Lima. 
He formerly had resided in New York and 
Michigan. 
* * * 


Dennis D. DeLapp 
WILBURTON, Okla.—Dennis D. DeLapp, 
48, Wilburton automobile dealer, died Sept. 
20, in a hospital in McAlester, Tex. 
* * * 


Frank F. Braddy 


DALLAS.—Frank F. Brady, manager of 
Fred Oakley Motors (Studebaker), died 
Sept. 23, following a short illness. 

* * * 


Robert S. Muir 


DALLAS.—Robert 8. Muir, 57, a part- 
ner in Bob Muir Motors since 1947, died 
Sept. 25 after a heart attack. 

* * * 


James L. Bruce 


BAKERSFIELD, Calif.—James L. Bruce, 
74, former automobile dealer, died Sept. 
23 in Cayucos, Calif., following a heart 
attack suffered while visiting relatives. Mr. 
Bruce entered the automobile business here 
in 1912 and later formed his own business, 


Obituaries 





Bruce Garage. He retired from the auto 
business in 1924. 
> * . 
Harry F. Sims 
ELLENSBURG, Wash.—Harry F. Sims, 
49, automobile dealer here for several years, 
died Sept. 28 at his home after a heart 
attack. He also operated an auto business 
in Moscow, Id. 
* * * 
Francisco Negrete Garcia 
MEXICO CITY. — Francisco Negrete 
Garcia, 53, board chairman of Distribui- 
dora Automotriz, 8. A., Studebaker dis- 
tributor for the State of Mexico and famed 
as a cool and careful driver, was killed 
when a tree fell on him as he was driving 
here from his Cencenertas in Toluca. 
* 


Bernard Treegoob 
PHILADELPHIA. — Bernard Treegoob, 
62, a former Dodge and Willys distributor 
here, has died in Los Angeles, which was 
his home since retirement five years ago. 
He came here from England in 1907. 
* * * 


William Calvin Doss 
CHATHAM, Va. — William Calvin Doss, 
58, president of Centra! Motor Co., Gretna, 
Va., died Sept. 24. 
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Hudson Honors Weise— 


Lou Weise, Hudson dealer in Racine, 
Wis., right, receives his second “dealer of 
the month" award from G. A. Schacht, 
Hudson Milwaukee zone manager. Weise, 
who joined Hudson in 1932, was cited 
for “outstanding dealer promotional ac- 
tivity.” 
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Rubber Belt Quiz 


Opens in Denver 


DENVER.—A Federal grand jury 
last week opened a nationwide 
price-fixing and monopoly investi- 
gation of industrial and automotive 
belt divisions of the rubber indus- 
try. 

It was reported that officials of 


Gates Rubber Co., U. S. Rubber Co., | 


Used car. values 
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B. F. Goodrich Co. and Firestone 
Tire & Rubber Co. have been sum- 
moned as witnesses. 

The inquiry was opened in Den- 
ver, it was said, because jurisdic- 
tion is a key factor in prosecution 
under the Sherman Antitrust Act. 
If an indictment is returned here, 
it was pointed out, there would be 
proper jurisdiction to try the case. 


More than 100,000 


persons read AUTO- 
MOTIVE NEWS every week! 


are constantly 


changing in today’s busy market 
. . . you'll find the latest price infor- 
mation available in the N.A.D.A. Offi- 
cial Used Car Guide, published every 


80 days. 


Complete . Compact . Correct 


e Lists average 


loan, “as is”, and 
retail values for 


all models. 


Subscribe for all your 
key employees, only 


Facts in concise, 
easy-to-read form. 
Based on authen- 


ticated reports 
from auto dealers 


in six regions. 


(quantity prices 
on request) 


NATIONAL AUTOMOBILE DEALERS 


Use CAR 


1800 H Street, N.W 


Guide Co. 


Washington 6, D. C. 


PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 





NOW 
AVAILABLE 


D & M TRUCK TOP CO. 


12186 Petoskey, Detroit Michigan 
asuleteane of Stake and Pick-Up Tops 


Increased Output Cited .. . 


Need More Dealers—Ford 


(Continued from Page 6) 


cited the following example from a 
dossier of dealer statements to 
support his contention that the re- 
tailers were doing all right: 

“One of our dealers in the first 
eight months of 1955 made only 2.3 
percent on sales, but this was still 
enough to return him a salary and 
profit of $302,528. That amounted 
to 29.4 percent on his investment.” 

It was Williams’ argument that 

NADA emphasis of the return on 
sales ratio was misleading and 
that return on investment was 
more indicative of the true profit 

picture. 

Ford dealers are netting 3.4 per- 
cent on sales, compared with 3.1 in 


the last NADA quarterly report for 
the trade as a whole, but the Ford 
return on investment is 35 percent, 
he added. 

Declaring that used-car stocks 
stand at the lowest point of the 
year for Ford and L-M dealers, 
Williams read no danger in the 
growth of consumer automotive 
credit. Repossessions and delin- 
quent payments are below prewar 
rates, he said. 

McNamara said recent com- 
pany studies showed that a boot- 
legged car cost a purchaser an 
average of $50 more than one 
sold by a franchised dealer. 

Too few seat belts have been 
supplied Ford dealers to determine 





Ohio High Court Refuses 
To Rehear Axle-Tax Case 


COLUMBUS, O. — The Ohio Su- 
preme Court has refused to rehear 
a case in which it decided that 
Ohio cannot collect its axle-mile 
tax from Michigan truckers under 
existing reciprocity agreements be- 
tween the two states. 

Earlier, Common Pleas Judge 
Dana F. Reynolds had called a 
temporary halt to Ohio’s plans to 
cancel reciprocity pacts with 
Michigan, Illinois, Indiana and 


West Virginia. He also ordered 
reinstatement of agreements with 
10 other states. 

In a decision July 27, the Su- 


U. S. Car Exports 
Total 310,365 
For 8 Months 


DETROIT. — Automobile manu- 
facturers’ export of cars and trucks 
for the first eight months of this 
year totaled 310,365, according to 
figures compiled by the Automobile 
Manufacturers Assn. 

This, the AMA said, was a gain 
over the 272,895 shipped to foreign 
markets during the same period of 
1954, but was a drop in relationship 
af total volume from 5.90 to 4.90 
percent. 

August’s exports increased to 
$2,717 over July’s total of 31,224, 
thus halting the lower trend ex- 
perienced since the year’s monthly 
high of 43,294 in May. 

Automobile exports for the eight 
months were 179,832; trucks, 130,- 
241, and buses, 292, with all cate- 
gories showing increases over 1954. 

A month-by-month total of ex- 
ports is given below: 

March 25,617....16,932.... 
Cars 


24,473 
29,089 
25,617 
25,527 
23,668 
18,473 
15,334 
17,651 


17,711 
19,579 
17,590 
15,850 
Aug. 15,042 

130,241 


Total 179,832 


Dana to Expand 
Parish Plant 


READING, Pa.— A multimillion- 
collar expansion program that will 
result in a 40-percent increase in 
automotive chassis frame produc- 
tion capacity has been announced 
for the Parish Pressed Steel divi- 
sion plant of Dana Corp. 

J. E. Martin, Dana president, said 
the expansion will involve construc- 
tion of two additions to the present 
plant, one 560 feet long by 180 feet 
wide, and another 180 feet long by 
90 feet wide. 

The two additions, with a partial 
basement under the larger unit, will 
total 173,000 square feet in area, in- 
creasing the Parish plant’s overall 
production space to 873,000 square 
feet. 


GOP Elects Raybourn 
BOWLING GREEN, Ky. — E. L. 
Raybourn jr., 35 (Dodge-Plymouth), 
Olive Hill, Ky., automobile dealer, 
has been elected state chairman of 
the Young Republican Clubs of 
Kentucky. 





preme Court ordered Ohio to re- 
fund $1,019,255 collected from 
Michigan truckers. The ruling, in 
effect, barred Ohio from collecting 
the tax on trucks from any of the 
20 states with which Ohio had reci- 
procity agreements. 

On Aug. 9, Ohio sent letters to 
the states suggesting that the pacts 
be amended to allow Ohio to con- 
tinue collecting the tax. 

Three states, Rhode Island, Texas 
and Delaware, agreed to the pro- 
posed amendment, but most of the 
others indicated reluctance. Some 
of the states threatened to force 
Ohio truckers and motorists to buy 
new licenses when visiting their 
states. 

Judge Reynolds’ action came 
in a suit brought by 12 Michigan 
and Ohio truckers. They con- 
tended they would suffer “puni- 
tive” costs if reciprocity ended. 
Judge Reynolds also ordered the 
plaintiffs to post $10,000 bond and 
reserved final decision. 

In Illinois, Charles F. Carpenter, 
secretary of state, speaking on the 
matter, said: “The situation is not 
clear at the moment.” 


Mercury Post 


Goes to Coats 


DETROIT.— George S. Coats has 
been named Mercury assistant gen- 
eral sales mana- 
ger in charge of 
all field operations. 
Coats joined Ford 
Motor Co. in 1938 
and has been wes- 
tern region sales 
manager for Mer- 
cury since 1953. 
Before that he 
was Detroit dis- 
trict sales mana- 
ger for Lincoln- 

G. S. Conte Mercury and later 
manager of the Lincoln sales de- 
partment. 

In his new position, Coats will di- 
rect the activities of the five re- 
gional and 23 district sales offices 
and work on dealer expansion and 
development of special markets. 


oft 


Trophy from a Beauty— 

Don Beers, coach of the championship 
Raybestos Cardinals softball team, receives 
trophy for “team having most runs” from 
Miss Clearwater of 1955 following tourney 
played at Clearwater, Fla. The Cardinals 
became world champions after defeating 
five teams and last year's pennant win- 
ners, the Clearwater (Fia.) Bombers. 


how the public will accept the new 
option, Crusoe said. 

It was disclosed that a special 
department on the top Ford level is 
studying the problem of building 
additional highways. A report on 
this subject will be forthcoming 
soon, Ford said. 

President Eisenhower’s _ illness, 
Ford said, or its possible ramifica- 
tions will have no effect on an- 
nounced production or expansion 
plans. 

“We,” Ford said, “are in the 
business of building cars and 
trucks, not the political business.” 


Ernest R. Breech, board chair- 
man, announced earlier that Ford 
Motor plans to spend $50 million to 
expand engineering and research 
facilities in Dearborn. 

This is part of a $500 million 
overall expansion announced a 
week earlier by Henry Ford at 
the dedication of Ford’s new as- 
sembly plant in Mahwah, N. J. 

Ford Motor has spent approxi- 
mately $2,400 million on new facili- 
ties since World War II. 


Planned for Dearborn in the new gj 


program are five new buildings in 
the engineering and research cen- 


ter; a wind tunnel to test air con- | 


ditioning, airstream, cooling and 
heating reactions, and an addition 
to the body engineering shop. 

Breech said that Ford’s engineer- 
ing employment, which totalled 
2,300 in 1946, now stands at 9,500 
persons in engineering, styling, re- 
search and related activities. 

“We are building ahead toward a 
future that is rich with the promise 
of better things to come” Breech 
said. In this he echoed Ford’s re- 
marks at the Mahwah dedication. 

There, Ford said, “I’m ready to 
argue that today’s high can be 
tomorrow’s norm.” ‘ 

Looking ahead, Ford said, “The 
expanded market we all anticipate 
for the 1960s is no longer a distant 
dream. The year 1960 is only four 
short years away. That’s not very 
long to plan and prepare, to build 
the machines and plants and get 
them ready to meet that expanded 
market.” 

He called the present a time of 
unplanned scarcity use we 
can’t produce adequately to meet 
the demands of this great Ameri- 
can market.” 

“Let’s not run scared,” he said. 
“Let’s do whatever is necessary to 
build this boom into our economic 
system.” 

Ford chided the “nervous Nellies” 
who have said that industry was 
building too fast. “With sound and 
reasonable planning, we can hardly 
move too fast,” he said. “Just to 
keep from losing ground, we've 
got to move ahead. 

A look at the future also was 
taken last week by A. A. Kucher, 
director of Ford’s scientific lab- 
oratory, who predicted that “a 
substantial number” of cars would 
be equipped with gas turbines by 
1965. Kucher said his staff also 
is working with steam-cycle and 
free-piston engines. 

Kucher said two major problems 
of the turbine auto are fuel con- 
sumption and acceleration. 

He added however, that today’s 
internal combustion engine should 
not be written off. In the next few 
years, he said, it will become more 
compact, more efficient and _ sstill 
more powerful. 


Dodge Names 7 
To Zone, Region 
And District Posts 


DETROIT.—Seven appointments 
across the nation have been an- 
nounced here by Dodge. 

Four appointments were all to 
the post of district manager. They 
are David W. Walker, southern 
California; Richard K. Brown, San 
Jose, Calif.; George C. Chambers 
Boise, Id., and Clarence W. Joseph 
Columbia, S. C. 

Jack E. Seeh, former Los Ange- 
les city Manager, was named zon: 
sales promotion manager on th« 
Coast; Andrew J. Sullivan jr., re- 
gional sales and distribution man- 
ager in St. Louis, and W. H. Love, 
regional service manager in Mem 
phis. 
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Output Pace Quickens 
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pany’s new Rambler facilities 
and assembly iines swing into 
operation, 

E. W. Bernitt, manufacturing 
vice-president, said the pilot mod- 
els rolled off the lines last week 


Car, Truck Output Estimates 


By Automotive News 
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Groves, who has been in charge 
of the central region as sales man- 
ager, took his first job as a me- 
fhanic in an agency operated by 


Fyer, Ford dealer in Missoula, 
Mont., and son, Kenneth A. Groves, 
is a salesman with a Ford dealer in 
Mobile, Ala. 





Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser, 


taking over full responsibility of the 
office for a volume dealer, write giving 
full details. Send reply in strictest con- 
fidence. a" 5391, c/o Automotive News, 
Detroit'26. F 





Reply Box 5416, c/o Automotive News, 
Detroit 26. 


GENERAL OR SALES manager—Presently 
employed as assistant to general man- 
ager, of volume deal, who is too young 
to retire. Background covers all phases— 
parts, service, business management, ac- 
counting, sales and sales promotion, 
Factory recommended—honesty and abil- 
ity can be readily proven, 35, married, 3 
children and rarin’ to go. Prefer Pacific 
northwest although living in midwest at 
present, Box 5396, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER or sales manager 
with Ford, General Motors and Motor 


iP 
get volume plus profit from all depart- 
ments, Box 5370, c/o Automotive News, 
Detroit 26. 


TRUCK AND FLEET SALES manager. 
Top producer looking for top position. 
Ten year record of volume with profit. 
Presently employed as truck and fleet 
sales manager by large volume dealer. 
Prefer midwest or southwest. Box 5403, 
c/o Automotive News, Detroit 26. 


GENERAL SALES MANAGER. Fully 
qualified to handle large volume opera- 
tion, Well educated, aggressive, capable. 
Presently employed by volume Ford 
dealer. Will supply adequate proof of 
accomplishment. Box 5404, c/o Automo- 
tive News, Detroit 26. 


TRUCK SALES OR general manager— 
Specialized heavy-duty field. Employed, 
age 43. 21 years’ successful selling, sales 
and service direction, advertising and 
dealer management. Excellent references. 
Seek new opportunity south or west coast. 
Box 5405, c/o Automotive News, Detroit 
26. 


DEALERSHIPS AVAILABLE 
EALERSHIP, western N. Y., 
handling Dodge-Plymouth. 200 car deal. 
Will lease . Reply Box 5383, 
c/o Automotive News, Detroit 26. 


BIG TWO DEALERSHIP. 50 miles from 
New York city. 200 units a year. Box 
5408, c/o Automotive News, Detroit 26. 


MUST SELL 


AUTOMOTIVE NEWS, OCTOBER 10, 1955 


CLASSIFIED WANT ADS 


Reaching an estimated 150,000 readers engaged 
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DEALERSHIPS AVAILABLE 


IMMEDIATELY!! 
agency in America’s top vacation state: 
Colorado. Now handling Studebaker, Get 
in on the start of Studebaker’s bid to 
return to volume operation. Return your 
investment first year. Health dictates 
sale of this profitable operation. City of 
near 25,000 plus large prosperous farm- 
ing area provide 75-100 car potential. 
Write today, for at the price asked—this 
one can’t last long. Principals only, 
please. Box 5409, c/o Automotive News, 
Detroit 26. 


Chevrolet and Pontiac. Central New York 
state in good farming community—only 
15 miles from two good cities. Selling 
125 new cars per year with wonderful 
service business. A money maker for 
anyone who can qualify for the fran- 
chises. Established here for 25 years. 
Will sell with buildings or will rent them. 
= 5363, c/o Automotive News, Detroit 
6. 


FOR SALE—DEALERSHIP handling Dodge 


and Plymouth. 4 counties, Tenn. Valley 
area near AEDC air tunnel. South’s larg- 
est ‘‘nursery center,’’ ‘‘lumber,’’ ‘‘coal,’’ 
fine farming section. One of Tennessee’s 
best towns. Big factory payroll. Will sell 
business and rent building on long term 
lease. Big used car lot. Will do over one 
million volume this year, showing good 
profit. Two associate dealers doing good. 
Reason for selling, doctor’s orders. Box 
5398, c/o Automotive News, Detroit 26. 


IN ADVANCE OF PUBLICATION DATE. Contract rates 
AUTOMOTIVE NEWS, 


Auto| DEALERSHIP AVAILABLE 


Ba 


2666 PENOBSCOT BUI 


per insertion for use of a box number 


DEALERSHIPS AVAILABLE 
DEALERSHIP IN MIDWESTERN city, 
South Bend, Indiana. Population ove 
150,000. Doing an excellent business han 
dling Hudsons. Large adjoining lot. Ver 
reasonable rent with the lowest overh aj 
of any new car dealer franchise in to:vn 
Excellent location. No used cars or re 
ceivables. Owner must sell due to wiies 
iliness to move to another climate, 2\o; 


industry 
ya eh) 


name 


the nation's automotive 


TION. POSITION WANTED 


New York state. 200 planning potent'al 


Replies to 


SSPE ee od OC Box 5387, c/o Automotive News, De 


troit 26. 


pplied upon request Ee 


DEALERSHIP WANTED 


WILL PURCHASE General Motors, Fori 
or Chrysler product dealership, any size 
southeastern or southwestern coast of 
Florida. Lease building or will buy. Al 
cash; consider paying some blue sky fa 


LDING, DETROIT 26, MICH 





DEALERSHIPS AVAILABLE 


Due to 
death of owner. Dealership handling 
Chrysler - Plymouth - International; parts, 
equipment. Franchise valued at $45,000. 
13,000 square foot garage building on 
U. 8. Route 20—$50,000. Small diner on 
adjacent land — $20,000. Good dwelling 
adjacent — $11,500. Nationally known 
truck stop. May be handled as separate 
items or as one deal. Must be sold at 
once to settle estate. Write, call or wire 
to H. C. Gleason, Licensed Broker, Tel. 
41-873, Conneaut, Ohio. 


St *| AOS, AeenCs — Beet «- 
FOR SALE — DUAL dealership handling 


portunity for some young man to take 
over well established and very profitable 
dealership in wealthy midwest commun- 
ity. Population 40,000, trade area ap- 
proximately 75,000. Will sell with or 
without real estate. Parts and equipment 
approximately $45,000. Will finance part. 
Retirement reason for selling. Box 5406, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Dodge- 


Plymouth in smaller west Michigan com- 
munity. Potential 75-100 units. Modern 
facilities. Buy parts and equipment only. 
Lease available, Partners dissolving. Box 
5407, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet lo- 


cated one of better Georgia towns. Pop- 
ulation over 30,000. Sales 150 to 300 
units. Excellent profitable operation. 
Modern buildings and facilities. Sell or 
lease buildings. Factory approval neces- 
sary. Selling due to doctor’s orders. Box 
5388, c/o Automotive News, Detroit 26. 


LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
8. Spielman 
John W. Becker 


AUTO AUCTION 
TIM ANSPACH 


aosent, Bp Bg 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


MANHEIM AUTO 
AUCTION 


MANHEIM, PA. 
On Route No. 72—4 Miles Off 
Pa. Turnpike 


10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 1000 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.AAA 


Phone Manheim 5-240! 


New Jersey's 
Only Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Tues. Night 7 P.M. 


MIIDDLE. ATLANTIO 


HORSEHEADS 
AUTO AUCTION 


HORSEHEADS, N. Y. 


One of the pioneers in the business. 
Eight years’ continuous operation. 
Guaranteed checks and titles. 


Two Big Sales Weekly 
Fri. Afternoon | P.M. 


NEWEST, MOST MODERN 
IN THE EAST! 


N. A. D. E. 


Natl. Auto Dealers Exchange 


Route 206, Bordentown, N. J. 
Just South of Exit 7, 
New Jersey Turnpike 


Every WED. 11:00 
All checks and titles guaranteed 
Phone AXMINISTER 8-1702 


EAST NORTH CENTRAL 


GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half ame west of Grandville, 


Mich. 
EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


EAST NORTH CENTRAL 


WES COON 


AUTO AUCTION 


GRAND RIVER and Telegraph 


U. S$. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 
At 12:30 P.M.—KE. 1-9694 


EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 
Every Friday 
Insured Cliecks and Titles 


MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 


Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorade Aute Auction FAX 
Denver, Colo. 


paid for our own check through 
the First National Bank of Englewood. 


Crossroads 


+ » » where they meet .. . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


desirable dealership. Factory approval 
already assured. Box 5418, c/o Auto 
motive News, Detroit 26. i 
CADILLAC OR CADILLAC combinatia 
dealership desired. Cash available 
immediate transaction. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Studebaker in 
Alabama college city. Good trade area, 
excellent climate and living conditions. 
Will consider young partner with a small 
amount of cash with proven sales ability. 


Call or write Henry Lowe, Opelika, Ala. News, Detroit 26. 


HELP WANTED 


CESSNA AIRCRAFT COMPANY 


“Producers of the World's Finest Executive 
Air Fleet" 


Offers Unusual Career Opportunities 


BUSINESS MANAGEMENT MANAGERS 
BUSINESS MANAGEMENT REPRESENTATIVES 


Requirements: 
® Accounting Training 
@ Business Management experience working with 
uniform accounting system from factory level. 
® Some travel — Live in Wichita 
@ Flying experience not required. 


DOMESTIC REGIONAL SALES MANAGERS 
EXPORT REGIONAL SALES MANAGERS 


Requirements: 
Must be competent Pilot 
Sales Management experience working with Dis- 
tributor-Dealer organization from factory level— 
or -— 
Executive Sales experience dealing with Top Man- 
agement 
Travel and headquarter in Wichita 
European export experience required for export 


CESSNA 


If you meet these requirements and are interested in an 
unlimited opportunity with the World's Leading Producer of 
Executive Aircraft, send your resume and recent photograph to 
the Employment Manager, Cessna Aircraft Company, Wichita, 
Kansas. (No phone calls please). 


America’s Best 


Auto Sales Manager 


FOR NEW CAR DEALERSHIP 
$15,000 to $25,000 


The man we are seeking must be one of the top 10 
auto Sales Managers in America. He must be able to 
take charge and operate a large dealership in North- 
ern N. J., one of the Big Three. Our company has 
been in business for many years and enjoys the finest 
reputation in the industry. We are now and always 
have operated profitably. 


The man we want must be able to operate a volume 
dealership in a clean, ethical business-like manner 
profitably and successfully in today’s market. He must 
be an exceptional individual, who can develop new 
business, hire, train and direct our sales personnel, 
help close deals, be experienced in sales promotion, 
and have present proof of accomplishment. 


This is a rare opportunity for an automobile sales 
manager of unsurpassed ability. 

Please do not apply unless you have a proven record 
of accomplishment, have the finest of character with 
the very best of references, and can stand rigid inves- 
tigation of your past performance. Send full resume, 
which will be held in strict confidence to Box 5354, 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S$. Revte 20A Phone 9009 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 


You will reach both groups through 


jn Gh & Aceiaiin tee c/o Automotive News, Detroit 26. 


5413, c/o Automotive News, Detroit 26. 4 
DEALERSHIP HANDLING Chevrolet — © 


Long well known. Poor health reason fo | 
selling. Grand opportunity for right man © 


»y 


te: 


bers Fanaa 


fa | 
Replies strict) © 
confidential. Box 5305, c/o Automotiv | 
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oe OPPORTUNITIES DEALER SERVICES 


AERC HANDLING PONTIAC — Show- 
garage, 5-room apartment. 100% 

a, growing and industrious town. 

te N, Y¥. Established 1933. Receipts 

0,000. Substantial profit. Completely 
quipped. Buildings perfect condition. 


fand 50 x 200. Tax 
value it $47,500. Rendlog Sales Co., 1775 
Broadway, N.Y.C. (PL 7-5345.) 


QUSINESS GIFT and advertising specialty 
eatalox sent free. Ideal, AN, 1133 Broad- 
way, New York 10, N, Y. 


| —— DEALER SERVICES 


INVENTORY SERVICE 

BUYING OR SELLING A 

4 DEALERSHIP? 
¢ Buy Right © Sell Right 

perte—Acconcorios=—Sesipment 

eea ee som aa 

3 inventory wil 

DON'T GUESS—SE SURE" 

~ oa Call or write for service details. 


“BIRD-DOG" SALES PLAN 
and thoroughly tested. 
H. C. Hammond, Jr. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 



























fe AUTOMOTIVE INVENTORY Fast—Direct—C.0.D. Service 
Moti |) 19940 Freeland, Detroit 27, Mich., WE 3-6445 SAME-DAY DELIVERY 

4 If it's really ~ yr~ compen 
ae HAVE YOU MET nna. 

MR. AUTO INTEGRITY? 

4 i 

Protec joctate eat, auter|| GORDON BUICK 

=" witheot i” taaton mail gg dhiust te Largest Geick Parts Beater ta U. 5. 

4 MERITSE al ie c. 1000 S. Wabash Ave., Chicago, Ill. 
» Ls Depot Plaza White Plains, N. Y. Phone WAbesh 2-1638 





HELP WANTED 


FINANCE MEN 


National finance corporation requires men fully qual- 


ified as: 
BRANCH MANAGERS 
OFFICE MANAGERS 


Company has over quarter century of service in auto 
finance field and undergoing greatest expansion pro- 
gram in its history. 

Future progress depends on individual ability. 

Multiple employee benefits including Retirement 
Program, Profit-Sharing, Hospitalization, liberal Group 
Life Insurance. 

Those selected will be paid top salary and will qualify 
for Incentive Bonus for 1956. 

All replies strictly confidential. 

Box 5411, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE 


Exceptional profit opportunity! 


TOP AUTOMOTIVE 
DEALERSHIP OPEN! 


City of Chicago 


Attention: Outstanding automobile dealers, automobile 
general managers and sales managers! Top opportunity 

~ now open locally with one of the country's largest manu- 
facturers. This is a key dealership and we are prepared 
to advance 75% of the required working capital to help 
assure a solid start! Here is a once-in-a-decade chance to 
step into your own business and unleash your own sales 
talents with a big-name manufacturer at a time of the 
highest personal incomes in history! Address: 


Box 5417, c/o Automotive News, 
Detroit 26 


WANTED TO BUY! 


ALL Mo Par RADIOS 


1949 - 1955 
ANY MODEL - ANY QUANTITY 


Call Slocum 6-8501 
PAR MOTOR PARTS, Inc. 


1150 East New York Ave. Brooklyn 12, N. Y. 








OLDER MODEL HUDSON parts—timing 

gears, water pump kits—§2.50. Radiator 
res—$15.00. Many others. Indianhead, 
Box 303, Lima, Ohio. 





Will give you HUNDREDS of "bird-dogs" in 
your territory. Already in use by many dealers 
Results guaranteed, A 
new approach fo an old problem. $1.00 gets 
you complete information and sample forms. 


Fair Bluff, N. C. 


FOR SALE — NEW MoPar music-master 


‘54 Plymouth. Sale price $45 each. 
5414, c/o Automotive News, Detroit 26. 








ROBINSON AUTO RENTAL 


CHEVROLETS, FORDS, PLYMOUTHS 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pitts 

Detroit, Flint, Chicago, “Milwaukee, Cincin- 
nati, Louisville, St. Louis, 
coln, Neb., Oklahoma City, Fort Worth, Dal- 
las, ‘New Orleans, Atlanta. 









ae 5, Hanson St. 
|. E. Spatig, Used Car Mgr. Sherwood 


ATTENTION DEALERS !! 


Excellent Bodies - Good Motors - Heaters 


BUY NOW — LOWEST PRICES EVER 


Plymouths — Fords — Chevrolets 
1 


MORRIS FREEDMAN 


NEW and USED 
CAR DEALERS 


Why waste your time and money trav- 
eling in search of A-1 used cars? We 
have a steady stock of about 200 
beautifully re-conditioned cars. Delivery 
service all over the nation in our car- 
riers or driveaway service. 


JEFFERSON CHEVROLET 
LOrain 7-5750 





FORD F8 OR EQUIVALENT—190”’ wheel- 
base or longer. 1951 or later. Buying 
three units. F. 
Clinton 4-30J3. 


FORD TRUCKS, TRACTORS AND DUMPS 


241 Mystic Ave. 


~——SUSES WANTED ~—” 
WILL BUY USED school buses—36 to 66 
Passengers. One or twenty, also airpor- 
ters. 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


14 x 28', door each end, 
blowers, 12 triple fluorescent i, Has been 
loosely assembled but not caulked. Cost 


$3600. $2500. 

Manley J3 Crane for jeep or pickup—$i50.00. 
CANELL CO. 

616 Cammunigey Ave. 


1914 FORD MODEL T touring with brass 
radiator, acetylene headlamps, tires, paint 
like new. Running every day. Only up- 
holstery needs repair. Worth hundreds of 
advertising dollars. 
board you can buy. 
custom problems. Phone or write Eric 
Clarke, Ford Dealer, Wallaceburg, 


1921 model (490) Chevrolet, perfectly re- 
stored, runs beautifully. It is an excellent 
attraction and a (natural) for a Chevrolet 
dealer. 
4-5300, 5133 Grand River, Detroit 8, Mich. 


EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answer! 
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PARTS FOR SALE 












ACCESSORIES FOR SALE 






CARS FOR SALE 


FLEET LEASED CARS 
1954 - 1955 


Deluxe and Standard— 
Many two-tones 


ttsburgh, Akron Cleveland, 


Kansas , Lin- 
D. 


ROBINSON AUTO RENTAL 


DIVISION 
Philadelphia, Pa. 
8-1500 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Upholstery New 
1951-1952 


to 









54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 


ATTENTION 





Write or Call 
Jimmy DeRose, Used Car Mgr. 






Detroit, Mich. 








TRUCKS WANTED 









Messling, Jutland, N. J. 





WANTED 






F800 and F900 1953 or later 
Buy one or fifty. 
W. E. McCARTHY 


Medford, Mass. 
Mystic 6-3500 









Dealer. Box 5419, c/o Automotive 





DE VILBISS SPRAY ROOM 


windows one side, 





Like new. Price 








| Delaware 3-6896 





Jersey City, N 






ANTIQUE CARS FOR SALE 







Best 
$950. 


moving Dill- 
No duty and 






On- 





‘(Near Marine ‘City, Mich.). 








ANTIQUE CAR 






Write or call Don Cox, TYler 













AUTOMOTIVE NEWS 







































































ANTIQUE CARS WANTED MISCELLANEOUS 


ger touring 
or convertible car. Also 1914 and 1917 
Model T. Send complete details, price. 
Pictures will be returned if no deal. Jack 
Sordoni, 45 Owen S8t., Forty Fort, Pa. 


MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 
Is the Cheapest 
INSURANCE - 
You Can Buy 


COMPLETE with 
Galde Cables and 49 3] 45 
BRAKE HOOK-UP. 







OUR NEW MODEL 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW e GUIDE 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 

















Meets ALL 1.C.C. Requirements 


WITH BRAKE ae 


ONLY. . .°51% cus 







Meets 1.C.C. Strength datpsiinnaila. 
—-SPECIAL— 












SR Gesecauns $13.95 
(Add &Sc for Padiock with 2 Keys) 


QUICK-TOW Bumper- 
TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 
WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8688 DO 3-8373 BU 8-7466 
40 So. Cliaton St., Chicago 6, Ill. 











For Quick Results 
Use Sean an News 
WANT ADS 


"55 Ex-Taxis 


We have purchased 800-1955 Ford, Chevrolet and Plymouth 
4-Door Sedans. Without a doubt The Finest Fleet of Cars We 
Have Ever Purchased. These cars are not a year old. Our 
large buying power enables us to offer these cars at way 
below their market value. They are available for immediate 
delivery. 
We also have some '54 Chevrolet Club Coupes and 4-Doors. 
50—1954 DeSoto 7-Passengers, in excellent shape, with 
heavy duty brand new rubber. 


World's Largest Liquidators 
of Fleet Automobiles 


THE BABE STEIN CO. 


11901 Miles, Cleveland, O. VU 3-5120 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [J 
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~ The current clean-up campaign to make way for 1956 models 
sweeps like a tidal wave. You can ride this tide with increased returns. 
After each deal is made with a happy buyer, recapture a part of your profits 
with a simple suggestion: “Preserve your bargain—keep this beauty 
looking newer than new for months to come with Porcelainize.” 


Be confident that Porcelainize alone has the greater beauty, 

paint protection and longer life to prove the soundness of your advice 
and re-prove that long lasting customer satisfaction is your 

greatest business asset. 


PORCELAINIZE ... te Would cMeandaud for Fone Aad Afpearance 


Freeman & Freeman, Inc., Denver 3, Colorado 
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